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TSE DOPE 


by GEORGE F. TAUBENECK 


ee 


' Stories of the Week 

' What Dealers Are Talking About 

’ Let’s Look at a Local Activity 
Limited Liability Asked F, 
Don’t Compete on Wages 
Cooperative Dealer Advertisin 

- Final Stories of the Week 


Gag of the Week 
| Suggestion 
Stories of the Week 

Overruling a prosecuting attor- 
ney’s challenge, the judge explained 
that it was perfectly legitimate for a 
witness to alter his testimony. 

“Take, for example, my diamond 
cravat pin,” he cited. “When I ar- 
rived here this morning I was_posi- 
tive that it had been stolen. I even 
called the police. Only five minutes 
ago I recalled that I had left it at 
home on the breakfast table.” 

When the judge returned home 
that evening, his wife asked why he 
had needed his diamond cravat pin 
so badly that he had sent half a 
dozen men after it. 

“Merciful heavens!” exclaimed the 
old judge. “I didn’t send anyone for 
it. What happened?” 

“Why I gave it to the first fellow 
you sent. He knew right where 
you’d left it!” 


He: “What did the doctor say was 
the matter with you?” 

She: “He said I was suffering 
from acute indiscretion.” 


What Dealers Are Talking 
About 


Whilst attending recent meetings 
among representative appliance 
dealers, public utility merchandisers, 
and manufacturers, “Inside Dope” 
has winnowed out of the awful lot 
of conversations the following sug- 


gestions for each of the _ three 
groups: 
I. The Dealer 


A. Keep up to date on physical 
preparations: 

1. Prospect lists—who wants what 
specific appliance first? 

2. Work out paper controls on your 
business activities. 

3. Plan the preliminary details for 
store expansion, service department, 
store layout, display. Other members 
of his organization like to feel that 
they aren’t doing it all. 

B. Work toward cooperation with 
your manufacturer and your power 
company: 

1. Ask for, not just expect their 
cooperation. Guide them, direct them 
to an understanding of the pungent 
details of your specific problems. 

2. Keep them posted on local situa- 
tions and conditions that concern 
both you and them. 

II. The Manufacturer should: 

A. Give equal consideration to all 
his dealers and distributors, so as to 
be certain that: 

1. Prices and purchase terms are 
the same throughout any territory. 

2. No excessive quotas are ordered. 

3. Adequate business territories for 
each salesman to cover should be as- 
signed in advance. 

4. No long-term service guarantees 
»%y the manufacturer can be accom- 
nodated. 

5. No skipping of the middleman, 

ither. 

B. Education programs: 

These programs should embrace 
1€ newest books and information on: 

1. Effective selling. 

2. Practical hints on servicing both 

w and old models. 

3. Floor layout and display ideas. 

4. Financing and credit operations. 

0. Scheduling local advertising, 
‘1d local tie-ins with national ad- 

rtising. 

Ill. The Utility should: 

A. Consider the dealer as part of 

% own merchandising program: 

1. His successful selling builds the 

ility’s load. Consequently, the 

ility is well advised to confine its 
elling activities to pioneering and 
xperimental activity. 

2. Keep your selling prices, terms, 
(Concluded on Page 10, Column 1) 
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Kelvinator Reports 
Two Records In 


Refrigerator Sales 


DETROIT, Nov. 7—Kelvinator Div. 
of Nash-Kelvinator Corp. has hit a 
new refrigerator sales peak during 
fiscal 1949, reports C. T. Lawson, 
vice president in charge of Kelvinator 
sales. 

Lawson told a meeting of Kelvin- 
ator zone and distributor executives 
that the company has sold 8% more 
refrigerators this year than in 1948, 
the best previous year. He said that 
this was due in part to a period dur- 
ing July and August when industry 
sales were far ahead of sales for 
any previous summer season which 
exhausted the refrigerator inventories 
and forced Kelvinator to return to an 
allocation basis on deliveries to 
dealers. 

Contrary to the normal pre-war 
seasonal trends, July developed into 
the heaviest sales month of the year 


‘for the first time on record and sales 


would have climbed still higher in 
August, Lawson said, but for lack of 
products at the retail level. 
Analyzing the exceptionally high 
summer sales volume, Lawson listed 
three main causes: deferment of buy- 
ing by consumers until they became 
convinced that prices were stabilized; 
the termination of Regulation W and 
use of low down-payment instalment 
selling; and, normal hot weather 
break down of older refrigerators. 


However, Lawson added a fourth 
reason which he said applied spe- 
cifically to Kelvinator—the com- 


(Concluded on Page 4, Column 3) 


L. E. Smith Is Head 
Of Sales at Dole 


CHICAGO—Retirement of L. A. 
DeMore as vice president of the Dole 
Refrigerating Co. and the appoint- 
ment of L. E. Smith to take over 
many of DeMore’s duties under the 
title of general sales manager have 
been announced by Dole recently. 

DeMore’s retirement took effect on 
Sept. 30, the company indicated. He 
had been connected with Dole for the 
past 15 years and has been vice 
president for the last 10. He had 
the responsibility of sales, advertis- 
ing, and engineering of Dole refrig- 
eration products. 

DeMore has been active in the Re- 
frigeration Equipment Manufacturers 
Association and the Frozen Food 
Locker Institute. 

Smith was formerly connected with 
the Frigidaire Div. of General Motors 
Corp. in the special applications de- 
partment of the commercial refrig- 
eration division. He has worked with 
Frigidaire for 25 years, mostly in the 
sales and engineering departments. 


Yates-American Elects 


W. D. Johnson President 


BELOIT, Wis.—Election of Wal- 
lace D. Johnson as president of the 
Yates-American Machine Co., parent 
organization of the General Refrig- 
eration Div., was announced here 
recently. 

Johnson successds E. J. Dalton to 
this post. Dalton continues as chair- 
man of the board. 

Johnson began his association with 
the company 37 years ago and has 
successively held the positions of 
chief engineer, works manager, and 
vice president. 

The General Refrigeration Div. 
makes the Lipman line of refrigera- 
tion and air conditioning equipment. 


’ 
re 


Self-Service In 
Chicago Blocked 
By Meat Cutters 


CHICAGO—Opposition of the meat 
cutters’ union has apparently sty- 
mied, for the time being at least, 
plans of the principal food store 
chains to set up self-service meat 
markets in the Chicago area. 

The AFL Amalgamated Meat Cut- 
ters, Local 546, flatly rejected the 
chain store companies’ efforts to get 
union sanction for self-service meat 
markets. 

The companies had offered pay in- 
creases of $5 weekly if the union 
would have accepted the self-service 
proposal, and they also volunteered 
to cut the work week of the 1,750 
meat cutters in their employ from 
421% to 40 hours. 

The union rejected the offer, and 
took a $3 a week pay increase 
instead. 


Nance, Blees See 


Bright Prospects 
For 1950 Sales 


DETROIT—Though the effects of 
the steel strike may slow business up 
in the last quarter of this year, two 
appliance industry executives are 
predicting a bright and busy future 
for the first part of next year at 
least. 

William .A. Blees, vice president of 
Aveo Mfg. Corp. and general sales 
manager of the Crosley Div., told 
dealers in Buffalo recently, “The 
tremendous amount of money in the 
public’s hands and employment of 
59,000,000 persons throughout the 
country bolster the business picture 
for next year.” 

James J. Nance, president of Hot- 
point, Inc., interviewed during the 
Southeast Electric Exchange meeting 
in Atlanta, painted a similar picture 
of the future. 

Nance expressed the opinion that 
business had fully recovered from 
the slump of early spring and sum- 
mer. Even taking the stee! strike 
into consideration, the general level 
of activity should be good well into 
1950, he added. 

“People always buy heavily at 
(Concluded on Back Page, Column 1) 


Full Appliance Line Marks 
Rainier Entry Into Field 


MINNEAPOLIS — Rainier Co. of 
this city is entering the major appli- 
ance field with a line of home appli- 
ances which the company claims will 
have outstanding new features. 

Rainier will present its entire line 
of major appliances at the American 
Furniture Mart during the January 
furniture show. 

The Rainier refrigerator line in- 
cludes four models with both ‘U” 
type and horizontal type evaporators. 
Refrigerated storage drawers are 
featured on all models. Prices start 
at $209.95 for the 8-cu. ft. model with 
shelf-type freezer. 

Rainier electric ranges will come 
in five models with prices starting at 
$169.95. Other Rainier major appli- 
ances will include home freezers, 
clothes driers, hot water heaters, 
washing machines, and _ cabinet 
ironers. 

The Rainier Co. will assign exclu- 
sive sales territories to 68 leading 
wholesale distributors in the United 
States and Possessions. 


‘ereditors’ 


Steel May Cause 
Late Introduction 


Of ’50 Appliances 


DETROIT — While hopes for a 
quick settlement of the steel strike 
have brightened in the last few days, 
the refrigeration, air conditioning, 
and major appliance fields have be- 
gun to feel the impact of the strike 
in a number of ways. 

Perhaps even more significant than 
the shutting down of some plants is 
the report from representatives of 
the National Tool & Die Manufac- 
turers Association, meeting in New 
York City, that new models of appli- 
ances scheduled for the beginning of 
1950 will not make their appearance 
before the second quarter of the year 
as a result of the strike. 

The strike, the tool and die men 
said, has caused some manufacturers 
to defer orders of special tools, dies, 
jigs, fixtures, molds, and special ma- 
chinery. 

The Westinghouse Electric Appli- 
ance Div. “can see its way clear” for 
continued full production of most ap- 
pliances for the next two weeks, J. 
H. Ashbaugh, vice president in 
charge of the division, reported as 
of Nov. 1. Ashbaugh emphasized, 
however, that the division cannot tell 
when certain parts may fall into 
short supply and “adversely affect 
production before the two-week 
period is over.” 

General Electric Co. on Oct. 28 
suspended refrigerator production at 
its Erie, Pa. plant because. of a short- 
age of steel, throwing 6,000 employes 

(Concluded on Page 4, Column 1) 


Victor Names Guild 
Gen. Sales Mgr. 


HAGERSTOWN, Md.—E. N. Guild 
has been appointed general sales 
manager of Victor Products Corp. 
here, manufac- 
turer of home and 
farm freezers and 
commercial refrig- 
erators, it is an- 
nounced by J. K. 
Noel, Jr., vice 
president in charge 
of sales, who 
stated that the ap- 
pointment is one 
of several moves 
being made to ex- 
pand the com- 


E. N. Guild 


pany’s operations. 

Guild, who will make his headquar- 
ters at Victor’s No. 1 plant at 
Hagerstown, has been in the com- 
mercial refrigeration and electrical 
appliance field since 1927. For the 


(Concluded on Page 4, Column 1) 


Hearing Set To Work 


‘Out New Monitor Plan 


NEW YORK CITY—An amended 
plan under Chapter XI of the Bank- 
ruptcy Act will be prepared for 
Monitor Equipment Corp., manufac- 
turer of electrical appliances, and a 
hearing is scheduled before Referee 
John E. Joyce in U. S. District Court 
in New York City at 11 a.m. on 
Nov. 22. 

The creditors’ committee had re- 
jected the original plan which called 
for 100% payment to creditors, pay- 
able 25% in three months and the 
remainder in monthly instalments of 
10%. 

A subcommittee composed of 
Jerome Teich, debtor’s attorney, and 
representatives, has been 


formed to work out a satisfactory 
adjustment. 


Industry, a 
Opens oy 


In Atla aki 


All-Industry Exposition 
Will House More Than 
200 Producers’ Exhibits 


WASHINGTON, DL. C.—The 6th 
All-Industry Refrigeration and Air 
Conditioning Exposition, holding the 
definite promise of being the biggest 
in the industry’s history, will open 
next Monday, Nov. 14, in the Atlantic 
City Auditorium for a five-day run 
through Friday, Nov. 18. 

Well over 200 manufacturers of 
refrigeration and air conditioning 
equipment and components will ex- 
hibit at the Exposition, according to 
the Refrigeration Equipment Manu- 
facturers Association, sponsor of the 
Show. Preview information on some 
of the exhibits reveals that there 
will be many new and redesigned 
products which will make their bow 
at the Show. 

Good hotel accommodations are 
still available, it is stated at Rema 
headquarters here, and hotel reserva- 
tions may be made by writing the 
Housing Bureau, All-Industry Expo- 
sition, 16 Central Pier, Atlantic City, 
N. J. 

As of Nov. 1 the headquarters for 
the 6th All-Industry Refrigeration 
and Air Conditioning Exposition were 
shifted to the Atlantic City Audi- 
torium and all correspondence relat- 
ing to the Exposition should be 
addressed to the Show there. Phone 
number is Atlantic City 4-3081. 

The All-Industry Refrigeration and 
Air Conditioning Exposition is open 
to anyone who is active in the refrig- 
eration and air conditioning industry, 
and who can identify himself as such 
at the registration desk, which will 
be at the entrance to the Atlantic 
City Auditorium. There is no admis- 
sion charge. 

Exhibit hours at the Show are as 
follows: 

Monday, Nov. 14....1 p.m. to 9 p.m. 
Tuesday, Nov. 15..10 a.m. to 6 p.m. 
Wednesday, Nov. 16.1 p.m. to 6 p.m. 
Thursday, Nov. 17..10 a.m. to 6 p.m. 
Friday, Nov. 18....10 a.m. to 4 p.m. 

(Attendance on first day, Monday, 
Nov. 14, limited to service engineers, 
dealers, and contractors.) 

Two big nights of entertainment, 
with admission free to all those who 
have registered for the All-Industry 
Exposition, has been planned by 
Refrigeration Equipment Manufac- 
turers Association, sponsor of the 
Show. 

Planned for Monday night, Nov. 14, 
is a two-hour all-star revue, sched- 
uled to start. at 9:30 p.m. in the 
hall which is part of the Atlantic 
City Auditorium, and which will ac- 
commodate more than 5,000 persons. 

On Wednesday night, Nov. 16, the 
All-Industry Show dance will be held 
in the American Room of the Tray- 
more hotel with dancing from 9 p.m. 
to 1 a.m. At both events, admission 
will be without charge to those wear- 
ing a Show registration badge. 

Every major association in the 
industry will hold some sort of meet- 
ing in Atlantic City during the week 


(Concluded on Page 4, Column 5) 
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AIR CONDITIONING & REFRIGERATION NEWS, NOVEMBER 7, 1949 


Dept. Store Sales Off 14% 
For Week Ending Oct. 22 


WASHINGTON, D. C.— Depart- 
ment store sales in the week ended 
Oct. 22 were down 14% from the 
corresponding period a year ago, 
with all districts reporting decreases, 
according to the Federal Reserve 
Board. 

The largest decrease, 24%, was in 
the Cleveland district and the small- 
est, 5%, was in the Richmond dis- 
trict. Other districts reported de- 
clines as follows. Minneapolis, 10%; 
Kansas City, 12%; St. Louis, 13%; 
Atlanta and Boston, 14%; New York, 
15%; Dallas and Philadelphia, 16%; 
and Chicago, 17%. 

The FRB report also showed that 
department store sales declined 12% 
in the week ended Oct. 15, com- 
pared with the like 1948 period; 
dropped 11% for the four weeks 
ended Oct. 22; and fell off 6% in the 
Jan. 1-Oct. 22 period. 


Complete Kitchens Put In 
New Medel Trailer Homes 


DETROIT—A modern kitchen, 
complete with sink, range, refriger- 
ator, and overhead cabinets is being 
built into new model Zimmer cara- 
van and trailer homes in such a way 
that it combines with the living 
room to give the effect of more 
spaciousness, Don Zimmer, president 
of Zimmer Boat & Trailer Co. here, 
declared recently. 

The company said that it is shoot- 
ing to equal the peak sales record of 
3,100 units scored in 1947. Prices of 
the trailer models range from $1,950 
to $3,995. 


Butler Bros. To Cease 
Appliance Distribution 


CHICAGO—Butler Bros. has an- 
nounced that it will cease distribut- 
ing major appliances as. soon as 
possible but that it will continue to 
sell them in its stores. 

The company has been operating 
a major appliance wholesale business 
only at its St. Louis and Chicago 
houses. Lines handled included Gibson 
refrigerators and ranges, Automatic 
washers, Tele-King radios, and 
Lonergan space heaters. 

At the same time, the company re- 
vealed that it will also discontinue 
the distribution of furniture, heavy 
hardware, and expensive home furn- 
ishings in all its wholesale houses. 


Marshall Made Vice Pres. 
Of Melchior, Armstrong, 
Dessau, with Firm 29 Yrs. 


RIDGEFIELD, N. J.—Appointment 
of John J. Marshall as a vice presi- 
dent of Melchior, Armstrong, Dessau 
Co. has been an- 
nounced by Ar- 
nold Dessau, presi- 
dent. 

Marshall joined 
M.A.D. in 1920. He 
played an impor- 
tant part in 
launching the firm 
as one of the 
ee country’s first 
aA wholesalers of 

te fe commercial refrig- 
eration equipment. 

Described as one 


J. J. Marshall 
of the pioneers in introducing Ameri- 
can refrigeration equipment overseas, 


Marshall has traveled extensively 
throughout the world. During the 
past 30 years, he has served in posi- 
tions of increasing responsibility, both 
here and abroad. 

For the past 10 years, as export 
manager, he has covered all of the 
principal markets of the world, his 
most recent trips having been to 
Europe and India. An extended tour 
through South America is planned 
for the near future. 


Free Packaging Materials 
Promote Freezers for Sears 


WATERTOWN, N. Y.—Sears Roe- 
buck & Co. promoted home freezers 
by offering free packaging materials 
with each freezer purchase during a 
Circus Day promotion. 

The store offered $5 worth of pack- 
aging materials with the purchase 
of a 4-cu. ft. freezer at $159.95. To 
pull traffic to the appliance depart- 
ment, the store offered free popsicles 
to all children accompanied by 
parents. 


Toledo Merchandise Co. 
Distributes Coolerator Line 


TOLEDO—Don C. Rollie, president 
of the Toledo Merchandise Co., has 
announced that his firm has been 
named distributor for Coolerator ap- 
pliances. 

The territory to be covered will 
include both northwestern Ohio and 
southern Michigan. 
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MODEL 


20.2 CUBIC FOOT 


MODEL 3AGI 
30 CUBIC FOOT 


Manufacturers Agents Wanted for Several Territories. 


MODEL 2FGF 
25 CUBIC FOOT 


MODEL 4FDF 
45 CUBIC FOOT 


REFRIGERATOR COMPANY 


in 
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New G-E Refrigerator, Freezer Bid for ’50 Market 


LEFT—New lower price 8-cu. ft. 

General Electric refrigerator with 

separate door to freezer compart- 
ment. 


RIGHT—New 11-cu. ft. home freezer 
with storage compartment for frozen 
food packaging materials, keeping 


them constantly to hand for use 


when needed. 


"Better Homes Promotion Draws 


‘Largest Crowds Ever to Neb. Store 


LINCOLN, Neb. — The largest 
crowds in the history of Gold & Co. 
department store thronged through 
the fourth-floor major appliance de- 
partment during Better Homes Week 
staged in October in cooperation with 
Better Homes & Gardens magazine, 
it is reported by W. T. “Tom” Healey, 
sales promotion manager. Business 
showed a sharp increase in the home 
furnishings departments and an ex- 
cellent prospect list also was ob- 
tained through a series of essay 
contests, he added. 

The promotion was said to be the 
most elaborate of its kind ever put 
on by a Nebraska store. ‘Teaser’ 
advertisements were used the week 
preceding the event, and the an- 
nouncement was made with a 14- 
page special section. Full-page fol- 
low-up advertisements, radio spots, 
posters, and throw-sheets also were 
used, while during the week four 
radio broadcasts daily were made 
from the two floors housing home 
furnishings departments. 

The store devised its own essay 
contest system for the promotion. 
Each essay blank carried the con- 
testant’s name and address, space 
for the essay and, most important 
from the store’s viewpoint, a list of 
merchandise for the contestant to 
check if interested in. Such cortests 
were staged in all departments In 
major appliances, for example. the 
contestant completed in 25 or less 
words, “I want a (name of appli- 
ance) because. : 

On the same sheet, squares were 
provided to check if interested in 
any or all of the following items: 


Refrigerator, electric range, gas 
range, automatic washer, regular 
washer, automatic dryer, ironer, 


home freezer, kitchen cabinets and 
sinks, radio and combination, tele- 
vision, and sweeper. 

Demonstrations were held twice a 
day throughout the third and fourth 
floors and an attendance award was 
presented at the close of all demon- 
strations, with no _ registering re- 
auired and nothing to buy. Gifts were 
awarded to all those interviewed in 
the radio broadcasts from the store, 
and, in addition, over 500 prizes 
valued at over $3,000 were given in 
the essay and estimating contests. 

Demonstrations which drew capac- 
itv crowds in the major appliance 
department, just off the fourth-floor 
escalators, included the use of the 
Hamilton automatic clothes dryer as 
shown by Miss Cecelia Maloney. com- 
pany representative, and a “Banish 
Blue Mondays” presentation by Miss 
Catherine Becker, Frigidaire factory 
representative, who also demonstrated 
laundry equipment along with re- 
frigerators and home freezers. 

Daily’ cooking schools also at- 
tracted capacity crowds. Among the 
model room settings in the furniture 
department was a modern kitchen 


Sept. Washer Sales Highest 
Since Oct. 48, 10% Over Aug. 


CHICAGO — September sales of 
household washing machines totaled 
357,281, the largest amount since 
October, 1948, and 10.3% above the 
August level, it was reported by the 
American Home Laundry Manufac- 
turers’ Association. 

Sales in September were 17.6% 
below September, 1948, the record 
month, and 146% above September, 
1941. Sales of ironers in September 
amounted to 27,700, a decrease of 
14.2% from August and 25.7% from 
September a year ago. 


complete with appliances. New at 
Gold’s Better Homes Week was a 
display of six model houses in minia- 
ture created by Better Homes & Gar- 
dens magazine. 

Questions answered by this dis- 
play included ‘Where can you get 
ideas for your kitchen?” “How can 
you be sure of getting the best kind 
of heating system?” and “What’s 
this business of insulated glass for 
big windows to keep from wasting 
heat ?” 


Icemen Seek Survey of 
Ice-Mechanical Refrigerator 


OKLAHOMA CITY—The combina- 
tion ice and mechanical refrigerator 
can be the answer to the declines in 
ice using equipment sales and re- 
venues and the National Association 
of Ice Industries should survey these 
units to help speed up their manu- 
facture. 

Such was the tenor of a resolution 
recently adopted by the board of ‘di- 
rectors of the Oklahoma Association 
of Ice Industries. The resolution indi- 
cated alarm over dwindling ice ap- 
pliance sales. 

It further said: “After the national 
association has satisfied itself with 
reference to the claims made for this 
refrigerator, that they then cooperate 
by making definite commitment to 
the extent of offering the whole- 
hearted support of the national asso- 
ciation in causing such refrigerator 
to be manufactured and distributed 
by the manufacturer of a prominent 
mechanical refrigerator.” 


C. Schmidt Names Stewart 
Adv., Sales Promotion Mgr. 


CINCINNATI — Paul R. Stewart, 
who has been selling creative adver- 
tising for Cincinnati firms since 1936, 
has been appointed advertising and 
sales promotion manager for C. 
Schmidt Co. here and will supervise 
an expanded merchandising program, 
it was announced recently by Herman 
C. Ahrens, president. 

Stewart’s new duties will include 
development of dealer assistance 
plans and trade publication advertis- 
ing campaigns. He is president of 
the Terrace Park Board of Educa- 
tion. 

The Schmidt concern, which was 
established in 1870, manufactures a 
complete line of commercial refrig- 
erators and refrigerated display cases 
for both service and self-service op- 
eration. A recent addition to the line 
is a visible-storage, self-service dis- 
play case for frozen foods. 


Feinberg Returns to Acme 
As Detroit Representative 


JACKSON, Mich.—A. B. Newton, 
sales director of Acme _ Industries, 
Inec., has announced that a new 
agency will represent Acme in De- 
troit and surrounding counties. 

Emanuel Feinberg, 6432 Cass Ave., 
will be the new representative. Fein- 
berg was formerly associated with 
Acme in Detroit for many years and 
left to head American Thermal Co. 


Original Opens Third Store 


TORONTO, Ont., Can. — Original 
Furniture Co., furniture and appli- 
ance firm, has opened a new store 
at 1938 Eglinton Ave., West, 
third in the city. 
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Southwest Refrigeration 
Wholesalers Association 
Elects Cato Chairman 


FORT WORTH, Tex.—Paul Cato, 
of Texas Refrigeration Supply Co. 
here, was elected chairman of the 
Southwest Refrigeration Wholesalers 
Association at the group’s. semi- 
annual meeting held recently in the 
Blackstone hotel. 

Don Cornell of Standard Brass & 
Mfg. Co., Beaumont, was named vice- 
chairman, and Carl Miller, Refrigera- 
tion and Electrical Supply, Little 
Rock, was made secretary-treasurer. 

New directors elected were K. G. 
Wight of K & M Supply, Tulsa; O. 
D. Sparkman of N. O. Nelson Co., 
Dallas; Clyde Westbrook of West- 
brook-Carburetor Electrical Co., San 
Antonio; W. C. Reeves of Enoch 
Sales Co., New Orleans; and W. H. 
Cheatwood of Interstate Electric Co., 
Shreveport. 

New members admitted to the as- 
sociation at this meeting were M & M 
Refrigeration and Electric Supply of 
El Paso, Kold-Aire Supply Co., Inc. of 
Fort Worth, Wholesale Supply Co., 
Ine. of El Paso, and C & H Dis- 
tributing Co. of Abilene. 

Next meeting of the association, 
which includes wholesalers in the 
states of Texas, Louisiana, Arkansas, 
and Oklahoma, will be held in New 
Orleans in March. 


Detroit ASHVE To Hear 
Szekely on Fan Design 


DETROIT—Ernest Szekely, native 
of Hungary and president of the 
Bayley Blower Co., Milwaukee, will 
discuss “Design of Fans and Their 
Applications” before the Michigan 
chapter of the American Society of 
Heating and Ventilating Engineers 
at 8 p.m. Monday, Nov. 14, at the 
Rackham Educational Memorial. 
Dinner will begin at 6:30 p.m. 

A former instructor at the Uni- 
versity of Budapest, Szekely has been 
associated with such firms as Ameri- 
can Blower Corp., Jeffrey Mfg. Co., 
and Guarantee Construction Co. in 
this country since 1912. 


Seeger Reports Highest 
Sales, Earnings In History 


ST. PAUL, Minn.— The highest 
sales and earnings in its history were 
reported by Seeger Refrigerator Co. 
for the year ended Aug. 31. 

Net sales amounted to $69,155,190, 
an increase of 11% over last years 
total of $62,154,289. Net earnings 
totaled $4,178,428, equal to $3.79 1 
share, compared with $3,576,362, cr 
$3.25, in the preceding year. 

Inventories on Aug. 31 were 
valued at $3,847,444, against $10- 
579,931 a year ago. This reductio2 
put the company in a healthy pos - 
tion as it entered the new year, a:- 
cording to Walter G. Seeger, pres - 
dent. 
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MOTOR-BASE 
ADAPTERS 


For fast service and 
a satisfied custom- 
er, use a set of 
motor adapters on 
your next motor 
replacement. 


SERVICEMEN SEE YOUR JOBBER 
Motor Adapter Corporation 


4730 JOY ROAD 
DETROIT 4, MICHIGAN 


Vg to ¥3 hp.—101-D 
Y to 1 hp.—102-C 
1 to 3 hp.—103-C 
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“I sleep swell!” 


“Time was when I didn’t sleep too well as an appliance dealer. In fact, 


I had many a restless night. 


“But no more. I stopped losing sleep when | got my Kelvinator 
Franchise. For the Kelvinator way of doing business is a lot different 


from some of the things I’d seen before. 


“For one thing, Kelvinator pledged me an adequate market from which 
to draw business—and they’ve kept that pledge. They haven’t slipped 
half a dozen other dealerships into my marketing area. And believe me, 
having enough room from which to draw customers is one of the big 


things that helps me sleep nights. 


“For another thing, | thought I knew something about building men 
before I got my Kelvinator Franchise. But Kelvinator’s VIS manpower 


program—with its complete training for my own salesmen—opened 


GET MORE ee 6 


KELVINATOR, 


my eyes... taught me things I hadn’t known before. 


“I found out, too, for the first time what real “retail-minded” 
thinking means when I saw Kelvinator in operation. Why, 
everything Kelvinator does is pointed right at helping dealers! 
Kelvinator pledged me engineering leadership—and Ive 
seen it demonstrated, year after year. Now I just naturally 
expect Kelvinator to be there when it comes to merchandise 
that will excite my customers and move them to buy. 


“Yes, my Kelvinator Franchise has given me a lot of peace of mind 
because it has given me a firm foundation on which to build lasting busi- 
ness. | know I’m going to continue to sleep nights so long as I stay hitched 
to Kelvinator. And I'll keep right on enjoying a growing and prosperous 


business!” 
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--- THE MOST VALUABLE FRANCHISE IN THE APPLIANCE INDUSTRY 


wiviesienus Oo F NAS H-KELVINATOR CORPORATION, DETROIT 3 2, MICHIGAN 
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AIR CONDITIONING & REFRIGERATION NEWS, NOVEMBER 7, 1949 


Appliance Delay -- 


(Concluded from Page 1, Column 4) 


out of work. 

In Dayton, the Delco Products Div. 
of General Motors Corp. announced 
that all but about 30% of the 7,000 
production workers here will continue 
on a four-day schedule work week as 
a steel-conserving measure. Frigid- 
aire Div. will continue to work regu- 
lar schedules through the first week 
in November, at least. 

Kelvinator is continuing on its 
regular production schedule, although 
Nash plants were shut down because 
of lack of steel. It was indicated 
that if the strike continues much 
longer, Kelvinator’s planned intro- 
duction of new models may suffer a 
delay. 

Maytag Co., a leading producer of 
washers, has cut back its production 
of conventional washers 25% since 
the steel strike began, and orders 
for washers are now considerably in 
excess of present production, com- 
pany officials stated. 


Joseph P. Smith Co. 
Expands Floor Space 


TOLEDO — The Joseph P. Smith 
Co., Deepfreeze distributor here, has 
announced that the company’s floor 
space is being expanded to include 
8,600 sq. ft. of display space plus 
an enlarged office area. 

The firm had intended to occupy 
the remodeled portions of the firm’s 
quarters by Nov 1. Remodeling oper- 
ations were expected to cost about 
$10,000. The property is located at 
1941 Franklin Ave. 

A marked increase in appliance 
sales over the past two years was 
given as the reason -for the expansion. 


Victor Names Guild -- 


(Concluded from Page 1, Column 4) 


past 16 years he has been connected 
with the Norge Div. of Borg-Warner 
Corp., holding a variety of executive 
positions in engineering, export, and 
domestic sales. He has traveled to 
nearly every part of the world in the 
promotion of foreign trade. 

Guild was named refrigeration 
specialties manager for Norge in 
1945, handling commercial refrigera- 
tion and home freezers. An early 
enthusiast in the frozen food field, 
he has been prominent in activities 
aimed at building general consumer 
acceptance of home freezers. 


DeMore Retires, Smith Steps In at Dole 


L. A. DEMORE 


L. E. SMITH 


L. A. DeMore has retired as vice president of Dole Refrigerating Co. 
L. E. Smith is taking over many of his duties as general sales manager. 


‘Birthday Blowout’ Checks 
Goodwill Built by Dealer 


In First Year of Business 


DENVER-—A_ clever promotion 
stunt which drew more than 1,500 
people was the “birthday blowout” 
which Bragdon’s, Inc., appliance 
dealership on East Colfax here, 
staged recently. . . 6 

The store, open a year, Bot a lot 
of attention at the formal opening 
when every entering housewife was 
given a set of hot pads, and a chance 
to participate in drawing for 10 
mapor appliance prizes, the manage- 
ment recalled. 

All of the names received were 


followed up with pleasant, friendly 


calls by Bragdon salespeople. Thus, 
there was plenty of goodwill to in- 
sure success of the “birthday blow- 
out.” 

For this promotion, an ivy bowl 
was given as a door prize to every 
person who responded, and more 
than 1,000 of them were distributed 
in a few hours. 

Customers visiting the store were 
taken on tour of the new model all- 
electric kitchen, as well as a complete 
mode} laundry, which is:one of the 
largest in Denver. Sales were excel- 
lent, according to A. Bragdon, head 
of the firm, who believes that “good- 
will is the most important asset a 
retailer can have.” 

Last year, the firm received much 
attention when it developed a clever 
mailing piece, which “sympathized” 
with those who had entered various 
contests at the store but who had 
not been awarded a prize, according 
to Bragdon. 


ONLY A LIQUID DRIER 


N 
DIAPHRAGM 
SPACE 


MOISTURE 


1 REACHES srirreo's 


EXPANSION 
VALVES 


CIRCLES SHOW POINTS WHERE 
MOISTURE MAY BECOME TRAPPED 


Why does Thawzone usually work 
even when other methods failP One 
reason is that no matter where the 
moisture is, Thawzone finds it. Thaw- 
zone is a liquid that travels everywhere 
moisture can go. Even moisture 
trapped in the expansion valve, on the 
tubing walls, in the receivee, highside 
or lowside is reached by Thawzone. 


An Eliminator Instead 


Of a Holder 


Moisture that comes in contact with 
Thawzone is gone for good. It cannot 
return because it’s no longer water. 
Regardless of how hot or cold the unit 
gets, it is impossible for that moisture 
to re-form or break loose. This means 

- fewer callbacks. 


ete py me 


Reaches the Entire Unit 
in 2 Minutes! 


Thawzone contacts a// the refriger- 
ant quickly. Saves your time. Use 
Thawzone in “Freons”, methyl chlo- 
ride, methylene chloride, “Carrene” 
or isobutane. Use | teaspoonful (1% 
oz.) per pound of refrigerant. Use 
half as much in hermetic units. Your 
wholesaler has Thawzone. Highside 
Chemicals Co., Clifton, N. J. 


THAWZONE™ 


LIQUID DEHYDRANT... 
neaches all the mocsture 


Apex Thirdj;Quarter Sales 
Jump 32% over 2nd Quarter 


CLEVELAND-—Sales of the Apex 
Electrical Mfg. Co. for the third 
quarter of 1949 jumped 32% over 
those of the second quarter, though 
they remained substantially below 
sales of the same period last year, 
Cc. G. Frantz, president, reported re- 
cently. 

The quarter’s sales totaled $5,372,- 
536 as compared with $4,077,207 in 
the second quarter and $9,230,351 
in the third quarter of 1948. 

Frantz pointed out, however, that 
for the first nine months of the year, 
the company suffered a loss of 
$709,681 as compared with a profit 
of $1,494,312 for the same period 
last year. 

He explained that the recent in- 
troduction of “newly designed 
wringer washers priced 10% to 15% 
below previous models” accounted. for 
much of the improvement shown in 
the last two months. 

“Cost reductions have not yet offset 
price concessions, so profit margin 
is suffering accordingly,” he stated. 


Kelvinator Production -- 


(Concluded from Page 1, Column 2) 
pany’s full-length door refrigerator 
design. 

“During the past fiscal year Kel- 
vinator dealers made over 40% of 
their sales in the cold-clear-to-the- 
floor models,” he said. “This un- 
doubtedly is the highest percentage 
of volume in refrigerators costing 
$300 or more ever accomplished by a 
sales organization in a competitive 
period.” 

Lawson announced that 1950 re- 
frigerator models will go into pro- 
duction soon with public announce- 
ment planned for late this year. 


No More Drier Orders 
Taken In °49--Hamilton 


TWO RIVERS, Wis.—Distributors 
of Hamilton clothes driers have been 
notified that the factory will be un- 
able to accept any more orders for 
delivery in 1949, according to an 
announcement made by C. H. Rippe, 
sales director, Home Appliance Div., 
Hamilton Mfg. Co. 

Only those orders received prior to 
Oct. 26 will be scheduled for delivery 
this year, and distributors will be 
advised of approximate shipping 
dates. 

“Orders for driers received during 
October,” said Rippe, “have increased 
our backlog to such an extent that 
our maximum production capacity 
for the balance of the year is 
covered by unfilled. orders now on 
hand. This is in spite of several 
increases in our production schedule, 
and the addition of a night shift in 
our plant.” 


Alter Dependabook 
Packed with Bargains 


CHICAGO — The newest Harry 
Alter Dependabook No. 151, a re- 
frigerator-parts catalog for winter 
1949-50, contains 148 
pages and lists many items at bar- 
gain prices, some 60% below stand- 
ard quotations, the company an- 
nounced recently. 

Says advertising manager Joseph 
Novotny, “Alter buyers have combed 
the market to obtain the amazing 
bargains shown in our new catalog.” 

The Alter catalog is to the trade 
only. Eligible persons may have a 
copy on request to The Harry Alter 
Co., 1728 S. Michigan Ave., Chicago. 


illustrated . 


Electrical Association 
Books Third TV Show 
For Chicago in 1950 


CHICAGO—The executive board of 
the Electric Association has an- 
nounced that the third annual Na- 
tional Television and Electrical Liv- 
ing Show will be held at the Chicago 
Coliseum Sept. 29 through Oct. 8, 
1950. 

According to Harry Alter, chair- 
man of the second annual show 
which concluded its nine-day run at 
the Chicago Coliseum on Oct. 9, this 
year’s exposition was highly success- 
ful and greatly surpassed last year’s 
in attendance with a record of 155,000 
visitors. 

Exhibitors, comprised of manufac- 
turers, distributors, and wholesalers 
in the television and electrical goods 
field, stated that interest in the pur- 
chase of their products, on the part 
of spectators, exceeded all expecta- 
tions. , 

Demands already made upon the 
exposition management for 1950 
space indicate an early sellout, ac- 
cording to Alter. 

The 1950 show will follow this 
year’s policy of featuring an all-star 
attraction headed by a big name star. 
Eddie Cantor was the headliner this 
year. 

Attention will also be focused on 
displays of an educational character 
such as the G-E “House of Magic,” 
“Commonwealth Edison’s exhibit on 
home wiring, and many others dike 
them. 


‘Selling’ Window 


Display Must Stop Street 
Traffic for at Least 3 Minutes 


BUFFALO—<Appliance dealers 

should pay greater attention to their 
window displays, Clement Kieffer, 
Jr., display director of The Klein- 
hans Co., here, told a meeting of the 
Niagara Frontier Retail Appliance 
Dealers Association in The Stonecroft 
hotel. ; 
Stressing the need for new display 
ideas, Kieffer said that to be a sell- 
ing window, a display window must 
stop street traffic for at least three 
minutes. The successful display di- 
rector must be a salesman and must 
know his merchandise, too, he 
added. 

In cases where appliance stores 
have no formal show windows but 
feature full depth glass to the side- 
walk, Kieffer urged owners to look 
upon their entire store as a display 
window. This calls for additional 
lighting so that street traffic may 
see the rear of the store as well as 
the front. 

“Put your best selling merchan- 
dise up front,” he said. Kieffer told 


dealers not to be afraid to display. 


price tags on their merchandise. He 
said window display items should 
always carry price tags. 

Kieffer said that many appliance 
dealers are sloppy shop keepers and 
urged them to do a better job of 
keeping interior displays neat and 
attractive. 

The meeting was presided over by 
John Duffy, president of the Niagara 
Frontier Association. 


All-Industry Show-- 


(Concluded from Page 1, Column 5) 
of the Show, with the Refrigeration 
Service Engineers Society, the Re- 
frigeration and Air Conditioning Con- 
tractors Association, the Refrigera- 
tion Equipment Wholesalers, and the 
National Commercial Refrigerators 
Sales Association all holding their 
annual conventions during Show 
week. 

Hotel headquarters for the various 
associations meeting during the Show 
are as follows: 


Le eee Hotel Traymore 
pc los eee Hotel Traymore 
'.  ) SRA eres: Hotel Claridge 
eer Hotel Ambassado1 
ps oer Hotel Ambassado1: 
oe | re Hotel Ambassado1 
i i 1° Sarre Chalfonte-Hadden Hal 
ACRMA. 2.665 Chalfonte-Hadden Hal 


Schaefer Names B. Rose 


District Representative 
In Midwestern Area 


MINNEAPOLIS — Schaefer, Inc. 
manufacturer of Schaefer ice cream 
and frozen food cabinets and “Pak- 
A-Way’’ home 
freezers, an- 
nounces the ap- 
pointment of Bart 
H. Rose as district 
factory representa- 
tive. 

Rose will handle 
the company’s 
complete line in 
the northern half 
of Illinois, Wiscon- 
sin, and the Michi- 
gan Upper Penin- 
sula together with counties in Iowa 
and Indiana immediately adjacent to 
his Illinois territory. 

For the past year Rose has been 
associated with Schaefer’s Chicago 
distributor, Pascal Equipment Co., 
Inc. Previously he was for many 
years engaged in air conditioning 
sales work in Texas and the South- 
west. 


Rose’s headquarters are at 7106 
South Euclid, Chicago. 


Bart H. Rose 


United Association Wins 
NLRB Election In So. Calif. 


LOS ANGELES—A National Labor 
Relations Board sponsored election 
here to determine union representa- 
tion for refrigeration fabricators and 
their apprentices in bargaining with 
the Refrigeration Manufacturers As- 
sociation of Southern California has 
resulted in the naming of the United 
Association of Journeymen & Ap- 
prentices of the Plumbing & Pipe 
Fitting Industry being named as the 
bargaining agent. 

The other union involved in the 
election was the Refrigeration Fitters 
Protective Association, also known 
as Local 508. 


This election has no connection 
with the National Labor Relation 
Board case involving the Refrigera- 
tion Contractors Association, al- 
though the same two unions are in- 
volved. 


Refrigerators Set Fast Pace as August 


Business Picks Up In Inland Empire 


SPOKANE, Wash. — Appliance 
dealers in the Inland Empire area 
served by the Washington Water 
Power Co. enjoyed better volume on 
all major appliances except clothes 
washers in August than they did in 
July. 

However, when the utility’s figures 
are compared with those of August 
last year, refrigerators, water heat- 
ers, ironers, and vacuum cleaners 
were moving somewhat more rapidly, 
while ranges, home freezers, clothes 
washers, and clothes driers were not 
up to last year’s pace. 

Matching figures for the first eight 
months with those of the same period 


4 


last year, refrigerators and clothes 
driers were the only ones racking uy 
better scores in 1949. 

August proved to be a big mont} 
for refrigerators and the 1,677 unit: 
sold then went a long way towarc 
their favorable showing. That volum: 
was 82% over August, 1948, anc 
48% better than July, 1949. For th« 
eight months, sales were 5% ahead o 
1948. 

Though clothes drier sales were of 
in August, their eight months’ tota 
is nearly double that of last year. 

A comparison of August sales anc 
of eight months’ sales for 1948 an: 
1949 follows: 


—e, * » * 
Appliances Aug. ’48 8 Mos. ’48 Aug. *49 8 Mos, *4 
Refrigerators .......... 921 7,847 1,677 8,267 
Home Freezers ........ 204 1,033 200 1,030 
0 rere 946 7,426 936 5,507 
Water Heaters ........ 624 4,591 653 4,086 
Clothes Washers ....... 953 6,813 912 5,900 
Clothes Driers ........ 79 261 71 506 
BE -Atueaun sessed 112 959 115 930 
Vacuum Cleaners ...... 290 3,050 390 2,552 
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AIR CONDITIONING & REFRIGERATION NEWS, 


NOVEMBER 7, 1949 


They’re ‘Hand In Hand’ 
3ut Each His Own Boss 


RENO, Nev.—Leasing space for- 
nerly used as a basement storeroom 
o a furniture dealer is expected to 
prove an excellent move for Moore- 
Tally Co. here, reportedly the largest 
_ppliance store in the state. 

Milo Tally, head of the firm, be- 
lieves that a large-scale appliance 
dealership and a complete home 
furnishings store go “hand in hand” 
—so long as they are under separate 
management. 

Therefore, the 47,000-sq. ft. base- 
ment was remodeled and leased to 
Western Mercantile Co., a long-es- 
tablished furniture firm which for- 
merly operated in Sparks, Nev., a 
few miles to the east of Reno. 

Customers attracted by the .home 


furnishings store may be expected to 


purchase major appliances from 
Moore-Tally, a Westinghouse dealer. 
And, because of the latter’s reputa- 
tion, the furniture store is bound to 
benefit, too, Tally believes. 


‘The Gang’s All Here’ 
Washer Ad Assures 


SYRACUSE, N. Y.—K. T. Camp- 
bell, appliance dealer at 1111 Butter- 
nut St., promoted the sale of washers 
with an unusual newspaper adver- 
tisement which featured a photo of 
a large crowd of people. 

In the center of the crowd were 
imposed the words: “Sure, you’re 
here. If you’re not shown you're in 
the background somewhere, because 
everybody here launders their clothes 
and so do you. 

“Now, why not do it the modern 
way. If you’ll come to our pleasant 
store we will be glad to demonstrate, 
or in your home if you wish.” 

The advertisement carried another 
photo showing a woman doing her 
washing comfortably with an auto- 
matic washer set up right in her 
kitchen. 


McGraw Electric Sues Dealer 


To Stop Alleged Price Cutting 


NEW YORK CITY—The McGraw 
Electric Co. has filed suit against 
Charles Appliances, Inc. here asking 
an injunction to prevent the latter 
from selling its ‘“‘Toastmastér’’ toast- 
ers at below established retail price 
of the appliance. 

The manufacturer also asks $500 
damages because of the alleged price 
cutting. 


Purchase of One Appliance 
Gives Patron “Bonus” 


Electrical Distributors Select June 12-16 as 
Dates for Annual Convention In Atlantic City 
Smith, Newcomb Slated To Address Appliance Div. 


VIRGINIA BEACH, Va.—Prelimi- 
nary plans for the next annual con- 
vention of the National Association 
of Electrical Distributors, scheduled 
for the convention hall at Atlantic 
City, June 12-16, 1950, have been 
announced by the board of governors 
at the conclusion of a meeting held 
here. 


President D. M. Salsbury stated 
that the last convention attendance 
of more than 2,300 members and 
guests was expected to be exceeded 
and that the Manufacturers’ Confer- 
ence Booth Center, initiated last May 
at Cincinnati, would be repeated and 
on a bigger scale due to the indus- 
try’s very favorable response to the 
idea. 

Among prominent guest speakers 
at the general session on June 14 
will be Arthur H. Motley, publisher 


of Parade Publication, Inc., and O. 
Fred Rost, editor and publisher of 
Electrical Wholesaling. A highlight 
at this meeting will be the presenta- 
tion of a plaque to a selected repre- 
sentative of a Junior Achievement 
“company,” judged to have made the 
best record in the electrical field, 
and certificates for members of the 
J.A. group. 

This is part of the previously an- 
nounced N.A.E.D. program designed 
to encourage the J.A. movement 
through the issuance of nine annual 
scholarships to _ selected Junior 
Achievers who plan to enter the 
electrical industry. 

The convention will open on June 
12 with two-day sessions of the Ap- 
paratus & Supply Div. and be con- 
cluded on June 15-16 with meetings 
of the Appliance Div. The former 


meeting will be addressed by Robert 
Edwards, president, Edwards & Co. 
and a past president of Nema; also 
N. J. MacDonald, vice president, 
Thomas & Betts Co. 

George F. Smith, president, Norge 
Div., Borge-Warner Corp., and T. J. 
Newcomb, sales manager, Appliance 
Section, Westinghouse Electric Corp., 
will be guest speakers at the meet- 
ing of the Appliance Div., in addition 
to another prominent speaker. 

Among special events wiil be the 
Old Timers dinner. An innovation at 
this convention will be a father and 
son gathering for members only. A 
cocktail party for members and 
guests will be held on June 14, it was 
announced. 

In addition to a lighting presenta- 
tion, manufacturers will be permitted 
to display business equipment and 
procedure systems in an area adja- 
cent to the Conference Booth Center. 

During the board meeting the 
association’s program was reviewed 
and steps taken to initiate a compre- 
hensive Appliance Div. program 
which will be announced following 
the meetings of three appliance com- 
mittees which will be held in Chicago 
next January. 


Il Promotes Ventilators 


Through Daily TV Show 


CHICAGO—The Ilg Electric Venti- 
lating Co. here, is now extending its 
advertising program to television. 

“Magic Telekitchen,” a daily one- 
hour homemaking program, fea- 
turing Ilg’s complete line of home 
ventilators began Monday, Oct. 
17. Catherine Beck, home economist 
on this program, will emphasize the 
need for modern ventilation in the 
home as she demonstrates an Ilg 
electric ventilator in her model 
kitchen. The program, which is 
scheduled for 1 to 2 p.m., Monday 
through Friday, originates on Station 
WLW and is telecast to viewers in 
Ohio’s Cincinnati-Dayton-Columbus 
area. 


Mclain Opens In Chattanooga 


CHATTANOOGA, Tenn. — McLain 
Appliance Co., featuring Crosley and 
Thor appliances, has opened at 1412 
McCallie Ave., in the heart of the 
downtown business section. 


Toward Next One 


MOBILE, Ala.—Slow-moving major 
appliances were given a “shot in the 
arm” during September by Sokol’s, 
leading appliance dealership here, 
when the store offered a_ special 
“bonus sale.” 

Under the plan, the purchaser of 
a new refrigerator, for example, is 
entitled to a bonus of one fifth the 
purchase price of the appliance, 
which applies on purchase of a sec- 
ond, or on service work, or small 
electrical housewares. 

Thus, if the customer spends $150 
for a new refrigerator, she is entitled 


to a $30 bonus, which can be spent © 


for small appliances. In all cases, 
the bonus is in merchandise, which 
has helped to accelerate the sales of 
ranges or home freezers with a re- 
frigerator, a new attic fan with a 
home freezer, etc. 

Use of the bonus sale, which is 
intended primarily to make possible 
“second sales” and larger over-all 
purchases, has helped substantially 
to accelerate appliance turnover, ac- 
cording to the Sokol management. 


Robert C. Hill Manages 
Richmond Distributorship 


RICHMOND, Va.—Robert C. Hill, 
who for five years has been a director 
of the appliance division of the Na- 
tional Association of Electrical Dis- 
tributors, was recently appointed 
general manager of Louis O. Bow- 
man, Inc., appliance distributor here. 

Hill was formerly head of a con- 
sultant service to the electrical appli- 
ance distributive industry called Bob 
Hill & Associates of New York. 
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Not just 


THE FIRST REFRIGERATORS 


ee 


BIGGER 


ON THE INSIDE THAN THEY 
LOOK ON THE OUTSIDE 


That’s because they’re 3 to 7 inches narrower— 
inches lower—than conventional refrigerators. 
The sketch at the right shows the refrigerated 
area in the new Coolerator with the amazing 
Zerolator mounted on the back. 


You can’t judge a book by its cover—or a 
refrigerator by its door. You’ll note that most 
other refrigerators with full-length doors do not 
give you a completely refrigerated interior— 
safe cold top to bottom and front to back 
because there are step backs to house the mech- 
anism. Compare them with Coolerator’s New 


Modern Design. 


ROR BO MR OR GO OR si oo ge 


"Face-Lifted — 


But New 14 NEW! | 


THE DARINGLY DIFFERENT REFRIGERATOR THAT 

@ HOLDS MORE FOOD @TAKES LESS SPACE 

@ALL SAFE COLD @TOP TO BASE AND 
@ FRONT TO BACK! 


The brilliant new Coolerators for ’50 are an entirely new kind 
of refrigerator. They actually deliver what engineers have long 
promised and homemakers have always wanted—more safe cold 
capacity, in less space, at less cost per cu. ft. of usable area. 


In designing these amazing new Space-Thrifty models, Cool- 
erator threw the traditional limitations of conventional refriger- 
ator construction out the window and started fresh. The mech- 
anism was pulled out of the cabinet—flattened out—hung up 
out of the way on the back of the refrigerator. With the whole 
interior available for refrigerated storage, it was possible to 
offer the world’s first real Space-Saver Refrigerators. Big 934 
cu. ft. refrigerators only 28 in. wide—7% cu. ft. models only 
2 feet in width which required less than 5 sq. ft. of floor space. 


But space-saving compactness is only one of many advantages __ 
made possible by Coolerator’s daringly different design. It also 
brought new convenience, economy and beauty prospects will 
instantly see and want in their new refrigerators. 


EVERY DEALER 
NEEDS COOLERATOR FOR ’50 


Every consumer survey indicates a constantly growing market 


for big capacity Space-Saver refrigerators. 


Four great new 


Coolerators give you the perfect answer. They range from a 
value packed 7% cu. ft. full-length door ‘‘Leader’’ model sensa- 
tionally priced at $189.95 to a fully-featured 9% cu. ft. de luxe 
refrigerator and offer the finest natural ‘‘step-up”’ since the war. 
Regardless of other lines you may carry, you need Coolerator to 
make the most of your market in ’50. 


READY NOW! 


first with the latest 
for Less in ‘50 
THE COOLERATOR COMPANY 


Duluth 1, Minnesota 
CHICAGO OFFICES—11-107 Merchandise Mart 
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AIR CONDITIONING & REFRIGERATION NEWS, 


NOVEMBER 7, 1949 


Kelvinator Home Freezer Survey Shows Average 
Urban or Rural User Saves $12-$17 Every Month 


CLEVELAND—A nation-wide sur- 
vey conducted by Kelvinator among 
owners of its home freezers has dis- 
credited the belief of some that while 
the rural user saves money with a 
freezer, the urban user does not. 

So Karen Fladoes, director of the 
Kelvinator Kitchen, told members of 
the International Association of Elec- 
trical Leagues. She disclosed this and 
other findings of the survey in a talk 
presented during the association’s 
14th annual conference at Hotel 
Cleveland here. 

Speaking on the topic, “Why 
Women Buy Home Freezers,” Miss 
Fladoes pointed out that the poll 
covered all types of Kelvinator home 
freezer owners—rural, small-town, 
and urban. It was taken, she ex- 
plained, to find out what they atte 
of this appliance. 

Of those replying, 89.8% answered 
“Yes” to the question, “Have you 
been able to save money with your 
home freezer?” she revealed. The 
average reported saving, she said, 
was $14.51 per owner per month, the 
urban averages being $2.21 lower 
per month and the rural averages 
$2.85 higher. 

In answer to another query, 91.9% 
said they made fewer trips to the 
store. An average of three trips 
saved per family per week was re- 
ported. 

“This means,” Miss Fladoes com- 
mented, “that there was an average 
saving of more than 150 trips per 
family during the course of a year. 
And if you are in the habit of doing 
the marketing for your family or 
have had occasion to be sent to the 
store at the last minute to relieve 
an emergency, you have an even 
better appreciation of that saving. 

“Of course, if you have a freézer 
in your home, you know that it’s no 
longer necessary to dash to the 
grocery when the bréad supply gives 
out, or rush out and buy food to take 
care of other spur-of-the-moment 
needs. You simply go to your freezer 
and lift out a loaf of bread or what- 
ever is wanted to fill the current 
need. 

“With a well-stocked freezer in 
your home, you go to the grocery 
only when you want to... when it’s 
most convenient for you to do so.” 

Another question was: “What 
principal foods are you saving money 
on?” The percentages of user men- 
tions were: Meat, 885%; fruit, 


66.1%; vegetables, 65.8%; ice cream, 
62.4%; seafood, 54.2%; dairy pro- 
ducts, 27.8%; and baked goods, 19%. 
Many other specific food savings were 
also reported, according to Miss 
Fladoes. 

The next question, “How are you 
saving money?” resulted in the fol- 
lowing percentages of mentions: 

Buying foods in season, 59%; buy- 
ing foods in large quantities, 53.2%; 
buying foods at bargain prices, 
47.1%; raising some of own foods, 
46.1%; buying foods directly from 
the farmer, 42.7%; buying foods at 
wholesale prices, 41%; preparing 
foods in advance, 29.8%; and saving 
leftovers, 29.5%. 

Other sources cited were avoiding 
spoilage, securing own fish and 
game, rendering own lard, and pre- 
paring soup in quantity. 

The survey also indicated that 
89.8% are eating a better variety 
and quality of food than before pur- 
chasing their freezer. 

The final question was, “If you had 
to do without your home freezer, 
what advantages would you miss 
the most?” The first 10 mentions 
were: 

1. Having meat and poultry avail- 
able at all times. 

2. Convenience. 

3. Preparation for emergencies. 

4. Fruit and berries. 

“In this connection,’ Miss Fladoes 
observed, “I think I should tell you 
about one answer—from the woman 
of a household. 

“This woman said that before they 
had a Kelvinator freezer she used 
to do all the canning while the 
husband sat on the porch. But after 
the freezer was delivered, the tables 
were turned. Now she sits on the 
porch while her husband takes over. 
And she went on to say that now 
food preparation is so simple and 
he really enjoys doing it.” 

5. Ice cream. 

6. Availability of foods. 

7. Fewer marketing trips. 

8. Economy. 

9. Fish and game. 

10. Out of season foods. 

Other mentions included quantity 
buying, time-saving, variety, raising 
and freezing own food, easier prepa- 
ration of foods, saving of leftovers, 


better flavor and quality, seafoods; ~. 


wholesale buying of food, and ad- 
vance preparation of foods. 
Regarding the last-listed point, 


Miss Fladoes noted that one home- 
maker said she cooked in large quan- 
tities on gloomy days so she could 
go to the beach on nice days or go 
visiting. 

Miss Fladoes said comments re- 
ceived through the survey revealed 
“real and contagious” enthusiasm— 
“comments such as ‘If I had to do 
without my home freezer it would 
be like going from electric lights 
to kerosene lamps again’ and ‘I 
would miss it as much as my refrig- 
erator.’ 

“As you’ read _ through these 
answers and talk with home freezer 
owners, you are quickly convinced 
that there is no one more enthusias- 
tic about freezers than users them- 
selves. And this spontaneous en- 
thusiasm does plenty of missionary 
work to convert other homemakers to 
the new way of living the home 
freezer makes possible.” 

Another point emphasized by the 
survey, Miss Fladoes said, is that 
homemakers who have come to know 
the advantages of freezing and frozen 
food storage are wanting larger 
freezers. 

Discussing the direction of her 
company’s promotion of freezers, she 
pointed out that Kelvinator “believed 
all along that home freezers should 
be promoted on the basis of day-to- 
day use. 

“You recall that during the war, 
freezers and ice cream cabinets then 
in homes were often used solely as 
a hoarding place for hard-to-get 
meat. The natural result was that 
after the war when freezers became 
more readily available, they were 
still regarded, in many instances, as 
hoarding places for meat. With meat 
more plentiful, many homemakers 
could see no real need for a home 
freezer until it was pointed out to 
them. 

“But we at Kelvinator have al- 
ways believed that the home freezer 
fulfills definite and important needs 
in day-to-day food preparation and 
meal service, that it makes a 
genuine contribution to better living 
for the entire family. 

“And we have promoted and sold 
the home freezer on this basis. All 
our advertising, all our demonstra- 
tions, all our promotion activities 

‘have been and are keyed to that 
thought. And today Kelvinator sales 
testify to the soundness of this 
theory.” 


Avery Nominated for 
President of ASHVE; 
List Other Candidates 


NEW YORK CITY—The nomina- 
tion of Lester T. Avery, president 
of the Avery Engineering Co., of 
Cleveland, for president of the 
American Society of Heating and 
Ventilating Engineers in 1950 was 
announced recently at the society’s 
headquarters, here. 

Candidates for other offices sub- 
mitted by the nominating committee 
are: 

First vice president, Lauren E. 
Seeley, dean of the College of Tech- 
nology, University of New Hamp- 
shire, Durham, N. H.; 

Second vice president, 
Szekely, president, Bayley 
Co., Milwaukee, Wis.; 

Treasurer, Reg F. Taylor, 
sulting engineer, Houston, Tex. 

Voting will be by letter ballot 
of the membership which totals 7,800. 
Although only one name is presented 
for each office by the nominating 
committee, members may write in 
names of other candidates. 

Results of the vote will be an- 
nounced in the report of the tellers 
of election at the society’s 56th an- 
nual meeting in Dallas, Tex., Jan. 
23-27, 1950, at which the new presi- 
dent will take office. 

The ASHVE is headed now by 
Alfred E. Stacey, Jr., director of 
application engineering for’ the 
Carrier Corp., Syracuse, N. Y. 


Ernest 
Blower 


con- 


Fletcher Appointed to 
Penn’sChicagoOffice 


GOSHEN, Ind.—F. R. Fletcher has 
been appointed to the Chicago dis- 
trict office, according to R. H. Lus- 
combe, general sales manager of the 
Penn Electric Switch Co. He replaces 
L. D. Linehan. 

Fletcher, an experienced sales engi- 
neer, is well versed in the application 
of controls for heating, refrigeration, 
engine, pumps, and air compressors. 
He received his education at U.C.L.A. 
and Purdue engineering schools and 
served as a naval aviator with the 
U. S. Navy during the war. 

Before joining the Penn Electric 
Switch Co., Fletcher was a sales engi- 
neer with the White-Rodgers Co. of 
St. Louis, and has covered the Chi- 
cago district territory for the past 
2% years. 


MSC To Pioneer Food Distribution Training Course 


WASHINGTON, D. C.—Michigan 
State college has been selected to 
pioneer a training course in food dis- 
tribution intended to prepare men 
and women for careers in the field, 
it was announced by John A. Logan, 
president of the National Association 
of Food Chains. 

Logan said that the training course 
would be underwritten for a five-year 
period by “several chain food com- 
panies, members of the association, 
who feel that this plan ultimately will 
benefit both the public and the em- 
ploye in the field of food distribu- 


tion.” 

Announcement of the plan was 
made to 1,000 executives of chain 
food stores and supermarkets attend- 
ing the sixteenth annual meeting of 
the association here. He explained 
that the pioneer course has these ob- 
jectives: 

(1) To raise the standards and 
enhance the standing of chain food 
distribution with employes’ and 
public. 

(2) To attract and develop more 
men with executive potentials. 

(3) To provide facilities and oppor- 


tunities for broader training of 
present and future employes. 

(4) To increase the effectiveness 
of management, thus lowering the 
cost of food distribution and raising 
the standard of living. 

Courses will be offered on a gradu- 
ate level and a degree of Master of 
Arts in food distribution will be 
awarded graduates. It is expected 
that by the fall term of 1950, an 
undergraduate program will be or- 
ganized and underway. 

There will be a number of scholar- 
ships offered by Michigan State 


college on a competitive basis, in 
addition to those scholarships which 
will be sponsored by individual chain 
food companies. 

Plans call for the materials that 
are developed for these courses to 
be made available to all other 
colleges and universities that desire 
them. It is expected that a number 
of other colleges will institute simi- 
lar courses in the future; others may 
include the materials and case 
studies in their marketing courses 
already established, it was also 
stated. 


Toke wv hour hetioeontratns ® 
Aw talk dor Reco-Fab Sectional 


Freeze Coolers and Reco-Pak Refrigeration Systems 
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Typical Reco-Fab Frozen Food Depot 
4 Frozen Foods, Inc., 
=e 


Petersburg, Va. - 


(Refrigeration Engineering Corporation) *K 


Typical proposed Frozen Food Storage Warehouse 
and Office (Out-of-doors Model), Roanoke, Va. 


will be time well spent. 


If 


Room... 


Our new METALPLY Prefabricated, Sectional Freeze Coolers are setting the 
pace for aggressive, Commercial Refrigeration firms looking for a new field of 
sales. Sound, revolutionary METALPLY construction plus flexible arrangement 
affords good sales potentials to Frozen Food Distributors and Dealers, Ice 
Cream Manufacturers and Distributors, Fur Farmers, Fish Merchants, Poultry 
Operators, Institutions, Restaurants, Hotels, etc. 


Stop in and have a talk with us on your way to the Atlantic City Exposition. It 


Typical Reco-Fab Ice Cream Hardening and Mix Storage 


King Cole Ice Cream Company, Utica, N. Y. 


Our main office and showrooms are conveniently located in center city Philadelphia 
near both B. & O. and Pennsylvania Railroad Stations where you will probably change 


trains for the Atlantic City Show. 


Reco-Fab Prefabricated Freeze Coolers, Hardening and Freezing Rooms, 
Ice Plants, Ice Plant Supplies, Reco-Pak Packaged refrigeration Systems. 


PRODUCTS DIVISION, 2020 NAUDAIN ST., PHILA. 46, PA. 
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Bahnson Course 
Attended by 99 
Mill Engineers 


Maintenance Men Study 
Conditioning Equipment 


WINSTON-SALEM, N. C.— The 
Bahnson Co., industrial air condition- 
ing firm of Winston-Salem, recently 
concluded its second annual series of 
maintenance engineer classes con- 
ducted especially for mill men who 
operate Bahnson equipment. 

At the invitation of the company, 
a total of 99 maintenance engineers 
from 56 mills in 12 states and one 
foreign country attended the course 
which was divided into two complete 
one-week sessions. There were 36 
engineers registered for the Oct. 3-8 
classes, and 63 for the Oct. 10-15 
classes. 

The course was originated by the 
Bahnson Co. as a means of thor- 
oughly familiarizing mill maintenance 
men with the air conditioning equip- 
ment which they operate. Its pur- 
pose is not only to keep these men 
abreast of the new developments in 
air conditioning equipment and tech- 
niques, but also to assure maximum 
care and efficiency of equipment 
already installed. 

The course was divided into three 
main topics: Refrigeration, Air Dis- 
tribution, and Controls. Classes were 
held from 9 to 4 each day in the 
Robert E. Lee hotel plus an evening 
discussion period. Visits were made 
to both the Bahnson Co. and the R. J. 
Reynolds Tobacco Co. as part of the 
course. 

In addition to the Bahnson engi- 
neers who conducted many of the 
classes, there were representatives 
from 14 other concerns whose equip- 
ment is used in Bahnson installations 
on hand to discuss their specific 
products. The following companies 
had representatives present as 
instructors: Minneapolis-Honeywell, 
Brown Instrument Co., Johnson Serv- 
ice Co., Marlo Coil Co., Sporlan Valve 
Co., Worthington Pump & Machinery 
Corp., Westinghouse, Raytheon Corp., 
Ingersoll-Rand Corp., Betz Eng. Corp., 
American Pulley Co., C. H. Wheeler 
Co., Mundet Cork Co., and American 
Blower Co. 

The course was conducted under 
the direction of Frederick Boxall and 
Paul C. Flynt, Jr. Each class heard 
a welcoming address by Agnew 
Bahnson, Jr., who also acted as toast- 
master at a banquet given for each 
class at the conclusion of the course. 
In commenting on the course this 
year Bahnson had this to say. 

“These maintenance engineer 
courses were originated last year 
purely as an experiment, and we 
were most gratified that the reception 
afforded our initial effort warranted 
offering the course again this year. 
We feel that a course such as this 
one fills a long felt need in our field, 
and that the mills whose representa- 
tives attend can expect longer life 
and increased efficiency from their 
air conditioning equipment. The only 
cost of the course to the mills is 
the living expenses of their repre- 
sentatives for five days. 

“The Bahnson Co. feels amply re- 
paid for its efforts in conducting the 
course in that it is concrete evidence 
of our sincere interest in the progress 
of the textile industry, and of our 
sense of responsibility for the air 
conditioning equipment which we in- 
stall.” 


Plant Representative Firm 


Formed by ‘Dick’ Dawson 


LOS ANGELES — Announcemen: 
has been made of the formation o 
Richard S. Dawson Co., 228 Glendak 
Blvd., here, to act as factory repre 
sentative for Henry Valve Co., Dela 
van Mfg. Co., Allin Mfg. Co., anc 
others to be announced. 

The company is headed by “Dick’ 
Dawson, a former vice president o 
Henry Valve and Alco Valve com 
panies. C. W. Clary, formerly a divi 
sion manager of Black, Sivalls é 
Bryson, will be with Dawson. 

Offices and warehouse. stocks ar 
maintained at the above address fo’ 
the use of refrigeration wholesaler 
and manufacturers only. No sales ar: 
made to the refrigeration trade. I 
addition to carrying stocks of valve: 
and related aceessories, the firm wi! 
also act as warehouse agents fo- 
a prominent manufacturer of autc- 
matic controis. 
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Death Claims Brunner, 
Pioneer In Refrigeration, 
Air Compressor Fields 


UTICA, N. Y.—George L. Brunner, 
retired founder of Brunner Mfg. Co. 
here, manufacturer of refrigeration 
condensing units, air conditioners, 
and air compressors, died at St. 
Elizabeth hospital here after a long 
illness. 

The company which bore his name 
was organized by Brunner in 1907, 
and he retired from the business in 
1946, although he retained his inter- 
est in the Brunner Corp. of Canada, 
Ltd., with a factory at Port Hope, 
Ont. 

He is credited with being a pioneer 
in the air compressor field (being 
one of the men who perfected it as 
a product), and also in the refrig- 
eration field. The Brunner company 
was one of the first to build low- 
pressure commercial refrigeration 
units. 

He was active in both local and 
industry association affairs, at one 
time being president of the Motor 
Equipment Manufacturers Associa- 
tion. His son, George L. Brunner, Jr., 
is now president of the Brunner Mfg. 


Co. 


100 G-E Ranges Will 
Be Used for Finals 
Of Baking’ Contest 


BRIDGEPORT, Conn.— One hun- 
dred General Electric push-button 
ranges, comprising the biggest single 
electric range installation ever made 
in one room, will be set up in the 
grand ballroom of the Waldorf- 
Astoria hotel in New York when the 
winners of Pillsbury Mills current 
recipe and baking contest compete 
on Dec. 12 for the first prize of 
$25,000. 

Each of the 100 persons who sub- 
mits a winning recipe will be assigned 
a range to cook on during the final 
“bake-off.” Later they will be given 
the ranges as prizes. 

The contest, one of the biggest in 
the history of the milling industry, 
closed on Oct. 31. General Electric 
retailers throughout the country were 
tying advertising in with grocers to 
promote it. 

In addition to the ranges and other 
merchandise prizes which will be 
awarded the winners, Pillsbury is 
giving 109 cash prizes, whose value 
will be doubled if the contestant’s 
recipe entry is accompanied by one 
of the tokens which was _ issued 
through grocers. 


Phileco Corp. Report for 
3rd Quarter Shows Big 
Drop In Sales, Net Income 


PHILADELPHIA~—Sales of Philco 
Corp. in the third quarter totaled 
$46,776,000 and net income amounted 
to $508,000, or 24 cents per common 
share after preferred dividends, it 
was announced recently by William 
Balderston, president. 

In the third quarter last year, 
aided by peak production of refrig- 
erators, sales were $69,539,000 and 
earnings after appropriations were 
$2,416,000, equivalent after preferred 
dividends to $1.44 per common share. 

In the ‘first nine months of 1949, 
sales totaled $150,043,000 and net 
income amounted to $2,506,000, 
equivalent after preferred dividends 
to $1.32 per common share. 

In the corresponding period of 
1948, sales amounted to $194,156,000 
and net income was $6,632,000, 
equivalent after preferred dividends 
to $3.95 per common share. 


Production Increase Set 
By Savage as Sales Spurt 


UTICA, N. Y.—The refrigeration 
division: of Savage Arms Corp., 
manufacturer of Savage ice cream 
cabinets and merchandising cabinets, 
showed a 30% increase in its business 
during the first nine months of 1949, 
it was revealed here recently. 

This is the sharpest increase and 
greatest volume of cabinet sales ever 
enjoyed by Savage. 

The firm is now expanding its 
manufacturing facilities for increased 
Production in preparation for the 
1850 season. 


ao att 
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-here to take over half of the terri- 


Collections of Excise 
Taxes Fall In Sept. 


WASHINGTON, D. C. — The 
Bureau of Internal Revenue recently 
reported that it collected $4,344,743 
in manufacturers’ excise taxes on me- 
chanical refrigerators, air condi- 
tioners, etc. during the month of 
September. 

This figure was $2,744,511 under the 
collections for September, 1948 when 
a total of $7,089,255 was collected. 

On electric, gas, and oil appli- 
ances, the Bureau took in $4,868,285 
for the month. This was $2,162,589 
under last year when collections . 
reached $7,030,875. 


Dealer Builds Goodwill 
In His Area by Entering 
Real Estate Business 


OMAHA, Neb.—How an appliance 
distributor helped to keep a _ shoe 
factory in Omaha by purchanisg the 
building and assets of the boot com- 
pany and later selling them to the 
firm’s new owners was reported here 
recently. 

Morris Levey, the _ distributor, 
bought the five story building of the 
61-year-old Kirkendall Boot Co. 
at 1101 Harney St. and moved into 
the first, second, and part of the 
third floor. . 

Several weeks later, he sold the 
building at the same figure to the 
Epsen brothers, Thomas P. and Ed- 
ward J., of Providence, R. I. Thomas 
Epsen is moving to Omaha to become 
president and general manager of 
the boot company. He is said to own 


’50 NarDA Trade-In Guide Comes Off Press; 
Values Listed for 5 Types of Appliances 


MADISON, Wis. — Publication of 
the 1950 NARDA Trade-In Guide, 
which lists the “very latest” in sug- 
gested trade-in allowances for hun- 
dreds of models produced by manu- 
facturers of domestic refrigerators, 
electric and gas ranges, washing ma- 
chines, and vacuum cleaners, has been 
announced by NARDA Guide Co. 
here. 

The 216-page, pocket-size book 
was prepared under the direction and 
sponsorship of the National Appli- 
ance and Radio Dealers Association. 
It has a stiff plastic cover and is 
spiral-bound. 

The guide contains model listings 
and suggested trade-in values for 
units produced by 28 manufacturers 
of refrigerators, 21 manufacturers of 
electric ranges, 22 manufacturers of 
gas ranges, 21 manufacturers of 
washers, and 14 manufacturers of 
vacuum cleaners. The values, accord- 
ing to the company, “have been care- 
fully and scientifically arrived at 
based on current market conditions.” 


In addition, the book includes a 
forward, an index to each of the five 
main sections, pointers on appraisal 
and reconditioning of each of the five 
appliances, a general index, and facts 
about NARDA. The forward says, in 
part: 

“In view of the fact that the ap- 
pliance dealers’ pre-war net profit 
margin averaged little more than 
2%, it is quite obvious that his whole 
operation could be seriously jeopard- 
ized by a haphazard and intuitive 
determination of the trade-in allow- 


ance. This guide has been designed to 
forestall this condition in the post- 
war buyers’ market.” 

Listing more than 7,000 items in 
all, the guide is distributed to 
NARDA members as a part of the 
association service. It is available 
to others at $5 each for one to five 
eopies, $4 each for six to 25 copies, 
$3 each for 26 to 50 copies, and 
$2.50 each for more than 50 copies. 


NARDA Guide Co. is located at 
20 N. Carroll St., Madison 3, Wis. 


Honeywell 3 Mos.Income 
Highest In Firm History 


MINNEAPOLIS—The Minneapolis- 
Honeywell Regulator Co. has _ re- 
ported a net income of $4,967,430, 
after taxes, for the first nine months 
of 1949, which compares with a net 
income of $2,931,502 for the same 
period last year. 

Net income for the three months 
ended Sept. 30 hit $2,523,551, the 
highest for that period in the com- 
pany’s 65-year history. Sales for the. 
quarter were $19,578,481 as compared 
with $13,955,022 for the same period 
last year. 

Sales for the nine months totaled 
$49,279,431 as compared with $38,- 
524,374 last year. 

Earnings per common share, after 
preferred dividends, for the nine 
months were $3.71, up from $2.14 
last year. 


Knoxville Refrigerator 
Sales In July-August 
Double Year-Ago Level 


KNOXVILLE, Tenn.—Sales of re- 
frigerators here during July and 
August were nearly double the vol- 
ume of the same two months last 
year, the Knoxville Utilities Board 
reported recently. 

A report compiled from 26 dealers 
revealed that home freezer sales 
were up 60%. Dishwasher sales were 
10% better than last year and ironer 
sales held even. 

Range sales, however, were off 
10%, washing machines 13%, water 
heaters 36%, and waste disposal 
units 75%. 

July and August figures, with total 
sales value, were as follows: 


Dollar 
Appliance Units Value 
Refrigerators ......... 1,217 $312,919 
Home freezers ........ 40 13,629 
i ee 540 118,801 
Water heaters ........ 122 14,877 
Dishwashers .......... P| 4,600 
Waste disposal units.. 2 475 
Washing machines .. 744 94,379 
ey rere 47 7,739 


July Range, Heater Shipments 


NEW YORK CITY—Members of 
the National Electrical Manufac- 
turers Association shipped 63,249 
electric ranges in July, the associa- 
tion reported recently. The value of 
the ranges was given as $7,463,633. 

Electric water heater shipments for 
the same month totaled 40,432 units 
valued at $2,509,960. 
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an appliance distributorship in Pro- 
vidence, too. 

The boot company will occupy the 
upper stories of the building. 


Westinghouse Training !n 
Household Refrigeration 
Sales Headed by Miller 


MANSFIELD, Ohio—The appoint- 
ment of Raymond E. Miller as super- 
visor of sales training for household 
refrigeration for the Westinghouse 
Electric Appliance Div. was reported 
recently by J. R. Clemens, advertising 
manager of the division. 

Miller, formerly with the Newark, 
N. J., office of the Westinghouse 
Electric Supply Co., will be respon- 
sible for the development of sales 
training material for the Westing- 
house line of household refrigerators 
and home freezers. 

The new sales training supervisor 
has had extensive experience in retail 
selling and retail store management 
in both independent and chain stores. 
He joined the Westinghouse Electric 
Supply Co.’s Newark office in 1947 
as the district sales promotion man- 
ager. 


Pharmacy Accents Freshness 
Of Refrigerated Insulin 


BINGHAMTON, N. Y.—The im- 
portance of proper refrigeration in 
keeping stocks of insulin was em- 
phasized by Hamlin’s Pharmacy in a 
newspaper advertisement designed to 


emphasize the freshness of _ the 
pharmacy’s insulin. 
Advertising copy read: “It’s im- 


portant to insulin users to have fresh, 
properly kept insulin. Here at Ham- 
lin’s all insulin is treated with the 
utmost care, carefully maintained 
with proper refrigeration to assure 
you of the best and freshest insulin 
at all times.” 


Georgia Appliance Co. Opens 
New Warehouse-Display Room 


ATLANTA — The Georgia Appli- 
ance Co., of Atlanta, recently ap- 
pointed distributor for Crosley appli- 
ances in the Savannah area, is open- 
ing a warehouse and display room at 
302 West Victory Dr. here. 

According to Walter A. Trippe, 
general sales manager of the Atlanta 
firm, Horace A. Edwards, of Savan- 
nah, has been named district-:man- 
ager of the company’s’ branch in 
Savannah, and Jack Biggs, Macon 
district manager, is being transferred 


tory to be served out of the Savannah 
branch. 


REG. us. pat. OFF. 


FREEZERS 
“Built Like A battleship” 


JUST WHAT YOUR CUSTOMERS WANT 


Full-opening, counterbalanced lid . . . Smooth, streamlined 
exterior .. . Quiet, efficient operation . . . Strong, durable 
construction .. . Abundant zero storage and freezing space 


5-YEAR FOOD WARRANTY « 5-YEAR PROTECTION PLAN 


Illustrated is Model CL-16 (16 cu. ft.) with 
full-opening lid—same as but longer than 


Model CL-12 (12 cu. ft.). 


A Size For Every Customer - 10 to 40 Cu. Ft. 


, a ee : ' 


You are cordially invited to 


THE ESCO EXHIBIT 
Space Nos. 334-336 


All-Industry Show in Atlantic City 


A PROFITABLE LINE TO. 
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Crosley Establishes New 
Sales Office, Distributing 
Branch In St. Louis 


ST. LOUIS—Crosley Div. Avco 
Mfg. Corp. has established a new 
regional sales office and a distribut- 
ing branch in St. Louis. 


~W. A. Blees, Avco vice president 
and Crosley’s general sales manager, 
said the move was in line with the 
company’s continuing sales expansion 
program. 

The company is now operating 
its own distributing branches in 
Portland, Ore. and New York City in 
addition to 87 major appliance dis- 
tributors that handle Crosley pro- 
ducts. 

\ ‘The new distributing branch 
(Crosley Distributing Corp.) will be 
located at 3228 Locust and will 
handle the distribution of the com- 
‘pany’s complete line of home appli- 
ances in the St. Louis area. 

; The new south central regional 
office has been set up at 317 N. 
dJith St. and will cover the sales ac- 
tivities in Louisiana, Tennessee, Miss- 
issippi, Arkansas, Kentucky, and 
areas in Missouri and Illinois. In ad- 
dition to St. Louis the company is 
now operating regional offices in New 
York, Philadelphia, Cincinnati, Cleve- 
land, Chicago, San Francisco, Kansas 
City;, Dallas, and Atlanta. 

» William J. O’Brien, formerly re- 
gional representative in Providence, 
R. I., has been named manager of 
the new distributing branch. Bruce 
Morehouse will head up the new 
regional office. Morehouse was for- 
amerly. regional promotion manager 
in the San Francisco, Calif., regional 
office. 


Electric Utilities Could Take Active Role 
In Providing, Teaching Good Management 
Of Retail Appliance Salesmen--Packard 


ATLANTA—Electric utilities can 
do four things to stimulate salesman- 
ship in the appliance field, Dan A. 
Packard household sales manager for 
Kelvinator told the Southeast Ex- 
change, a utility executives’ group, 
here recently. 

The four things are: 

1. Provide proper sales manage- 
ment direction for their own sales- 
men. 

2. Teach their best salesmen the 
job of retail sales management, and 
make them available to retailers 
building a sales organization. This 
would be a service to dealers, and 
should attract ambitious, promotion- 
conscious men to the utility’s sales 
force. 


Might Sell New Appliances 


3. Actively merchandise such new 
appliances as_ freezers, electric 
driers, electric water heaters, dish- 
washers, and garbage disposal units, 
which have a good future load-build- 
ing potential but need a few more 
years of developmental selling. 

4. Start clinics for retail sales man- 
agers in their territories, supervised 
by a_ thoroughly-experienced old- 
timer who learned specialty selling 
the “hard way” during the 1920’s 
and 1930’s. 

Packard emphasized that the key 
to the revitalization of American 
salesmanship is good retail sales 
management. 

“Where we have good retail sales 


bef CM PREMAEPE  EET ITR e ot 
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BUNELL Tooling can help you reduce unit costs and 
increase production efficiency on your sheet metal 
stampings. Complicated or “tough” die problems 
are our specialty. Our skill and long experience 
in designing and building all kinds of dies is at 
your service. Consultation is invited. Write today 
or send your prints. 


management today, we have good 
sales organizations,” Packard said. 

“The one trouble with American 
salesmanship lies in the fact that we 
have only dozens of retail managers 
with actual pre-war sales manage- 
ment experience, where we have 
need for thousands. 

“We are not going to correct the 
situation and rebuild our sales forces 
until we educate thousands of men 
to the point. where they can take over 
the responsibility’ for the hiring, 
training, and daily supervision of 
salesmen at the retail level.” 

The appliance industry, Packard 
asserted, is suffering from the loss 
of thousands of experienced retail 
sales managers who advanced to 
other positions since the war and 
have not been replaced. 

He noted that Kelvinator has been 
engaged since the end of the war in 
an intensive program to alleviate the 
shortage of men with sales manage- 
ment experience, by training its own 
staff and the staffs of its field or- 
ganizations. 


No. 1 Job—Find Good Men 


According to the Kelvinator pro- 
gram, Packard said, the retail sales 
manager’s first responsibility is find- 
ing men to become salesmen in his 
organization. The program goes into 
considerable detail on the various 
ways and means of locating men. 

Packard explained that the train- 
ing activity also covers in detail 


— ® methods of selecting the men most 
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AIR CONDITIONING, HEATING PARTS and SUPPLIES 


Save time and energy . . . order from our new ee Efficient 


same-day service, from men who know your business. 


eep your 


stocks complete from our stocks. Wholesale only. 


2511-2611 LAKE ST. 


MELROSE PARK, IiL. 
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fitted for sales work, based on prac- 
tical experience and scientific apti- 
tude testing. 

He said it includes a thorough dis- 
cussion of compensation plans which 
will reward the salesman for extra 
effort and ability, and will be fair 
for both salesman and employer. 

The program also covers the most 
effective means of training at the 
retail level, methods of periodically 
stimulating salesmen to peak sales 
effort through contests and other 
events, and the follow-up in the form 
of daily supervision, counsel, and 
guidance that must be supplied by 
the experienced retail sales manager. 

Packard declared that the best 
retail sales managers have a “mother 
instinct” about their salesmen. 

“The sales manager who has this 


attribute takes a personal interest | 
in the salesmen working for him. | 


_ appliances and Zenith radio, an- 


Considerate But Tough 


“He senses when the salesman is 
in trouble and takes time to find out 
why; he is patient with the sales- 
man who needs patience; he is help- 
ful to his men who need assistance. 
But at the same time he has the 
ability to get tough with a man who 
needs to be driven. 

“A good retail sales manager takes 
a personal responsibility for the suc- 
cess of every man of his crew. He 
does whatever is necessary with each 
man to make sure that week in and 
week out his salesmen earn a living. 
Specialty selling reaches its peak in 
the sales organization directed by 
a man of this ability.” 

Packard praised the pre-war utility 
method of training salesmen whereby 
the prospect doorbell-pusher was 
given two weeks routine training, 
two more weeks in meeting prospects 
accompanied by a trained salesman, 
and three to four months of calling 
on prospects but bringing in the 
supervisor for the closing. 

After this type of training, Pack- 
ard said, he was ready for specialty 
selling. 

The Kelvinator executive pointed 
out that retailers have plenty of room 
for improvement in their compensa- 
tion plans, even though many have 
come a long way from the “straight 
commission” days. He recommended 
that, wherever possible, the salesmen 
should be given such social benefits 
as vacations and hospitalization. 

Pointing out that the flat percent- 
age compensation plan encourages the 
salesman to devote most of his 
time and efforts to low end lines, he 
suggested that it would be better for 
the dealer to encourage the selling 
of more and better merchandise. 


Morris Opens New Toronto Unit 


TORONTO, Ont., Can. — Morris 
Furniture, operating several furni- 
ture and appliance stores, has opened 
a new unit at 2909 Dundas St. West. 


MOBILE, Ala.— Running news- 
paper advertisements for specialty 
salesmen, which require that the ap- 
plicant appear at the store between 
8 and 9 o’élotk Sunday mornings, is 
a plan which:has considerably cut 
down ‘on “specialty salesman turnover 
for Alabama Appliance & Radio Co., 
large dealership here. 

Now that the serious shortages of 
personnel are a thing of the past, 
the company has found that it can 
once more “pick and choose,” and 
is attempting to build up carefully 
a staff of a dozen reliable outside 
salesmen who can be depended upon 
to stick to the job. 

Since all of the firm’s specialty 
salesmen will be “on the outside” 
following up leads, N. G. Evarts, 
head of the company, thinks it neces- 
sary to build his sales staff entirely 
of men who show a lot of steadiness, 
reliability, and willingness to tackle 
long hours of prospecting in the 
evening. ; 

Thus, to insure that all applicants 
have “the right stuff,” the store runs 
classified employment advertisements 


You Gotta Get Up, You Gotta Get Up, 
To Be a Specialty Salesman 


on Saturday and Sunday, offerin; 
an attractive commission and bonu: 
arrangement for experienced appli 
ance salesmen and requiring tha 
they appear at the store early Sun 
day morning, as noted above. 

“My feeling is that any prospectiv: 
salesman who wants the job serious]; 
enough to get up early in the morn 
ing, when normally he would b: 
sleeping, and present himself for ai 
interview, has the right stuff in him,’ 
Evarts explained. 

That the plan works out is show: 
by the fact that both of the first twc 
men hired in this way are still o1 
the payroll after six months, an 
incidentally, are among the top com 
mission-earners. 

The same plan has. been used fo: 
hiring refrigeration. service me 
chanics, a shop mechanic, and a per 
sonnel manager. 3 

“We think the simplicity of thi: 
idea, coupled with. plenty of con- 
sideration for the salesman, has 
completely done away with the turn 
over problem,” the dealer summed 


up. 


Ariz. Auto Parts, Appliance 


Firm Starts String of Stores 


PHOENIX, Ariz. — A complete 
line of electrical home appliances and 
automotive parts and accessories is 
being offered by Tri-State Auto & 
Home Supply Co., Inc., which has 
opened a new store at 2918 N. 16th 
St., here. 

The new store was announced as 
the first of a group of similar stores 
planned for Phoenix and other parts 
of the state after the first of the 
year. 

Harry B. Jossel is president and 
general manager of the quarter- 
million dollar corporation. He had 
been manager of the Automotive 
Sales Co. of Phoenix and Tucson for 
two and a half years. Prior to that 
he was general manager of the Com- 
plete Auto & Home Supply Co. of 
Tucson. He also was organizer of 
the Arizona Parts Managers Associa- 
tion. 


Carden Takes Sales Post 
With Braid Electric Co. 


NASHVILLE, Tenn.—Ben S. Gam- 
bill, president of the Braid Electric 
Co., here, distributor of Norge home 


nounces that effective Nov. 1. Marvin 
Carden assumed the position of 
merchandise: sales manager of the 
firm. 

Carden has had many years ex- 
perience in merchandising electrical 
appliances, having started in the 
electrical business in 1932 at the 
Knoxville Power & Light Co., moving 
to Nashville a year later and joining 
the Tennessee Electric Power Co. 

After serving with the local power 
company for one year, he joined 


Gibson Announces Winners 
In Retail Sales Contest 


GRAND RAPIDS, Mich.—Winners 
in a retail sales contest conducted 
by Gibson Refrigerator Co. were an- 
nounced during the recent regional 
convention here for midwestern dis- 
tributors. fs 

First prize of $500 was awarded to 
M. J. House of House Appliance & 
Heating Shop, Allen Park, Mich. 
Delmer Pegler of Appliance Whole- 
salers, Detroit, was awarded a gold 
watch for sponsoring House’s entry. 

Other prizes of gold watches were 
awarded to distributor salesmen for 
sponsoring the sales contest entries 


- of retailers who won other contest 


prizes. These salesmen included Gay- 
lord Finch and Ernest Gibson of 
Gerlinger Equipment Co., Toledo; 
William Wilkins of State Distributing 
Co., Milwaukee; Clarence King of 
National Mill Supply Co., Fort 
Wayne, Ind.; M. Z. Vickers. of 
Hughes-Peters, Inc., Columbus, Ohio; 
Jack Boehlke and Harold Zetlitz of 
Silkworth Distributing Co., Flint, 
Mich.; Kenneth Robinson of Midwest- 
Timmerman Co., Davenport, Iowa; 
Charles M. Spurgon of Jenkins Music 
Co., St. Louis; Max Von Mach, H. K. 
Leussler, Roy M. Snypp, C. K. Beck- 
man, Don Breitenbeck, G. R. Walter, 
and W. C. Roody of Appliance Whole- 
salers, Inc., Detroit. 


Nisula Changes Jobs at G-E 


BRIDGEPORT, Conn.— David A. 
Nisula has been appointed quality 
control engineer of the General Elec- 
tric Co.’s product service division. 
He formerly served in a similar ca- 
pacity with the home laundry equip- 
ment division at Trenton, N. J. 


Montgomery-Ward Co. as manager of @— 


NOW --in One Book 
1950 Trade-in Values 


their appliance department for a 
period of eight years. 

During the war he joined Vultee 
Aircrafts, Inc., for a period of two 
years, going from there to the man- 
agement of the appliance and radio 
department of Harvey’s, one of Nash- 
ville’s leading department stores. 


Miami Concern Appointed 
To Distribute Admiral Line 


MIAMI, Fla.—Electric Sales & 
Appliances, Inc., 1550 N.E. Second 
Ave., has been appointed distributor 
in this territory for Admiral electri- 
cal appliances, according to D. F. 
Thurman, president and general man- 
ager. Display rooms are located at 
1515 N.E. Second Ave. 

Thurman has named J. F. Green- 
wait as his assistant. The latter is a 
veteran of more than 20 years in the 
wholesale appliance field. 


Appliance Veteran Starts 
Own Store Near Cincinnati 


CHEVIOT, Ohio — The Kitchen 
Corner, a new appliance store, has 
been opened at 3803 North Bend Rd. 
here, by Walter Swedersky, who 
has been in the appliance field for 
13 years. The new store features 
G-E appliances and television. 


ONLY IN THE OFFICIAL 1950 


NARDA 


TRADE-IN GUIDE 


Every salesman needs one for 

cae profitable trade- 

ns. 

COMPLETE— 

4 AUTHORITATIVE 

_ = Latest prices on 6,000 appll- 
= ances of 65 manufacturers. 


ACRN-6 


NARDA Guide Company 
20 North Carroll St. 
Madison 3, Wisconsin 


ee coples of the 1950 S-In-! | 
NARDA Trade-in Guide. 
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washita Appointed Mgr. Protective Refrigeration In Store Needed for. Perishables, 


Mf Product Planning for 
3-E Air Conditioning Dept. 


BLOOMFIELD, N. J.— Appoint- 
ment of G. K. Iwashita as manager 
of product planning of the General 
Electric Co.’s Air 
Conditioning De- 
partment was re- 
cently announced 
by H. B. Donley, 
manager of mar- 
keting. 

Iwashita will be 
responsible for the 
coordination of 
product planning, 
including the es- 


tablishment of 
product lines and 
G. K. Iwashita prices, based on 


market studies of old and new pro- 
ducts and their potentials. 

Prior to his appointment, Iwashita 
was manager of product research 
of the Seeger Sunbeam Corp. He 
served as a Major in the Intelligence 
Service of the U. S. Army from 1942 
to 1947. 

He was graduated from Ohio 
State university with a B.S. in E.E. 
degree, and latter obtained an LL.B. 
degree from the University of Michi- 
gan and a J.D. degree from the Uni- 
versity of Dayton. He served in vari- 
ous engineering and product planning 
positions with manufacturing com- 
panies since 1928. He now holds 23 
patents covering air conditioning and 
refrigeration machines. 

He is a director of the ASRE and 
a member of the ASTM, ACS, ASME, 
AIEE, and other engineering 
societies. He is an officer and mem- 
ber of various reserve military or- 
ganizations. 


Baker Ice Maker Display 
Wins Honorable Mention 
In Maine Products Week 


SOUTH WINDHAM, Me.—An “Ice 
Cubes by the Bushel” display in- 
stalled by Baker Refrigeration Corp. 
in cooperation with Maine Products 
Week won honorable mention in 
Portland, Me. 

The display was installed in Hay’s 
Uptown Drug Store show window 
through the joint effort of Merrill 
Hay, store manager, Portland Cham- 
ber of Commerce officials, and Pete 
Hatcher, advertising and sales pro- 
motional manager of Baker. 

The Baker “Ice-Flo” was set up in 
the window and solid cubes produced 
automatically by this equipment were 
used each day from 1 to 5 p.m. to 
cool samples of “Hay’s Five-Fruit 
Juice.” 

Newspaper advertising copy was 
used to invite people to sample the 
drink. Samples were handed to over 
525 daily, the peak being on a 
Wednesday when 989 samples were 
consumed. 

The “Ice Flo” was equipped with 
a plastic top and mirrors so that 
interested passers on the street could 
easily see the cubes being automati- 
cally frozen in the evaporator, watch 
the defrosting cycle, and the flota- 
tion of the solid cubes into the stor- 
age compartment. 


Only Name Is Changed as 
Air-Pak Becomes Bal-Air 


NASHVILLE, Tenn.—The_ cor- 
porate name of Air-Pak Co., Inc. here 
has been officially changed to Bal-Air 
Corp., Vernon Tupper, Jr., president, 
announced recently. 

Only the name has been changed, 
Tupper emphasized. The stockholders 
are the same and the firm remains 
A its old address, Route 3 Dickerson 

The company makes self-contained 
air conditioning units with built-in 
evaporative condensers in sizes from 
two through 50 tons as well as air 
handling units in both horizontal ana 
vertical models with capacities from 
five through 50 tons. 


James Cherrie Dies 


CLEVELAND—James P. Cherrie, 
sales manager of appliances and 
radios at Atlas Radio Co. since 1932, 
died Oct. 16 after an illness of sev- 
eral months. He had been associated 
with the firm for 22 years and was 


manager of the firm’s Akron division | 


from 1929 to 1932. 
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Without It, Eggs In 


WASHINGTON, D. C.— Impor- 
tance of “protective refrigeration” 
to preserve the quality of perishable 
foods after they have reached the 
retail food distributor was stressed 
as an essential aspect of improved 
merchandising methods before the 
1,600 store executives attending the 
recent sixteenth annual meeting of 
the National Association of Food 
Chains here. 


“Progress has certainly been made 
in merchandising methods in recent 
years, but there is a big field for im- 
provement out yonder, just ahead 
of us,” asserted Clyde C. Edmonds, 
secretary and general manager of 
the Utah Poultry and Farmers Co- 
operative. 

“The handling of perishables is a 
case in point. We can educate the 
producer to give his eggs, for in- 
stance, the best of care for the day 
or two that they are in his posses- 
sion. We can whisk them to a grad- 


ing station in trucks _ protected 
against intense heat, or cold or 
drafts. 


“We can speedily grade them and 
deliver them to your stores while 
they are all that we represent them 
to be. But if they are placed in the 
open store on shelves or counters, 
those eggs will drop virtually a full 
grade per day, and in a few days 
will not be fit to sell. But all too fre- 
quently they are still offered for 
sale as grade ‘A’ or ‘AA,’ as the 
case may be,” Edmonds asserted. 


“TI still see eggs displayed in chain 
stores and supermarkets as though 
they were canned goods. Obviously, 
the housewife complains, and the 
storekeeper’s first thought is that 
his supplier has sold him an inferior 
product. 

“Better to buy your requirements 
more frequently than to buy a 
week’s supply of perishable commodi- 
ties at one time, because what is true 


Open May Drop a Grade In Single Day 


of eggs is true of fresh, green vege- 
tables and fruits and milk and butter, 
etc. The customer won’t pay, and 
shouldn’t be expected to pay for 
vegetables that have been culled 
over and over until there is no value. 

“In my opinion,” Edmunds de- 
clared, “the answer is either protec- 
tive refrigeration, or smaller and 
more frequent purchases. 

“These may sound like trivial 
matters, but on a cumulative basis 
for all of the stores in America, the 
total waste from spoilage must be 
tremendous. There must be ways to 
prevent spoilage and waste, and they 
must be found, in the interests of 
the consumers,” he advised. 


Bragg Handles Kelvinator Line 


HUNTSVILLE, Ala.—Bragg Furni- 
ture Co. has announced its appoint- 
ment as Kelvinator dealer in Hunts- 
ville. 


Pre-Packaging of Half 
Of Fresh Produce Sold 
Foreseen In Next Decade 


NEW YORK CITY — Within the 
next three years, at least a quarter 
of all fresh fruits and vegetables sold 
in this country will be pre-packaged, 
and in 10 years more than half of 
the produce sold will be pre-pack- 
aged. 

That was the prediction made be- 
fore the recent Packaging Institute 
convention here by Egmont Arens, 
industrial designer. 

Arens recommended that pre-pack- 
aging be done at the grower level 
and that emphasis be placed on brand 
name and quality at the retail level. 
He declared that the public was sold 
on pre-packaging and that the ma- 
jority of retailers favored self-service. 

A growing respect for pre-pack- 
aging was indicated by the fact that 
the institute staged the first national 
conference on pre-packaging out of 
which was expected to develop a 
national pre-packaging organization. 
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FREEZER BOX 
DIVISION ::::°: 


Dealers!... 


here’s your chance to get in on 


ARMORPLY 


MODULAR PANEL WALK-IN COOLERS 


-»- THE NEWEST, MOST DISCUSSED DEVELOPMENT IN COOLER CONSTRUCTION! 


* 


You’ve heard about them! You’ve read about them! 


NOW... SEE THEM! - FEEL THEM! - HIT THEM! 


--- at Booths 843-5-7 (All Industry Show, Atlantic City) 


location. 


assembly costs. 


show. 


LET’S DISCUSS 


With only six basic modular panels—wall, floor, 
ceiling, door panels and doors—you can sell and 
install cooler rooms in any size and floor plan. 
Engineered for flexibility, it’s simple to increase or 
decrease size of cooler room, or move it to another 


CHECK THESE ADVANTAGES OF 
FREEZER BOX DIVISION ARMORPLY 
MODULAR PANEL WALK-IN COOLERS 


Modular panels of famous Armorply—sturdy 
plywood with bonded metal face of aluminum, 
stainless steel or galvaneal. 


Lightweight, saves you money on freight and 


No complicated gadgets to slow up assembly... 
See our new, exclusive, invisible fastener at the 


THE DEAL 


Post Office Box 791 
MANUFACTURERS OF SECTIONAL AND CUSTOM-BUILT COOLER ROOMS 


Modular panels can be easily disassembled and 
moved to another location . . . units may be 
enlarged or reduced in size ... door or doors 


placed in any location. 


5 Armorply provides only practical, 100% vapor 


barrier. 


Fibre glass insulation plus reflective protection 
of metal face assures maximum economy of 


operation. 


UNITS OF EVERY TYPE FOR 
COMMERCIAL PURPOSES FROM 
NORMAL TEMPERATURES TO-100°F. 


Meat Coolers « Beer Coolers « Dairy Coolers 


Vegetable Coolers « Florist Coolers 


Retail Bulk Storage Units e Fur Storage Vaults 


Frozen Food Warehouse Units 


Locker Plant Rental Units « Test Rooms 


Annapolis Yacht Yard, Inc. 
ANNAPOLIS, MARYLAND 


* 


And the Market Hasn't Been Scratched Yet... 


AT THE SHOW OR WRITE DIRECT TO 


FREEZER BOX DIVISION 


* 
PRODUCT OF THE U.S. PLYWOOD CORPORATION 
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INSIDE DOPE 


by GEORGE F. TAUBENECK 


Rares or eae 


(Concluded from Page 1, Column 1) 
and installation costs as quoted to 
the dealer parallel to those offered 
bigger buyers. 

B. Work with him on his own 
ground: 

If utility merchandising managers 
are smart, they’ll proffer: 

1. Local advertising. 

2. Home service and other educa- 
tional programs. 

C. Include the dealer in your own 
planning conferences: 

1. Give him figures on current load 
and appliance saturation in your area. 

2. Invite him to sit in on your 
future planning. 


Let’s Look at a 
Local Activity 


After months of study, one com- 
mittee has prepared numerous sug- 
gestions for manufacturers, distri- 
butors, dealers, and service operators 
for peacetime guidance. 

Here are a few highlights of their 
work: 

Manufacturers or distributors are 
urged where possible to franchise 
some firm which is already in busi- 
ness and may have been engaged to 
some extent in appliance selling or 
servicing, rather than to encourage 
the establishment of an entirely new 
business in the community. 


Clarification of manufacturers’ 
guarantee and warranty policies is 
strongly urged to insure a full under- 
standing by the purchaser of the 
limitations of these policies. 


Limited Liability Asked 


Limitation of the dealer’s liability 
in connection with major appliance 
guarantees is recommended. 

Manufacturers and distributors are 
urged to refrain insofar as possible 
from granting franchises to coopera- 
tives which offer competition by way 
of price concessions, or rebates which 
constitute a discount. 

Distributors who allow unauthor- 
ized individuals to purchase appli- 
ances “over the counter” are en- 
dangering price maintenance. 

Premiums and discounts by dealers 
are opposed, except on multiple sales 
to apartment houses. 

A uniform policy on ‘90-day cash” 
sales is needed. 

Trade-in allowances, which should 
not be inflated, ought to be based 
on the appliance in question, less 
cost of reconditioning, if any, total 
overhead connected with its sale, and 
a fair net profit to the dealer. 

No misleading statements should 
be included in connection with any 
appliance advertising copy. 


Don’t Compete on Wages 


Competition between stores of the 
same class as to percentage or 
amount of. compensation for appli- 
ance salesmen is recognized as a 
practice which could lead to labor 
piracy and to unwarranted selling 
expense. 

Uniformity in charges for servic- 
ing is recommended, as is the hiring 


of efficient technical men of high 
calibre. 

Free servicing beyond the guaran- 
tee or warranty is opposed; and the 
schedule of payment for efficient tech- 
nical servicemen should be approxi- 
mately one half of the service 
charges, plus car allowances. 


Cooperative Dealer 
Advertising 


Here is how a typical large appli- 
ance manufacturer’s local dealer co- 
operative advertising plan works out 
in practice: 

To begin with, the factory accrues 
its portion of the local advertising 
plan fund by setting up a reserve 
equal to 2% of its dealer billings 
(figured on distributors’ prices). 

Each distributor then accrues his 
portion of the fund by setting up on 
his books a reserve of 1% of his cost 
on those products to which a factory 
reserve has been applied. 

Together with the 2% factory re- 
serve, this distributor reserve pro- 
vides a local advertising fund ap- 
proximately equal to 3% of factory 
billing prices. This total is then 
matched by each dealer who partici- 
pates. In other words, the manufac- 
turer put up 2%, the distributor 1%, 
and the dealer 3%. 

If distributors run factory adver- 
tising over their own signature, they 
pay one third of the cost and the 
factory, from its reserve, two-thirds. 

Distributors have full responsibility 
for and control over the allocation 
of accrued local advertising funds 
among authorized dealers. All adver- 
tisements run by dealers which are 
to be paid, in part, from the coopera- 
tive local advertising fund must be 
authorized by the distributor. 


© 


HERMETIC — FOR 


LIMITED SPACE APPLICATIONS 


The amazing compactness of this new Tecumseh Hermetic makes it the ideal unit for 


applications where space is at a premium. Just 934” in diameter by 51%” thick! 

Yet this new single-cylinder, 1/10th horsepower unit brings you all the outstanding 
features that have made the larger Tecumseh models famous. Internal spring mountings 
for smooth, quiet, vibrationless operation. Positive forced-feed lubrication to bearing 


surfaces and cylinder walls. And a host of other Tecumseh features that assure a long 


life of trouble-free performance. 
Write today for all the facts. 


Se 


WORLD'S LARGEST INDEPENDENT 


>, TECUMSEH. PRODUCTS COMPANY 


Tecumseh, Michigan 


EXPORT DEPARTMENT: 2111 WOODWARD AVE., DETROIT 1, MICHIGAN | 
PRODUCER OF COMPRESSORS AND CONDENSING UNITS FOR THE REFRIGERATION INDUSTRY 
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The distributor reimburses the 
dealer for one-half of the cost of all 
authorized dealer advertising done in 
accordance with the terms of the 
local advertising plan. The distribu- 
tor, in turn, is reimbursed by the 
manufacturer for one-third of the 
cost. In the case of exclusive distri- 
butor advertising, the distributor is 
reimburesd for two-thirds of the cost. 

The factory designates approved 
advertising media. No other media 
may be used under the plan without 
specific authority from the factory’s 
advertising department. 

Approved media include daily and 
weekly paid-circulation newspapers, 


outdoor billboards, radio “spot” 
broadcasting, television ‘“‘commer- 
cials,’ motion picture “trailers,” 


painted signboards, telephone direc- 
tory product trade-mark headings, 
transit advertising, and signs and 
sales promotional material purchased 
from the factory. 

An amount not to exceed 10% of 
the total local advertising fund ac- 
crued is set aside as a contingency 
fund. This fund is used when dis- 
tributors are faced with the need 
for cooperating with dealers in ex- 
penditures which, if judged strictly 
on merit, could not be approved but 
which, it is deemed, should be made 
in the interest of good business rela- 
tions (programs, etc.). 

The factory reserves the right to 
decide what will be charged against 
the contingency fund. Distributors 
wishing to make claim against this 
fund must first secure written ap- 
proval from the manufacturer’s ad- 
vertising department. 

Step-by-step procedure under most 
cooperative advertising programs can 
be detailed as follows: 

Distributors allocate funds for ap- 


‘proved dealer or distributor adver- 


tising as these funds accrue. Dealers 
then set up a budget equal to twice 
the amount of the allocation and 
make out a schedule listing the ad- 
vertising planned and the media to 
be used. Two copies of each schedule 
are sent to the distributor, along 
with a list of the advertising ma- 
terial required to carry out the 
schedule. 

The distributor then approves (or 
revises) the schedule, and _ sends 
dealers their advertising material. 
After the advertising program is 
completed, the dealer pays for the 
entire cost, and obtains properly 
receipted invoices and proof of per- 
formance from the media. 

These invoices must show dates 
used, rates paid for each medium, 
and product advertised. Newspaper 
advertising space must be purchased 


The factory furnishes dealers with 
some advertising material at no 
charge and some at a nominal cost. 

Free material includes local ad- 
vertising portfolios, newspaper mats 
(ordered by the dealer from his dis- 
tributor and by the distributor 
through the factory advertising de- 


partment), 24-sheet posters, radio 
spot announcements, and publicity 
releases. 


Material furnished at nominal cost 
includes poster imprint strips; pro- 
duct, feature, and trade-mark mats 
and electrotypes; transcribed radio 
programs and spot announcements; 
theater slides and “trailers,” and 
sales promotion material. 

All this sounds like a lot of work 
—and it is. But it pays. 


Final Stories of the Week 


“Are you happy up there, dear?” 
a subdued widow wondered, when 
she contacted her late husband in the 
spiritualist seance. 

“Happier than I have ever been 
before,” he replied. “It’s a wonderful, 
beautiful world. The females here are 
the most gorgeous creatures you 
ever saw. Wistful eyes that speak of 
love; sleek bodies and beautifully 
rounded forms; acquiescence. in any 
of your desires. Oh, boy! I love it!” 

“Oh dear,’ she moaned. “With so 
much temptation about you, I’m 
afraid you’ll do something you'll be 
ashamed of. I do hope that I can 
join you soon in Heaven.” 

“Heaven?” boomed back the reply. 
“Who said I was in Heaven? I’m a 
bull in Texas.” 


Two sows were talking things over 
in the pigsty. Said one to the other: 

“What ever became of your old 
boar-friend ?” 

“Oh, he hasn’t been around lately. 
But I had a litter from him several 
weeks ago.” 


Gag of the Week 


You can lead a salesman to water 
—but it'll be an awful disappoint- 
ment. 


Suggestion 


Like to laugh and have fun? Be 
the life of your next party! Order 
Inside Dope’s joke-book, “You'll Love 
This One.” Price: only $1.50—for 236 
pages of the funniest stories ever 
told. Send your orders to AIR CONDI- 
TIONING & REFRIGERATION NEWS, 450 
W. Fort St., Detroit, Mich., and we'll 
pay the postage. You'll get the 
laughs. 


at local rates, or at no more than ¢ 


85% of the “national rate.” Proof 
of performance consists of a “tear 
sheet” for publications, the plant 
owner location list for outdoor 
posters and painted bulletins, and 
an affidavit from the meduim owner 
for radio time, streetcar space, and 
motion pictures or slides. 

Upon receipt of invoices and proofs 
of performance from the dealer, the 
distributor reimburses the dealer im- 
mediately for one-half of the total 
cost. The distributor then fills out a 
form listing each advertisement for 
which reimbursement is requested, 
showing the insertion date, dealer’s 
name, city and medium, space or 
time used, total cost, the factory 
share of the cost, and the totals for 
all the advertisements. He _ sends 
two copies of this form, together 
with the receipted invoices covering 
each advertisement listed and proofs 
of performance, to the factory’s ad- 
vertising agency. 

After auditing the invoices and 
checking the proofs, the agency re- 
imburses the distributor (one-third 
in the case of approved dealer ad- 
vertising and two-thirds in the case 
of approved distributor-sponsored ad- 
vertising). 

All dealer and distributor outdoor 
advertising is placed through the 
factory’s advertising agency unless a 
lower rate can be obtained locally. 
After the showing has been posted, 
the local poster company bills the 
dealer for one-half of the cost of 
dealer postings and the factory ad- 
vertising agency for the other half. 
For distributor postings, the poster 
company bills the advertising agency 
for the entire cost. The agency then 
bills the factory for one-third of the 
total cost of dealer postings and the 
distributor for one-sixth of the total. 


For distributor poster advertising, 
the agency bills the factory for two- 
thirds of the total and the distribu- 
tor for one-third. If outdoor adver- 
tising is released locally by the dis- 
tributor or dealer and payment made 
by either, they follow the reimburse- 
ment procedure prescribed for all 


other types of local plan advertising. | 


ATLANTIC CITY'S 
HOTEL of DISTINCTION 


Devoted to the wishes of a dis- 
criminating clientele and catering 
to their every want and embracin 
all the advantages of a delightful 
boardwalk hotel. 

Spacious Colorful Lounges—Sun 
Tan Decks ato pen and inclosed 
Solaria—Salt Water Baths in rooms 
—Garage on premises. Courteous 
atmosphere throughout. 


a 


When in Atlantic City 
visit the 


FAMOUS FIESTA LOUNGE 


RENOWNED FOR FINE FOOD 
A. 


OPEN ALL YEAR 
Under Ownership Management 


Penna. Ave. and 


Boardwalk 


Exclusive 


You can always depend on 


General Refrigeration 
Division 

Yates-American Machine Co., 
Beloit, Wis. 
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AIR CONDITIONING & REFRIGERATION NEWS, 


NOVEMBER 7, 1949 


Suspense: Will Key Turn? Who Wins Freezer? 


In Dwyer’s window, contestant tries her key to see if it will open freezer. 


pene) 


CONVENIENT 
ECON Bi 
TIME SAYING 
LD SOUND 
CAPACITY 


Holders of “lucky keys” won frozen foods. Contestants got their keys at 

registration desk at the rear of the store where they signed a card showing 

their next-intended appliance purchase. Thus, salesmen had an opportunity 
to show store’s appliances. 


Ogdensburg’s Mayor Max Miller draws the winning ticket in Sueets 
“key” promotion. S. P. Dwyer holds the barrel for the mayor. as W. O. 
Leftwich of General Electric and Howard Curtis of Langdon & Hughes 


look on. 


Twenty-five additional packages of frozen foods were given 


away on the night of the drawing as extra door prizes. 


* 


Hustling Small-Town Dealer Tells How 
2-Week Freezer Promotion Grossed $10,000 


.OGDENSBURG, N. Y.—Six steps 
necessary to make an appliance pro- 
motion successful were outlined re- 
cently by S. P. Dwyer, an average 
dealer in an average small town who 
really knows how to do it. 

Early last summer Dwyer, a Gen- 
eral Electric dealer here, staged a 
two-week long home freezer “key” 
promotion and grossed $10,023 in 
appliance sales for the period. In 
addition he sold $5,671 in appliances 
during the two weeks after the pro- 
motion as compared with a volume 
of $3,746 for the two weeks just 
prior to the event. 

Here are Dwyer’s six steps: 

“1. Every promotional item per- 
taining to the appliance to be 
promoted should be ready and at 
hand and the sales staff should 
be fully primed as to their objec- 
tives and assignments before the 
activity begins. 

“2. In any joint promotion with 
an outside concern there should be 
complete and thorough understand- 
ing and cooperation between the 
parties. In the case of a freezer 
promotion, such as this, where 
frozen food is given away, the 
local frozen food distributor and 
the locker plant should be in full 
cooperation. 

“3. The retailer’s store should 
look like a special activity is in 
progress. Windows’ should be 
dressed up with special displays 
and banners. The store should 


Available from 
1/2 to 10 H.P. 


CLEANABLE 
DOUBLE-TUBE 

COUNTER-FLOW 
WATER-COOLED 


Write for literature 


PITTSBURGH 22, PA. 


carry out the feeling that ‘some- 

thing special’ is going on. 

“4. The local newspaper and 
radio station should know about 
the activity so that they can publi- 
cize the event because it is news 
with a local flavor. 

“5. Close coordination and coop- 
eration should be maintained with 
the distributor sales counsellor for 
help and encouragement. 

“6. When the activity is over, the 
retailer and his sales force should 
not stop in their efforts and at- 
tempt to ride along on the crest 
of the wave created by the cam- 
paign. An organized mailing cam- 
paign should be carried out and 
coupled with personal calls by the 
the salesmen on prospects brought 
in by the activity.” 

Abiding by his own rules, Dwyer 
brought 934 appliance prospects into 
his store during the home freezer 
“key” promotion and sold 15 refrig- 
erators, eight ranges, three freezers, 
two washers, two water heaters, 
three vacuum cleaners, two cabinets, 
two second-hand refrigerators, plus 
dozens of other small electric house- 
wares. - 

To get this volume, he launched an 
advertising campaign that included 
five newspaper advertisements, six 
radio spot announcements, and a 
window display. The campaign cost 
him only $165—less than 2% of his 
gross. 

In addition he made both telephone 


—® and personal calls to tell prospects 


about the promotion. The idea was 
to get them to register in the store 
for a lucky key. They were to try 
the key in the lock of a home freezer 
set up in the front window. If the 
key turned the lock they received 
a free bag of frozen foods. 

When registering at the rear of the 
store, the prospect was required to 
state the next appliance she intended 
to purchase. Eighty seven of them 
said it would be a home freezer. 

On the final day of the contest the 
home freezer was given away free 
and another 25 bags of frozen foods 
were passed out as door prizes. 


Horn, Admiral Distributor, 
Shows $1 Million Building 
In L. A. to 3,000 Dealers 


LOS ANGELES—The new $1,000,- 
000 building of Herbert H. Horn, Inc. 
at 915 Mateo St. here was recently 
dedicated at special ceremonies in 
which Ross D. Siragusa, president 
of Admiral Corp. took part. 

Horn is Admiral distributor for 
southern California and, according 
to Siragusa, is the manufacturer’s 
third largest distributor handling an 
annual volume of from $12,000,000 
to $15,000,000 in his products alone. 

Dedication ceremonies were follow- 
ed by an open house to which 3,000 
dealers had been invited. 

The new building occupies 55,000 
sq. ft. of floor space and contains 
an 80-ft. auditorium with stage and 
a working model kitchen. 

Siragusa revealed at the cere- 
monies that Admiral would introduce 
a new line of refrigerators in Janu- 
ary that “not only would meet com- 
petition, but will beat it, too.” 

He stated that his firm would 
“strike out for the same leadership 
in appliances in 1950 as it now has 
in television.” 

He indicated that Admiral was 
considering setting up a plant in or 
near Los Angeles that would turn out 
television sets and appliances. 


Air Conditioning Firm Files 


NEW ORLEANS—Automotive Air 
Conditioning, Inc. recently filed 
articles of incorporation with the 
office of the secretary of state at 
Baton Rouge. Capital is $10,000. 


WHY PAY 
MORE... 


when you can buy 
this GENERAL CASE 
which offers all the 
features of cases selling 
at almost double ifs 
price... Plus a firm 


MONEY-BACK GUARANTEE 


« $199 


F.O.B. N. Y. 
MM4: FUL VISION CASE 


4 Ful 
Triple Thermopane glass. 


oo 
UNCONDITIONAL GUARANTEE 


If, after purchasing the MM4 Ful Vision 
Case, you find that it does not come up 
to your complete satisfaction, we will take 
it back, paying freight costs for return— 


ond Refund Your Money in FULL 


with chrome trim. 


Vision Case finished in glistening baked enamel 
Coils hooked up. 


Convenient hinged rear door 

3 Corrosion proof aluminum shelves 

New type fluorescent fixture for brighter display 

All parts easily replaced 

Also available in 5° & 6’ lengths 

All sizes available self contained, ready for plug in. 


SPECIAL 1% H.P. air-cooled Chrysler Airtemp Unit $69.00 


GENERAL REFRIGERATORS CORPORATION 


678 BROADWAY, NEW YORK 12, N. Y. 


WHY 15 THIS 
CAPILATOR SO 


EFFICIENT 7 


The reason Capilator—the capillary tube for 
restriction purposes—is so outstanding in efficiency 
is that it is PLUG DRAWN and has an EVEN 
BORE. That means that the inside is uniform through- 
out its entire length, assuring perfect, depend- 


able flow and pressure drop through the tube. 


In addition, Capilator is washed inside and tested for pressure drop, so that 


when you put this capillary tube to use you have the best that scientific skill and 


tube-manufacturing experience can produce. That is why Capilator has gained 


such wide popularity in the refrigeration industry. And that is why—if you are 


not now using Capilator—you should get acquainted with its superior qualities. 


CALUMET 


WOLVERINE 


MANUFACTURERS OF SEAMLESS NON-FERROUS TUBING 


1413 CENTRAL 


DIVISION 


COPPER COMPANY 


TUBE 


CONSOLIDATED 


'NCORPORATEO 


AND HECLA 


AVENUE ° DETROIT 9, MICHIGAN 
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They'll Do 


It Every Time... . By Jimmy Hatlo 


DORMAT SMELLED A PROMOTION, PRAY TELL, DID JUSTICE TRIUMPH € 
FOR HE WAS NEXT IN LINE sss WHO ARE YOU TRYING TO KID? 
WHEN GIMLET, THE GUY OVER HIM, WHAT? DORMAT DIDN'T GET THE JOB? 
DECIDED TO RESIGN ++ * OH, YES +=**LIKE FUN HE DID! 


4 —_—r 
I'VE GIVEN ITALOT OF Sy = C3 
THOUGHT, J.B, MY DECISION Yi H' XE 
IS FINAL. PLEASE ACCEPT <¢// Gh — 


MY RESIGNATION, z'VE GoT \/\ Cay Ful, OVER TO TAKE GUFFS JOB! So You 
TOMOVE TOA WARMER gn BBV “= BETTER GET HOT AND GIVE HIM 


CLIMATE ON ACCOUNT OF 
MY WIFES CHILBLAINS+s+ 


DORMAT:. THIS IS HERKIMER HOTSHOT 
WHO PUT THE UPSIDE-DOWN CAKE CO, 
ON ITS FEET. WE'RE BRINGING HIM 


EVERY COOPERATION::+HE'LL 
MAKE THINGS HUM AROUND HERE! 


er 
= 
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vv 
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An experienced 

air conditioning 
engineer with 

a background in 
teaching and writing 


=f= 


A well-arranged, 
convenient, and 
inexpensive series 
of manuals 


os Order from your parts wholesaler 


ee 


by James J. LaSalvia 


JUST OFF THE PRESS 


. . . the first in a series of simplified, practical training manuals and 
reference books for layout and installation of comfort air conditioning 
systems. 


Order your copy now! See it at your parts wholesaler! 
PRICE: $2.00 PER COPY 


(Price includes a copy of one of the best psychrometric charts available, 
plus a chart that simplifies the sizing of grilles.) 


A lot of doors must be opened to arrive at successful air conditioning 
application methods. And here’s a new “key” to the doors. . . . James 


LaSalvia’s “TILE KEY TO AIR CONDITIONING.” 


As in other books of “The Refrigeration Library,” the material is 
presented in a simplified, easy-to-understand manner, with charts, tables, 
problem examples, and conclusions, serving as instruction for the 
beginner and reference for the experienced installer. 


Mr. LaSalvia has had 30 years experience in air conditioning, refrigera- 
tion, heating, and ventilating. This experience has covered designing, 
installing, and testing more than 1,000 air conditioning systems of all 
types, in addition to conducting training schools and college classes. 


This first manual No. K-1] (additional manuals to be published in the 
near future) covers the fundamental physics of air conditioning, use 
of charts, methods of ventilation, figuring of air requirements, refrigera- 
tion problems as related to air conditioning, use of fans, methods of 
air distribution. 


Business News Publishing Co. - 
450 W. Fort St., Detroit 26, Mich. 


Please send ........ copies of “The Key to Air Conditioning” 
No K-1 @ $2.00 per copy. [) Remittance enclosed. [) Send bill. 
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Subscription Rates: U. S. and Possessions, Canada, and all countries in the Pan- 
American Postal Union: $5.00 per year; 2 years $8.00. All other foreign countries: 
$7.00 per year. Single copy price, 20 cents. Ten or more copies, 15 cents each; 
50 or more copies, 10 cents each. Please send remittance with order. 
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Selling Air Conditioning 
In Winter Time 


A* conditioning salesmen on the prowl for prospects during the 
cold months are not overlooking, we hope, the fertile field of hospi- 

tals and medical centers. Dr. William Brady, whose health column is 

published in many newspapers across the country, has written: 


“Public demand should soon result in making air conditioning an 
absolute essential of a modern hospital.” 

Recognizing air conditioning’s many advantages in this field, the 
U. S. Veterans Administration has specified air conditioning for all 
operating suites, laboratories, X-ray departments, and recovery units 
in new hospitals to be constructed under its multi-million-dollar post- 
war building program. In addition, air conditioning has been speci- 
fied for neuropathic seclusion rooms and all single rooms with special 
equipment for allergies. 


Many private hospitals throughout the country, of course, are 
already equipped with air conditioning equipment to one degree or 
another, and others are going to be. Over the past couple of years, 
for example, the News has reported on systems installed in or planned 
for medical institutions in such widely-separated cities as Corpus 
Christi, Tex.; Chicago; Denver and East Denver; Greenwood, S. C.; 
Evansville, Ind.; Omaha, Neb.; Amsterdam, N. Y.; Reno, Nev.; Peoria, 
Ill.; Elmira, N. Y.; and St. Louis. 


Assuming that hospital executives should be “educated” by enter- 


“persuaders?” 


It is suggested that salesmen drive home these facts: That air 
conditioning increases the efficiency of both surgeon and staff, par- 
ticularly in handling a difficult operation during extremely hot and 
humid weather. 


That it prevents the fogging of the surgeon’s glasses during an 
operation. 

That it prevents the formation on the surgeon’s brow of drops of 
sweat which, if they fall into an-open wound, will increase the danger 
of infection. 


That it helps approach the ideal of completely aseptic conditions 
by providing cleaner air. 


That it reduces odor concentration by breaking up the layers of 
anesthetic gases which form close to the floor. 


That it eliminates dangerous drafts through open windows and 
doors. 


That it enables control of temperature in recovery spaces—an im- 
portant advantage because the patient loses the ability to regulate 
his body temperature during an operation and thus becomes sensitive 
to chilling and post-operative complications. 


That it provides 100% outside air in operating rooms, necessary 
because recirculated air may be laden with anesthetics. Air condi- 
tioning also provides several complete air changes between operations, 
thus helping to reduce chances of infection. 


That it tends to prevent the discharge of static electricity, thereby 
reducing the danger of accidents caused by the explosion of anesthetic 
gases. ° 


That it safeguards X-ray film in all states. 


There are other areas, too, where air conditioning can play a vital 
role: nurseries (where temperature and humidity control are extremely 
important), private rooms, laboratories (where variations in tempera- 
ture and humidity affect the results of tests), and premature wards 
(where controlled humidity is of great benefit) and where, recent tests 
indicate, cool air may be more beneficial than warm air. 


There can be no doubt of the value of air conditioning to a 
hospital or medical center. The resistance of some members of the 


medical profession are a challenge to the air conditioning salesman. 


prising salesmen, what specific benefits can be cited as -clinching - 
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Ncrsa To Get Secretary | 
By End of Year, Start 
New Membership Drive 


BOSTON—Appointment of a per- 
manent secretary before the end of 
the year and an aggressive member- 
ship drive are in the offing for the 
National Commercial Refrigerator 
Sales Association, according to Russ 
Maintain, NCRSA president with 
headquarters here. 

“The financial condition of ‘the 
association is better than it ever has 
been at any time in the past,” Main- 
tain said, explaining that “we are 
trying to build up a treasury so that 
we can do those things that are 
necessary to keep commercial refrig- 
erator enclosure dealers healthy, ethi- 
cal, enterprising, and prosperous.” 

NCRSA has also been active, he 
stated, in acting on grievances of 
enclosure dealers, working with the 
Commercial Refrigerator Manufac- 
turers Association, and in studying 
the possibilities of regional associa- 
tions of enclosure dealers. 


Sixteen committees are now func- _ 
tioning within the NCRSA under the * 


following chairmen: 
“Code of Ethics and Grievance,” 
Paul Allen, Little Rock, Ark. 


“Business Procedure and _  Re- 
search,” F. B. Stella, Detroit. 
“Trade-In Practices,” Joseph S. 


Lipack, New York City. 

“Membership,” C. S. White, Cincin- 
nati. 

“Finance and Budgeting,” 
Shell, Chicago. 

“Public Relations,” Glenn Chapin, 
San Antonio, Tex. 

“Executive,” Russ Maintain. 


I. W. 


“Joint Relations,’ W. C. Bader, 
Tulsa, Okla. 

“Convention,” E. C. Newton, Jersey 
City, N. d. 

“Legislative,’’ George Scott, New 
Bern, N. C. 


“Licenses and Codes,” S. G. Taylor, 
Des Moines, Iowa. 

“Regional Groups,” C. S. White. 

“Western States Membership De- 
velopment,” Emery E. Wilson, Port- 
land, Ore. 

“Bulletin,” W. C. Bader.’ 

“Executive-Secretary Selection,” E. 
C. Newton. 

“Labor Relations,” 
Pittsburgh. 


I. Rosenberg, 


Grocer Provides Frozen 
Sandwiches for Fishermen 


PANAMA CITY, Fla.—Providing 
tasty, ready-made frozen sandwiches 
which have been kept under refrig- 
eration until needed is an unusual 
and profitable specialty at Zirk’s 
Grocery here. 

The grocery is located in an area 
visited the year-round by fishermen 
and other tourists. With no restau- 
rants in the immediate vicinity, the 
Zirk management hit upon the idea 
of putting up ham, beef, barbeque 
pork, cheese, ham _ salad, peanut 
butter, and other varieties of sand- 
wiches to sell for 25 cents. 

These are made each morning dur- 
ing the slack early hours and 
wrapped in cellophane. They are dis- 
played in what was formerly a box- 
candy refrigerator, just inside the 
window of the store, where a tem- 
perature of 10° freezes them rock- 
hard. 

It is not unusual for the store to 
sell as many as 150 sandwiches in a 
single day. Inasmuch as most cus- 
tomers also buy fresh fruit, canned 
fruit juices, milk, etc., for meals on 
charter boats, the project has been 
more than well worthwhile, it was 
reported. 


CORRECTION 


Fleiter Installed Only Marlo 
Units In Bettendorf’s Market 


L. V. Fleiter Co., refrigeration and 
air conditioning contractor in St. 
Louis, has indicated the following 
corrections in a story about some 
installations which the company 
made, published in the Oct. 3 issue 
of the NEws. 

In the Bettendorf’s market installa- 
tion the Fleiter Co. modified the air 
conditioning system and installed two 
Marlo C-1250 units and a new coil in 
the evaporative condenser, but did 
not install a new water cooler or the 
100-ton Vilter compressor. The Vilter 
machine was installed by another 
contractor, as was the original air 
conditioning system. 

Fleiter states that it has never 
sold Kroger any equipment. 


Movers Take Over at Baker To Shift Machinery 
From Mallison Falls to Bigger Little Falls Plant 


SOUTH WINDHAM, Me.—Moving 
day has come at Baker Refrigeration 
Corp. here as laborers and riggers 
have started to move machinery from 
Baker’s present Mallison Falls plant 
to the larger quarters at the newly 
acquired Little Falls plant. 

Officials of Baker Refrigeration 
Corp. a short time ago announced 
the leasing of a factory building at 
Little Falls as the location for 
Baker’s expanded manufacturing fa- 
cilities in this area, following a deci- 
sion to move Baker’s Omaha plant 
to the Greater Portland area. 


New equipment is on order and is 
expected very shortly to re-equip the 
Mallison Falls plant. This new equip- 
ment will be used to manufacture 
belt guards, compressor bases, and 
other component parts for the air 
conditioning and refrigeration equip- 
ment which Baker manufactures and 
distributes throughout its distributor 
organization. 

In commenting on local rumors 


that Baker is negotiating for at least 
two other allied refrigeration prod- 
ucts which would fit into its manu- 
facturing program, an official of the 
company was quoted as saying— 

“It is true that Baker is consider- 
ing two propositions. At the present 
time they both look very favorable, 
however, negotiations have not reach- 
ed the closing stage yet, so we are 
therefore in no position to make a 
definite announcement.” 

Baker’s President T. S. Pendergast 
stated that the production of finished 
parts at the Omaha plant was pro- 
gressing at a steady pace that will 
probably enable Omaha equipment to 
be loaded for shipment to South 
Windham directly after Nov. 18, the 
tentative date to cease machining 
operations. 

It may be necessary to continue 
production a limited time in Omaha 
to complete a backlog of parts and 
finished compressors, and_ enable 
Baker’s distributors to continue oper- 


ations at 100% of normal. After 
machining operations cease in 
Omaha, assembly and unit production 
will be maintained in Omaha until 
about Dec. 20. 


A.R.A. Named Distributor 
For Harvester In Ill., Mo. 


ST. LOUIS —International Har- 
vester Co. has recently appointed 
A.R.A. Distributing Co., 2300 Olive 
St. here, distributor for International 
Harvester refrigerators and freezers 
in 19 counties in southwestern Illinois 
and 36 counties in eastern Missouri. 

The appointment was announced 
by L. E. Youngblood, manager of 
the International Harvester St. Louis 
district office. 


Zero Transport Firm Chartered 


SAN ANTONIO, TEX.— Zero Re- 
frigerated Lines, transport business, 
has recently been granted 50-year- 
charter of incorporation. Incorpora- 
tors are Clem McClelland, Edward 
Cahill, and C. K. McClelland, Jr. 
Authorized capital stock was listed 
at $1,000. 


$30,000,000 


In Works of Art Crosses 
Ocean In Refrigerated Ship 


NEW YORK CITY—A Navy re- 
frigerator ship, the Malabar, recently 
brought $80,000,000 worth of fine art 
works across the Atlantic Ocean 
under refrigeration for extended 
showings in this country, it was re- 
ported here recently. 


The art collection comes from the 
Vienna kKunsthistorisches. Museum 
and includes a number of paintings 
by Rembrant, Rubens, Van Dyck, 
Brueghels, Tintoretto, Titian, Velas- 
quez, and Vermeer. 

To protect the precious cargo on 
its Atlantic crossing, the Navy main- 
tained a constant temperature of 
70° F. and a humidity of 55%. Th 
crates were cushioned by 400 old 
blankets. 

The collection will go on display 
at the National Gallery of Art here 
on Nov. 20 for two months. It will 
then be moved to the Metropolitan 
Museum of Art. 


HERE’S WHY the SELB is SUPERIOR 
IT’S CORK INSULATED.... 


SELB S-4 


1541 SALZMAN AVE. e 


i oe, jie 


"MORE DISPLAY ° BETTER DISPLAY « ° , MORE 
‘SHELF SPACE IN LESS FLOOR (SPACE... 


a Mporrys Ba etat eS: Pore ay cee oi oe 


DIMENSIONS: 48” long x 30” wide (23” at top) x 50” 
high. Over 22 cubic feet capacity. 
13%" x 42”, 


SHELVES: 10'2” x 42”, 
area 24” x 42”. 


DISPLAY GLASS: 3812” x 3812”. 


aos 


22 oun. ft 


CAPACITY | 


17” x 42". Bottom 


CONSTRUCTION: Rustproofed, cold rolled, heavy gauge 
sheet steel, sparkling chrome trim, rubber gasketed seals 
throughout, no metal-to-metal contact prevents cold con- 
duction losses. Alumilite finish shelves. 


MECHANICAL: Cold cathode fluorescent illumination. 
Crystal clear, triple-paned, non-fogging sealed glass 
front. Complete with cooling coils and expansion valves. 


FINISH: Gleaming baked enamel, resistant to chipping, 
trimmed in glistening fluted chrome strips of heavy 
gauge. 


INSTALLATION: May be operated on \% h. p. refrigeration 
unit installed at remote point or in adjoining counters. 


ST. LOUIS 20, MO. 
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“Ze *x"s* SALESMAN GETS | 


| ane” I MUST HURRY HOME OR DINNER Tro LIKE To SEE ONE YOU MEAN AN ELECTRIC RANGE. ITLL 
£ WILL BE LATE. AREN'T You OF THOSE RANGES / COOK ANYTHING FROM A CUP OF COFFEE 
SYA worRIED ABOUT YouRS 2 | THAT COOKS <(. TOA COMPLETE MEAL...AUTOMATICALLY... 
' FES: pons BEFORE You'RE 


a) 
AUTOMATICALLY UP IN THE MORNIN 5, 


~ Aa OR EVEN WHILE 
BEE YOURE AWAY FROA, | 
THE HOUSE /| 


T! MY DINNER IS IN THE 
WY OVEN. WHEN I GET HOME, ITLL BE 
ry: Y{ READY To SERVE. MY ELECTRIC 
DY/\ RANGE COOKS AUTOMATICALLY. 
YY WHY DONT YOU LOOK AT ONE 
WHERE I BOUGHT MINE 


poet 


I THINK, YOURE SAYING YOU'D LIKE To OWN 
THIS ELECTRIC RANGE! 


a 


YES, BUT I DON’T KNOW | 
WHETHER. OR NOT I CAN | 
AFFORD IT >> 


AND THIS FEATURE IS REALLYA HELP. you PLUG 
YOUR COFFEE MAKER IN HERE, SET THE CONTROLS, 
THE COFFEE STARTS AND ITS “GHUT OFF WHEN 
FINISHED: ..ALL AUTOMATICALLY. YOU CAN EVEN 
SET IT THE NIGHT BEFORE FOR NEXT MORNINGS 
BREAKFAST 


WE LIKE OUR COFFEE THE 
MINUTE WE GET UP, AND 
NOW WE CAN HAVE ip 
WAIT... WHAT AM I 
SAYING 2 


_ When cooking is Automatic—of course, it’s electric! That's why... ELECTRIC RANGE SECTION =| 
_ - another million American families switched to electric cooking last year! «© "55 et ath stress, now York 17, N.Y. i 3 
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IRDERS LIKE YAGICY 


How CAN THAT <n HOW DOES IT WORK @ 


3E POSSIBLE + 
YOU CAN PUT AN ENTIRE 


THIS AUTOMATIC CONTROL MEAL IN THE OVEN...EVEN THE 
IS THE KEY TO THE WHOLE DESSERT...SET THE AUTOMATIC 


THING. YOU SET IT FOR THE TIME CONTROL, GO OUT FOR THE 
Be YOU WANT COOKING To START AFTERNOON AND FIND 
Me AND STOP AND IT DOES DINNER, ALL READY 

THE REST WHEN YOU RETURN 


—— 


HERES ANOTHER == 
FEATURE You'LL LIKE...THE , 
DEEPWELL COOKER. YO 
CAN PUT FOODS LIKE 

STEWS INTO IT, TURN 
THE HEAT To “Low” 
AND NEVER LOOK AT 
IT AGAIN UNTIL THE 
FOOD IS DONE 


THAT SOUNDS Bhi 
GOOD FOR. DAYS WHEN aL 


ke 


iceabilt 
Ri 


% 


OUT OF THE 
KITCHEN . 


SS 


<—S 

CERTAINLY, YOU CAN AFFORD To HAVE 

AN ELECTRIC RANGE. ITS REALLY ECONOMICAL, 
BECAUSE WITH IT YOU USE ONLY THE AMOUNT 
OF HEAT YOU NEED. AND THE OVEN IS SO 
WELL INSULATED...ON ALL SIX SIPES...THAT 

¢ HEAT IS NOT WASTED UNNECESSARILY 

“as, INTO THE KITCHEN 


I GUESS THAT ANSWERS, 
ALL MY QUESTIONS. WHATS 
THE PRICE AND WHEN CAN 


I WOULDN'T HAVE. BELIEVED 
IT...6UT THERE'S MY 
DINNER, ALL COOKED 
ANP READY To SERVE 


YOU MAKE DELIVERY & 
Ce 
ST SOLD 
EN ove PLETEL' st 
4 4 ea ) | 
| clean SO UMING UP ALL Tye HSE] | I KNEW YOUD HAVE 
| ESS, ITS Tp, COOKING....ITS an 0OltéiE - TO SEE IT YOURSELF... 
| THAT IT HEL M MODERN BEAL Ty, EED ITs — Ae ¥ ANP XI KNOW You'LL 
| EFFICIENT Amir THE KITCHEN fi foo THE FACT — ——__—ae\ NEVER BE SORRY YOU 
THAT AUTOMATIC CON M. THEN HE RE-E\ L, CLEAN ee A BOUGHT AN AUTOMATIC 
WORK TROL MA SECT ASIZED | A ELECTRIC RANGE! 
| THOUGH By MAGIC | Ic COOKING pee Reet as - — 
: ADMIRAL + COOLERATOR - CROSLEY + FRIGIDAIRE 
1 GENERAL ELECTRIC + GIBSON - | HOTPOINT 
KELVINATOR - LEDO + MONARCH + NORGE 
| QUALITY + .UNIVERSAL + WESTINGHOUSE - 
; — = . - - g oh - Ae a ; : at a 
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Food Spoilage 


To Completely Stop It, Freezer Mfrs. Must Seek Ways To 
Control Enzyme Action, ASRE Speaker Says 


DETROIT — The enzyme is one 
microorganism that home and farm 
freezer designers will have to reckon 
with more closely. For the break- 
down of foods by enzymatic action 
constitutes one of the big hurdles in 
frozen food acceptance at the present 
time. 

That terse warning was given 
members of the Detroit section of 
the American Society of Refrigerat- 
ing Engineers at a recent session 
conducted by L..E. Riemenschneider, 
of General Farm Appliances Co. 

For long-term storage, he said, 
freezer design ‘must be based upon 
the laws of enzyme chemistry rather 
than just how to make a cabinet that 
is pretty and cold. 

“Highly practical test freezers with 
these revolutionary aspects have been 
designed and in use for’ several 
years. When all the laws of enzyme 
chemistry are fully recognized, and 
the design influenced accordingly, 
pork and its products (including 
sausages) have been held up to two 
years in perfectly fresh condition. 

“The design of frozen food equip- 
ment,” he emphasized, ‘necessitates 
not only a knowledge of mechanical 
engineering, but also a knowledge of 
food chemistry.” 

Speaking on the subject, ‘Why 
Do Foods Spoil?”, Riemenschneider 
told the Detroit ASRE’s first meeting 
of the 1949-50 season: 

“When ‘the commercial processors 
of frozen foods, the warehousing 
and transportation personnel, and 
the retail distributing organizations 
are fully cognizant of the principles 
involved, and the equipment and 
facilities are provided to hold foods 
at much lower temperatures and at 
temperatures wherein no fluctuation 
occurs, the quality of the frozen food 
reaching the customers will be so 
much superior to that now received, 
there will be a far greater acceptance 
of frozen foods. 

“There have been hundreds of new 
frozen food items that have been put 
on the market,” he continued, ‘most 
of which have achieved but mediocre 
success. Many have disappeared from 
the local retailer’s dispensing cabi- 


By Roy Denial 


nets, not because the product wasn’t 
good when first processed, but be- 
cause it was in very poor condition 
when received by the customer. 

“It is apparent that home freezer 
food cabinets for rural and suburban 
use must be designed upon entirely 
different principles. The current 
freezers now offered are reasonably 
satisfactory for strictly urban use 
when employed for the short term 
storage of previously frozen foods. 

“However, for farm and suburban 
use, wherein the purpose of the home 
freezer should be the annual means 
of food preservation, the current de- 
signs are very poor and should not 
be marketed for this purpose. 


Temperature Fluctuations 
Should Be Reduced 


“A frozen food unit for the annual 
means of preserving food must be 
a unit wherein a quarter of beef (or 
the equivalent) can be placed with- 
out causing any rise in the tem- 
perature of food already stored. 
Temperature fluctuations due _ to 
compressor cycling, door openings, 
loading with warm food, and due to 
power and mechanical failures must 
be eliminated or greatly minimized. 

“This type of freezer must be large 
enough to store a sufficient amount of 
this season’s supply of each particular 
food to last until next season’s supply 
is again available. The quality of 
this food at the end of the storage 
period must (and can) be as fresh as 
when the food was first placed in 
the freezer. 

“The varieties of foods must not 
be limited to those which spoil the 
least, but must include everything 
the family likes, whether it is pork, 
and all of its products including mild- 
cured ham and bacon, seasoned sau- 
sage of all varieties, ground meats, 
poultry and its products, fish, cooked 
and baked foods, as well as fruits, 
fruit juices, berries, or any of the 
other commonly preserved items.” 

As Riemenschneider explained, the 
difficulty in attaining proper long 
term refrigerated food storage de- 


rives from the fact that enzymes 
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FOR Zover PORCELAIN ENAMEL JOBS- 


A Specialist |S THE ANSWER 


¥ HOUSEHOLD REFRIGERATORS 


a in, ee - 
=| Crisper Pans 


¥ HOME AND FARM FREEZER ACCESSORIES 


For over 20 years, The Strong Manufacturing Company 


has produced only top-quality porcelain enamel prod- 
ucts—and are specialists in refrigerator accessories made 


to manufacturers’ most exacting specifications. 


You can depend on fast, efficient service, on-time de- 
liveries, and quality geared to your production demands. 


Send Us Your Specifications and Production Needs 
or 
Write for Complete Information 


THE STRONG MANUFACTURING CO. 
SEBRING, OHIO 


|E vaporator 
Doors 


already emitted by bacteria do not 
halt their decomposition of food 
despite low temperatures. 

Addressing his remarks to the 
ASRE members present, Riemen- 
schneider said: 

“Those of you who have attempted 
to culture bacteria have found it 
exceedingly difficult to grow bacteria 
below 50° F., and you also know 
that there are very few strains that 
will grow at all below 40° F. and 
none below freezing. 

“Why,” he asked, “isn’t the stor- 
age of foods at 32° F. (or slightly 
lower) good enough for the satisfac- 
tory and indefinite preservation of 
food? 

“Except in regions of tropical 
overabundance, man has always been 
faced with the problem of saving a 
portion of his current oversupply of 
any one item until the next season 
when the particular food would not 
be available. 

“After the development of the 
principles of mechanical refrigeration 
preservation with its final culmina- 
tion in the quick freezing of foods 
and their storage at low tempera- 
tures.” 

Yet a piece of meat that has been 
stored for several months at freezing 
temperature, Riemenschneider went 
on to point out, still tends to give off 
a somewhat offensive odor upon be- 
ing cooked. 

“As you all know, 32° F. is not 
a satisfactory temperature for the 
long term storage of foods,” he 
added, “nor, for even that matter, is 
20°, or even 0°.” 

Why? The ASRE speaker affirmed 
it’s because even during low tempera- 
ture storage a certain number of 
enzymes have been slowly attacking 
and breaking down the cellular struc- 
ture of the meat. 


Low Temp Refrigeration 
Only Slows It Down 


This occurs, Riemenschneider 
stressed, because fluctuating low 
temperature refrigeration, does not 
completely arrest enzymatic action. 
Rather, it merely slows it down. 

He explained that the enzyme is 
actually nothing more than an or- 
ganic catalyst emitted by the bac- 
terium in order to transform food- 
cells into end-products that can be 
absorbed by bacteria. There end- 
products are responsible for the of- 
fensive odors of many “spoiled” 
foods. 

“Because all cells are surrounded 
by a semi-permeable membrane, and 
because cells do not have the physi- 
cal or mechanical means of severing 
a morsel of food and swallowing it 
as such,” he asserted, ‘‘the purpose 
of the enzyme emitted by cells is to 
set in motion a chemical disintegra- 
tion and liquefaction of the food 
supply for that cell. 

“An an illustration, we will allow 
a piece of beefsteak to be kept at 
room temperature and eventually this 
piece of beefsteak will start to spoil. 
It will discolor, start to decompose, 
to liquefy, to develop a foul odor, 
and upon microscopic examination, 
we will find that it is swarming with 
millions of microorganisms. Because 
the beefsteak is decomposing and 
the bacteria are growing and multi- 
plying, we assume that the bacteria 
are using the piece of beefsteak as 
food, and that this process is caus- 
ing the food to spoil.” 


But that just isn’t so, Riemen- 


de 


te, 


MORE FROZEN FOOD STORAGE 
EQUALIZED REFRIGERANT DISTRIBUTION 


pemovaBle 
SHELVES 


= 
puLt LENGTH 
poor 


e 
CONCEALED 
CONTROL 

Stainless Steel, all refrigerants, 


Evaporators. Sizes 342 to 10 cubic 
feet. 


Write for bulletin E-4 


STANDARD REFRIGERATION CO. 
332 S. Hoyne Ave., Chicago 12, Ill. 


| AIAN DARD 


STAINLESS STEEL EVAPORATORS, 
UQUID RECEIVERS. 

COUNTERFLOW CONDENSERS. 
SHELL AND CON CONDENSERS. 


schneider avowed. 

“Upon exposure of the beefsteak 
to bacteria,” he resumed, “what ac- 
tually happens is that the bacteria 
contact the moist surface of the 
beefsteak, absorb some water, and 
give off enzymes into the imme- 
diately adjacent area. 

“These enzymes, which function 
outside of the cell of the microor- 
ganism are digestive ferments. The 
purpose of these enzymes is to cause 
a chemical disintegration and lique- 
faction (or digestion) of the imme- 
diately adjacent portion of the beef- 
steak. 

In this liquefied and digested food 
so produced, the bacterium will swim 
and absorb the liquefied food through 
the pores of the membrane surround- 
ing itself.” 

At this juncture Riemenschneider 
paused to drive home a point. 


Enzymes, Not Bacteria, 
Constitute the Cause 


“The physical presence of the bac- 
terium on the surface of the beef- 
steak is not the immediate cause of 
its spoilage,” he asserted. ‘The disin- 
tegration of this piece of beefsteak 
by the enzymes emitted by the bac- 
teria for that precise purpose is the 
actual spoilage. 

“The food must spoil first before it 
can be consumed by the bacteria and 
before they can grow and multiply. 
Thus, bacteria live upon spoiled food. 
Because food spoilage is a chemical 
phenomena and obeys every law of 
chemistry, the velocity of this chemi- 
cal reaction (or spoilage process) is 
in direct proportion to temperature.” 

While with foods stored at freezing 
temperature the organic breakdown 
has been slowed to an almost indis- 
tinguishable rate, nonetheless, it is 
still taking place, Riemenschneider 
reminded his audience. And in time 
it would render the food just as un- 
palatable as though it had been lett 
at room temperature where such a 
transformation would have occurred 
much more rapidly. 

Because the “spoilage rate is pro- 
portional to the enzyme concentra- 
tion, and this in turn to the bacteria 
count,” the problem becomes one of 
how best to utilize refrigeration in 
stopping enzymatic action, Riemen- 
schneider said. 

Due to the chemical nature of 
enzymatic action,” our ability to stop 
enzymatic action will depend to a 
great degree on our success in hold- 
ing the food in a static condition, 
thus inhibiting chemical change.” 

In this regard, Riemenschneider 
cited van’t Hoff’s law concerning 
chemical change. Jacobus Hendricus 
van’t Hoff, a Dutch chemist of the 
late 19th century, maintained that 
“each 18° F. rise in temperature will 
double the speed of an enzyme-in- 
spired chemical reaction. Conversely, 
for each 18° F. drop in temperature, 
the speed of this reaction will be 
halved, or the storage life of the food 
doubled. 

“This ratio holds true down 
through normal refrigerated tempera- 
ture ranges,’ Riemenschneider stated, 
“and also right down through freez- 
ing and sub-zero temperatures. 


Activity Continues In 
Spite of Refrigerator 


“When foods are placed in a house- | 


hold refrigerator, there is little bac- 
terial growth; however, foods wiil 
spoil due to the chemical catalysts 
that were given off by bacteria at 
higher temperatures before the food 
was refrigerated. 

“The keeping quality of food in 
refrigerated temperatures is in direct 


proportion to the bacteria count | 


prior to refrigeration, which deter- 
mines the amount of enzyme con- 


add to the salt mixture depresses 
the freezing point much further. 
“The velocity of enzyme-inspire:; 


chemical reactions: taking place i» 


foods in storage is slowed in direc: 
proportion to temperature. Howeve:, 
because enzyme reactions cannc: 
take place without free water, th: 
enzyme reaction or food spoilage tha 
can occur in foods held at sub-freez 
ing temperatures is in direct propo. - 
tion to the amount of unfrozen wate 
still remaining.” 

Enzyme action can be stopped. Bu 
it’s a tough job, Riemenschneide 
said. For the law governing enzyme 
states that they will continue thei 
activity if the mass is stirred. 

“Because there is still some wate 
remaining unfrozen in foods excep 
at very low temperature,’’ commente: 
Riemenschneider, “there is alway. 
some water just at the freezing o 
thawing point. ; 

“Any temperature fluctuation what 
soever, then, constitutes a freezin: 
and thawing (expansion and con- 
traction) which satisfies the require - 
ment of the law regarding stirrin:- 
of the mass. 

“The quality of frozen food ii 
storage will be in direct proportion 
to the bacteria count prior to freez- 
ing, (which determines enzyme con- 
centration), plus the temperature a: 
which it is held (which determines 
the speed of enzyme-inspired chemi- 
cal reaction), plus the type of ingre- 
dient mixed with the water in the 
food (which determines the amount 
of free water available for enzyme 
action), plus the amount of tempera- 
ture fluctuation the food was sub- 
jected to during storage (which 
determines the stirring of the mass).” 


4% 
4 


centration, and in proportion to the 


temperature at which it is held. 
“Due to the fats, oils, sugars, acids, 


salts, etc., and other things mixed | 


with the water that is in food, the 
freezing point of water is depressed 


proportionnally. Seasoned pork sau- | 


sage contains salt. Obviously, it will 
not freeze unless it is held below 
the freezing point of a salt water 
mixture. The fats and oils in pork 
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Question of Acoustic Control 


DETROIT—“The question of 
acoustic control in air handling is 
becoming of primary interest, espe- 
cially as high velocity systems be- 
come more popular,” Thomas A. 
Walters, director of research for 
American Blower Corp., told the 
Michigan chapter of the American 
Society of Heating & Ventilating 
Engineers. 

“But there is no known means at 
present of measuring the sound level 
in an air stream. Air rushing over 
a microphone creates additional 
sounds in itself, thus the sound level 
indicated by the microphone would 
not be the true one. 

“The present ambient sound tests 
of fans, however, are valuable as a 
comparison between fans, but do not 
show the sound level in the. duct. 
Work is being done to establish tests 
for sound levels in ducts,” he indi- 
cated. 

“Sound levels at the fan outlet in 
a duct system may be 12 to 15 deci- 
bels above the standard traverse 
tests outside the fan.” 

The “traverse tests” defined in the 
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Sound Measurement Test Code of the 
National Association of Fan Manu- 
facturers, he explained, were de- 
veloped before the war at the behest 
of the U. S. Navy and call for tests 
with a microphone placed at seven 
locations around the fan, being one 
wheel diameter, but not less than 
5 ft., from the fan. 

“Most reliable sound level readings 
are now considered as those taken 
most closely to the equipment. Where 
the reading is taken close to the 
equipment, the type of room where 
the test is made has little or no 
effect,” he declared. 


Fan Sound Levels 


“Fans are fundamentally noisy, 
however,” Walters stated, going on 
to compare sound levels of some 
household appliances. The data he 
gave was as follows: 


8%4-in. kitchen exhaust fan .. 53 db. 
16,000 c.f.m. attic fan ........ 63 db. 
91,500 cfm. attic fan ........ 68 db. 
po a ere 55 db. 
10-cu. ft. refrigerator (1948).. 57 db. 
Bee ee re eT ere re er 63 db. 


“All these tests,’ he explained, 
“were made 5 ft. from the unit.” 

That sound level of fans was 
closely related to static pressures in 
air-handling systems was emphasized 
by Walters. 

“Higher pressures require higher 
speeds, and higher speeds mean 
higher sound levels. 

“In the past—10, 15, or 20 years 
ago—systems were generally de- 
signed for 114 to 2-in. static pressure. 
Where the fan was some distance 
away from the conditioned space 
with a number of elbows, etc., in 
the duct system, there was little or 
no sound problem. 

“The higher speeds and pressures 
of today, however, indicate the need 
for improved sound control because 
higher speeds mean higher sound 
levels. 


Haldeman Appoints 
Dahl as Sales Manager 


LOS ANGELES—Harry Haldeman, 
president of Harry F. Haldeman, Inc., 
has announced the appointment of 
Niel N. Dahl as sales manager. The 
Haldeman organization is a distribu- 
tor of air conditioning, heating, and 
ventilating equipment. 

Dahl has been associated with the 
air conditioning, heating, and refrig- 
eration industry in California and 
West Coast states since 1930 in both 
engineering and sales capacities. He 
joined the Haldeman organization as 
a sales engineer in 1947. 

In 1930 he became associated with 
the infant air conditioning industry 
as a control engineer for the original 
Carrier Engineering Corp. and served 
for five years as purchasing agent 
and superintendent of construction 
for the Western States Div. 

In June, 1934 Dahl activated the 
new Carrier dealer organization in 
the Portland-Seattle areas, remaining 
as chief engineer and division sales 
manager for Electrical Products Con- 
solidated, the Carrier distributor until 
1938. 

From 1938 through 1940 he was 
associated with the York Corp. dis- 
tributor in San Francisco as an engi- 
neer. In 1940 he returned to Los 
Angeles and entered professional 
engineering as a consulting mechani- 
cal engineer. 

He is a _ registered professional 
engineer in both. California and 
Oregon and a member of the Ameri- 
can Society of Heating & Ventilat- 
ing Engineers. 
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“Generally,” he .explained, “the 
sound level is lowest at the peak 
efficiency of the fan, so the fan 
should be selected at the point of 
maximum efficiency.” 

This applies to all four major types 
of fans—forward curved blade, back- 
ward curved blade, vaneaxial, and 
tubeaxial, according to Walters. 


Fan Data Not Published 


“The fan industry has not yet 
started publishing sound level data 
on all its fans, because this is a 
terrific job. The quiestest fan, how- 
ever, can be selected in the upper 
ranges of the typical fan catalog 
page. Make your selections from the 
upper three, four, or five ranges in 
the conventional fan capacity table,” 
he suggested. 

“We generally feel that if a fan 
is rated at 80 db., it will generally 
be satisfactory if there is the normal 
amount of ductwork in the air condi- 
tioning system. 

“Generally fans over 90 db. defi- 
nitely need acoustical treatment. Be- 
tween 80 and 90 db. is a ‘no man’s 
land,’ but as we reach 80 db. levels 
we know the subject of acoustical 
treatment is approaching. 

“Nothing is to be gained by select- 
ing a fan larger than the theoreti- 
cally perfect selection for maximum 
efficiency and minimum sound level,” 
he also cautioned. 

In discussing methods of con- 
trolling air-borne sound in duct sys- 
tems, Walters reminded the group 
that the answer is to provide some 
form of material capable of absorbing 
sound waves. 

“Sound will either be completely 
reflected off a surface or be partially 
reflected, partially absorbed, and 
partially transmitted.” 

The sound energy absorbed by 
acoustical materials is transformed 
into heat, which, though measurable, 
is in extremely small amounts, he 
said. 


Determining Absorption 


“Such acoustical material is de- 
scribed in terms of its ‘coefficient of 
sound absorption,’ which indicates 
the percentage of sound it absorbs. 
The coefficient is a factor of the 
thickness of the material and the 
frequency of the sound.” 

High frequency sounds give the 
acoustical material a higher coeffi- 
cient of absorption, and thicker ma- 
terial will have a higher coefficient, 
Walters explained. 

Data for arriving at sound- -absorp- 
tion coefficients is quite complicated, 
he indicated, but he pointed out that 
the efficiency of sound-absorbing ma- 
terial is related to the duct length, 
area of duct, and perimeter of the 
duct. 

“Larger area ducts require more 
surface of sound-absorbing material, 
and where the length of duct is 
limited, it may be necessary to install 


Kold-Hold Announces 4 
Industrial Heating Agents 


LANSING, Mich.—Four new in- 
dustrial heating representatives have 
been added in the midwest by the 
platecoil division of the Kold-Hold 
Mfg. Co., here, the company has an- 
nounced. 

The new representatives are: The 
Henry P. Thompson Co., Cincinnati; 
Power Plant Efficiency Co., Indiana- 
polis; Patton Equipment Co., St. 
Louis; and W. P. Nevins Co., Chicago. 


Appliance Mfg. Names Outlets 


ALLIANCE, Ohio—Appliance Mfg. 
Co. here has announced the appoint- 
ment of the following distributors 
for ‘Duchess’ washing machines: 
Tri-State Appliance Distributors, Inc., 
Erie, Pa.; National Distributors, Inc., 
Columbia, S. C.; and Signal Dis- 
tributors, Inc., Boston. 


No Means for Measuring Sound Levels 
In an Air Stream Has Been Developed 


partitions to form sound traps,” he 
declared. 

“A typical factor for sound-absorp- 
tion material is .5 for sound in 
frequencies of 400 to 500 per second,” 
Walters added. 

In other words, with a coefficient 
of .5, the acoustic material would 
absorb half the sound, he explained. 

“In some instances it may be 
necessary to design sound-absorption 
installations for the predominate fre- 
quency of the fan, which generally 
corresponds to the r.p.m. of the fan 
and the number of blades. If the 
sound-absorption system is designed 
for the blade frequency, it can prob- 
ably absorb other sounds.” 


Treating Duct Interiors 


Questioned as to whether much © 


could be accomplished by sound- 
treating the interior surface of the 
fan scroll, Walters answered that 
“the area inside the scroll is too small 
to achieve much.” 

Another ASHVE member inquired 
whether conventional air filters had 
any sound-absorption effect. 

“Perhaps they do absorb some 
sound, but we have very little data 
on this,” Walters admitted. 

“Will sound traps affect static 
pressure?” he was asked. 

“Yes, there will be an adverse ef- 
fect, but if there is enough free area 
in the trap, the effect won’t be too 
much, perhaps a 15 to 20% increase.” 

“What will happen to the velocity 
through the sound trap?” 


Covering the Exterior 


“You should figure on a_ duct 
velocity of about 10% under that 
through an untreated duct,’ Walters 
commented, adding that “we have 
conducted tests at 2,000 f.p.m. over 
acoustical material with no _ dis- 
cernible erosion effect on the ma- 
terial.” 

“What would be the effect of put- 
ting absorbent material on the out- 
side of a duct,’ queried another in 
the audience. 

“Well, you would cut the heat loss, 
because acoustical material is also 
good insulation, and you would re- 
duce panel resonance, but there is 
very little, if any, transmission of air- 
borne sound through the duct walls, 
so acoustical materials on the out- 
side would have little effect,” replied 


“Would there be any attenuation 
of sound through elbows?” he was 
also asked. 


“Small 90° elbows in sizes of 6 in. 
or less would reduce sound levels 
about 3 db., but the larger the el- 
bows the less sound absorption 
there would be,” he declared. 


Walters also went on to explain, 
in answer to a question from the 
tloor, what the various decibel ratings 
meant. 

“The decibel scale is logarithmic. 
Suppose you had one kitchen exhaust 
fan that was rated at 53 db. and you 
installed another identical fan in the 
same room under the same condi- 
tions. This would increase the total 
sound level to 56 db. 


“Every time you increase the sound 
intensity 3 db. means you double 
the sound intensity. Increasing the 
intensity from 53 to 63 db., means 
increasing the intensity 10 times.” 
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The above advertisement which recently ap- 
peared stated that we had discovered no way 
by which Johnson Formica Table Tops could be 


improved. 


But now, entirely new Johnson pro- 
duction equipment is producing the 
smoothest table surfaces ever seen. 
Absence of surface irregularities re- 
sults in an extreme reduction of 
wear. Johnson Tops now guarantee 
longer life! 


NSON . 


Dealers: We are telling your cus- 
tomers about the New Johnson Table 
Tops — the smoothest ever made. 
Here’s your chance for extra profits 
under our liberal Dealer Arrange- 
ment. 


Write today for details. 
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World Import Restrictions Affecting Air 
Conditioning & Refrigeration Equipment 
(2. British Colonies Through Colombia) 


available, late 


With this article we present the second in a special series 
of studies on the present-day import regulations pertaining to our 
industry. This information has been collected from all parts of 
the world with the active assistance of the U. S. Department of 
Commerce, Washington, D. C., and its District Office in Detroit. 
American export figures for the year 1948 will be added. Our 
readers are advised to retain these articles, as they appear, as 
a similar publication has, so far, not appeared in the press. 

The countries will be treated in alphabetical order. Wherever 
information—dated June to August, 1949—on 
developments of imports of the products of this industry from 
the United States will be added. 


By Eugene Hesz, International Market Analyst and Instructor, 
University of Detroit 


Part Il 


BRITISH COLONIES 


The major British colonies will be 
treated in this survey one by one, 
in alphabetical order. For those not 
specifically mentioned in this study, 
it must be taken for granted that an 
import license is needed. These im- 
port licenses generally assure allot- 
ment of foreign exchange. 

These miscellaneous British colo- 
nies include such areas as Bermuda 
and Rhodesia, various minor pro- 
tectorates, and trusteeship territories. 
‘The dominions and similar members 


of the British Empire will be given 
separate treatment. 


BULGARIA 


Bulgaria is today situated behind 
the “Iron Curtain.” Apart from this 
fact, our industries are not too much 
interested in this underdeveloped and 
scarcely-to-be-enlarged market. Im- 
port restrictions and permissions for 
foreign exchange are required in all 
cases. 

BURMA 


All imports from the United States 
require an import license authorized 
by the government of Burma. The 


At Last! “Stories of 


& ae 
oon 
‘ 


the Week” 


In Handy Form 


In response to hundreds of requests 
from Arr Conpitioninc & REFRIGERATION 
News subscribers, the conductor of its 
“Inside Dope” column has collected and 
grouped his best “Stories of the Week.” 
They are now available in convenient 
book-form for your reading and working 
pleasure. The book is entitled: “You'll 
Love This One.” 


Everyone will enjoy reading this book, 
we hope, but for the salesman—and for 
anyone who may be called upon to “say 
a few words” at a meeting—it should 
have especial appeal. 


Here’s why: this book of good stories 
you can tell is printed on thin paper, 
bound in flexible leatherette, and de- 
signed to fit neatly into your inside coat 


pocket. 


g in ‘ap ante-room to see Mr. Bigdome, the sales representative 
can thumb through it and pick out four or five pertinent jokes which are 
guaranteed to put his prospect in a good mood. 


_The man about to make a speech—or one who figures he may be asked to 
rise and shine extemporaneously—can consult it surreptitiously while the 
toastmaster is doing his stuff. Although it’s jampacked with grand tales, it 


isn’t bulky. 
a book. 


Rather, it’s unobtrusive. Looks more like a leather wallet than 


_ You can be the life of the party if you’ve memorized some of the anecdotes 
in this book. Everybody loves a good story well told—and all the jokes in this 
book have been tested on tough audiences, both large and intimate, by the 


author. 


Within its 236 thin-paper pages more than 200 sure-fire laughs are presented. 
You can use it profitably, and so can your friends. It’s handsomely turned out, 
and will make an appreciated Christmas present. 


PRICE: 


$4 50 


(Write for quantity discounts on 5 or more copies.) 
Order directly from: Business News Publishing Co., 450 West Fort St., 


Detroit 26, Mich. 


BUSINESS NEWS PUBLISHING CO. 
450 W. Fort St., Detroit 26, Mich. 


GENTLEMEN : 
Please send me 


copies of “You'll Love This One” at $1.50 per 


validity of this license is six months. 

Extensions may be permitted in 
case of valid delays. Permission for 
obtaining foreign exchange is also 
necessary. 

The situation in Burma is still in a 
state of flux, but has undoubtedly 
developed of late in a more favorable 
direction towards the western powers. 

According to very recent informa- 
tion, imports of domestic refriger- 
ators are practically prohibited. Im- 
ports of commercial refrigerators are 
subject to general restrictions gov- 
erning importation of American mer- 
chandise. 

In 1948, total American imports of 
domestic refrigerators amounted only 
to $12,000. All other items of our 
industries added up to another $5,000. 


CANADA 


The situation with regard to 
Canada is probably better known to 
American manufacturers than that 
regarding any other foreign country. 
Therefore, only an outline of the 
existing regulations will be given 
here. 

Any American manufacturer who 
desires more detailed information 
should write to the Areas Div., Office 
of International Trade, Department 
of Commerce, Washington 25, D. C. 

Import licenses are _ generally 
needed, and they do carry the right 
to foreign exchange. Exports of our 
products to Canada appear rather 
difficult. However, the aggregate of 
our exports to this country in 1948 
ran into several million dollars. 

In this connection, it is interesting 
to note that in 1947 Canada produced 
a monthly average of 8,120 domestic 
refrigerators, imported a monthly 
average of 3,450 refrigerators of all 
types from all countries, and exported 
a monthly average of 440 units of all 
types. ; 

For 1948, these monthly averages 
read: domestic types—production, 
11,570, all types; imports, 90; exports, 
1,380. Figures for the last full month 
available (March, 1949) are: domes- 
tic type, production, 15,880; all types, 
imports, 30; all types, exports, 1,260 
units. 

Total U. S. exports of air condi- 
tioning and refrigeration equipment 


4 in 1948 to Canada were: 


Household refrigerators ...$ 256,000 
Parts for household 
po re 3,887,000 


Compressors and condensing 


condensing units ........ 1,861,000 
Centrifugal refrigeration 

en ae Coes en eee 2,000 
Evaporative condensers ... 137,000 
Heat transfer equipment.. 119,000 - 
Ice making equipment...... 567,000 
Air diffuser units .......... 121,000 
Self-contained commercial 

refrigeration equipment... 772,000 
ESR COGIBTE. oo. mic is cases 111,000 
Room air conditioning units 19,000 
Commercial air conditioning 

| BS rere tere ee 140,000 
Mechanical commercial 

rs 55,000 
Auxiliary equipment ....... 1,875,000 
pe 537,000 
Replacement parts ......... 442,000 
MEE? Cote uur rare ence ns $10,901,000 


CEYLON 


Import restrictions and dollar per- 
mits are needed. It will be under- 
stood that Ceylon’s foreign trade is 
oriented to a large degree towards 


Output of Refrigerators In 
Canada Still at High Level 


WASHINGTON, D. C.—Production 
of electric household refrigerators in 
Canada during the first six months of 
1949 totaled 84,776 units, compared 
with 66,069 in the corresponding 
period of 1948 and 48,715 in the like 
1947 period, according to the Office 
of International Trade. 

“Imports of electric refrigerators 
from the United States were re- 
stricted Nov. 17, 1947,” the OIT 
noted. “Consequently, the Canadian 
industry has expanded and continues 
to operate at a high level in order 
to compensate for the decrease in 
imports from the United States.” 


Genuine Joe says... 


“Stock WAGNER 
STANDARD ROTORS” 


5 ieee 


: - : 
q 


the United Kingdom, for obvious 
reasons. 

In 1948, the United States exported 
to Ceylon domestic refrigerators, in- 
cluding parts, in the amount of 
$47,000, miscellaneous air condition- 
ing and refrigeration equipment in 
the amount of $30,000, and auxiliary 
equipment worth $22,000. 


CHILE 


The importation of domestic and 
commercial refrigerators is restricted 
in Chile by the present extreme 
scarcity of dollar exchange and by 
the shortage of electric power, which 
has to be rationed in the Santiago 
area during the winter dry season 
(June-August). 

The 1949 Exchange Budget for 
Chile makes no allotment of dollar 
exchange for imports of refrigerators 
during the year. Their importation is 
therefore prohibited except for the 
importation of replacement parts 
allowable under the gold law. 

The general ruling is that an im- 
port license is necessary and must 
be obtained prior to shipment of 
goods and copy must be sent to the 
exporter. Exchange permit is also 
essential and, once granted, will be 
noted on the import license. 

In 1948, the United States exported 
to Chile domestic refrigerators and 
parts worth $245,000, miscellaneous 
air conditioning and_ refrigeration 
equipment in the amount of $76,000, 
ice making equipment valued at 
$11,000, room and commercial air 
conditioning units worth. $41,000, 
auxiliary equipment worth $80,000, 
and replacement parts valued at 
$33,000. 


CHINA 


Under Chinese Nationalist foreign 
trade regulations, the import of both 
industrial refrigerating equipment 
and electric household refrigerators 
is permitted under a licensing ar- 
rangement. These licenses do not 
carry automatic permission for ob- 
taining dollar exchange, except on 
government order. 

In view of the present uncertain 
conditions, the situation appears 
scarcely interesting for the American 
exporter, even if it is realized that 
the remaining four provinces under 
the Nationalist regime contain over 
120 million people. However, prac- 
tically all harbors are now in Com- 
munist hands. 

Under Communist East China 
foreign trade regulations, dated June 
6, 1949, and applicable to the Shang- 
hai area, the import of refrigerators, 
both industrial and household, is pro- 
hibited without a special permit to 
be obtained from the “People’s Gov- 
ernment.” 

Our exports to China in 1948 
amounted to $97,000 for domestic re- 
frigerators and parts, $101,000 for 
miscellaneous commercial refrigera- 
tion and air conditioning equipment, 
$12,000 for ice making units, $97,000 
for domestic and commercial space 
air conditioning units, $11,000 for 
mechanical commercial refrigerators, 
$114,000 for auxiliary equipment, and 
$15,000 for miscellaneous parts. 


COLOMBIA 


In general, imports are _ strictly 
regulated and, once official permis- 
sion is obtained, the foreign exchange 
permit is automatically granted. 

Actually, the foreign exchange 
situation in Colombia is tense, at 
present, but this should not induce 
the American exporter to relax his 
attention regarding the Colombian 
market. Only a few months ago, the 
International Bank for Reconstruc- 


tion and Development granted a low 
interest loan to Colombia and, per- 
haps even more important, American 
oil companies are spending much 
larger amounts, running into many 
million dollars of yearly expenses, for 
the development of Colombia’s oil 
resources. 

In the fall of 1949, the foreign ex- 
change available for acquiring Amer- 
ican refrigerators was of small size. 
The year 1948, however, shows the 
following interesting picture: 


Exports of U.S. Air Conditioning 
And Refrigeration Equipment 
To Colombia In 1948 


Household refrigerators and 


IT eT ere ere Cre $ 768,000 
Compressors and condensing 
Ree rarer errr reek eee 177,000 
Miscellaneous commercial 
ee ee 26,000 
Self-contained commercial 
PORPIMOTOUOTS ois iicscc cess 322,000 
Mechanical commercial 
POEPINOTRUOTE. oi ck 6 cc ccecae 111,000 
Room and space air 
conditioning units ........ 66,000 
Auxiliary equipment ........ 1,056,000 
Miscellaneous parts ......... 103,000 
Ice making equipment ...... 148,000 
Re te ee eens $2,777,000 
(To Be Continued) 
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PROBLEMS 


STANDARD-DUTY Driers with Molded Du-Cal Drierite 


New Molded Du-Cal Drierite as the drying agent is guar- 
anteed to retain up to 20% of weight in moisture, even at 
refrigerant temperatures up to 150° F.... without breaking 
down, powdering, dusting, or allowing any pressure drop. 
For heavy-duty requirements, Cross-Flo is the industry's 
outstanding drier-filter (capacities 1, 2, 3, and 5 Tons). 
Standard-Duty are low-cost. driers with Molded Drierite 
discs as the highly-efficient drying agent. 

Capacities: %, ¥2, %, and 1 HP. 


Literature and Prices on Request 


R E MC oO INCORPORATED 


ZELIENOPLE, PA. 
Remco—at the Exposition—Booths 727 and 729 


for Squirrel-Cage Motors 


Reduce starting current on your compressor cir- 
cuits and prevent lamp flicker with Bulletin 640 or 
Bulletin 740 compression resistance starters. Ideal for 
network systems or where the power company im- 
poses current limitations in starting large a-c motors. 
Write for bulletin, “Automatic Reduced Voltage 
Starters” containing complete information. Allen- 
Bradley Co., 1313 S. First Street, Milwaukee 4, Wis. 


STARTERS _ 
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copy. ([) Check enclosed. [] Please bill me. 
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Operation, Advantages of ‘Thermobank’ 
Hot Gas Defrost for Cold Room Explained 


DETROIT — Employing a_ small 
yperating model of the Kramer Tren- 
-on “Thermobank” to show how its 
wutomatic hot gas defrost system 
unctions, M. E. “Joe” Corbin de- 
:cribed and demonstrated the opera- 
tion of the device before the Greater 
Detroit chapter of the Refrigeration 
Service Engineers Society recently. 

“There are several ways of defrost- 
ing a coil,” Corbin pointed out, “such 
as in an ordinary 35° or 40° F. 
cooler, where the system is set so 
the coil will defrost on the off cycle 
of the machine. But this 7 
won’t work in a 0° room.’ 

Possible defrost methods, for tow. 
temperature applications, he said, in- 
clude the brine spray system, water 
defrost, electric defrost, hot gas de- 
frost, and the Thermobank, which 
he described as ‘a special system of 
hot gas defrost.” 

All these have both advantages 
and disadvantages, Corbin said. 

“While the brine spray system, for 
example, will prevent freeze-ups, it 
can result in a high rate of deteriora- 
tion of coils, the brine must be re- 
strengthened nearly every month, 
and maintenance on the brine pumps 
runs high. 

“Chief advantage of water defrost 
is the fact that it’s the simplest and 
cheapest, but it often requires con- 
siderable plumbing to install and is 
not generally satisfactory for auto- 
matic defrosting in localities where 
water temperatures run below 45° F. 

“Electric defrost has some advan- 
tages, but it is bulky, and the life 
of the electric heating element is 
limited. It draws a lot of current, 
too,” Corbin declared. “A 5-hp. com- 
pressor operating a 0° room would 
probably draw about 5,000 watts, 
while an electric defrost system for 
this same room would draw about 
7,000 watts and still take a long time 
to defrost. 

“Conventional hot gas defrost sys- 
tems require daily attention and take 
considerable power. 

“The only possible disadvantage of 


@® 
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the Thermobank is its higher first 
Dehydrator 
Refilling 


SAVE miler 


Costs less to REPLACE with 


SHANK 
DEHYDRATORS 
Than to refill--- 


Before you refill the next lot of 
Dehydrators—check your labor 
costs against the cost of NEW 
Shank Dehydrators. 

Finest construction—give long 
service. Fresh dust-free Silica 
used—won't powder. 


Write today for prices or see 
your jobber. 


CYRUS SHANK CO. 
631 W. Jackson Blvd. Chicago 6, Ill. 
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M. E. 


“Joe” Corbin (1.), representing the Kramer Trenton Co., shows on 


a small operating model how the “Thermobank” hot gas defrost system 
works. Watching the demonstration are (from left to right) F. E. Roberts, 


Carl Black, and James Williams. 


cost,” he asserted. 

By using slides, Corbin showed how 
various components have been com- 
bined to make up the Thermobank 
defrost system. 

If hot gas were pumped from the 
compressor directly into the evapora- 
tor of a 0° F. room, the gas would 
cause the frost to melt off the coil 
and would itself condense into a 
liquid. But the liquid refrigerant 
would be returned to the machine 
and cause trouble. 

“You could, for example, install 
a re-evaporator tank equipped with 
an electric heater in the line after 
the coil to re-evaporate the liquid 
refrigerant leaving the defrosted coil. 
This would add considerable to the 
power cost, however. 

“Another way to do this would be 
to use a double-tank for the re- 
evaporator. This tank would contain 
an anti-freeze ‘heat-hold’ solution 
heated by a gas flame so that the 
solution would re-evaporate the re- 
frigerant. 

“But here we would be using gas 
for heating the solution, so why can’t 
we pump the hot gas from the com- 
pressor during the regular running 
cycle through this ‘heat-hold’ solu- 
tion to warm it up? During the 
defrost cycle the warm _ solution 
would re-evaporate the liquid refrig- 
erant coming from the coil.” 

That, he indicated, is essentially 
the secret of the Thermobank defrost 
system. 

But other considerations are in- 
volved in its automatic operation, 
including the fact that “you can’t 
defrost a coil at 0° with the fan 
running—at least not in a _ short 
time,’ Corbin continued. 

“So the Thermobank system has an 


electric timer which turns off the fan 


when it starts the defrost cycle.” 

The timer clock, he _ explained, 
operates only when the compressor is 
actually running on the “on” cycle, 
and is usually set to throw on the 
defrost cycle after three hour’s run- 
ning time. In other words, if the 
compressor operates 15 minutes out 
of every hour, the timer-switch would 
kick on the defrost cycle every 12 
hours by the clock. 

Besides stopping the blower fan 
on the coil at the beginning of the 
defrost cycle, the clock-driven timer- 
switch also opens a solenoid in the 
compressor discharge line which 
sends the hot compressed gas through 
the evaporator to defrost it. 

“A limiting feature on the solenoid 
prevents the hot gas from backing 
up into the compressor, as is con- 
ceivable under some _ conditions,” 
stated Corbin. 

. “To prevent freezing of the drain 
line which carries away the melted 
frost from the evaporator, the line 
which supplies the hot gas for de- 
frosting should be soldered to the 
drain line. Solder it solidly, too, don’t 
just ‘tack’ the two together.” 

The hot gas line also is attached 
to the drain pan beneath the coil so 
this won’t freeze up, either, he added. 

“Proper application and sizing of 
lines, compressors, and evaporator 
are important for the _ successful 
operation of the Thermobank,” Cor- 
bin emphasized. “Too large a com- 
pressor could mean that slugs of 
liquid would get through the Thermo- 
bank and back to the compressor.” 

Although the company does not 
supply the condensing units for 
Thermobank installations, Kramer 
Trenton blower coils are included in 
Thermobank systems, he indicated. 

“The Thermobank itself is shipped 


-“ with concentrated ethylene glycol as 


“fied bnaliieseas = cae 
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the anti-freeze. When the device is 
installed in the field, the contractor 
fills the balance of the container 
with water. When filled to the proper 
level with water, the resulting anti- 
freeze solution is okay down to -15° 
Pig 

On the newer horizontal models 
of the Thermobank, no oil return line 
has to be incorporated during the 
installation. The older vertical Ther- 
mobanks, however, must be installed 
above the compressor level so that 
oil will flow back to the compressor 


via the oil return line, which con- 
nects into,the suction line. 

“The suction gas disperses the oil 
into vapor before it reaches the com- 
pressor, thus preventing slugging,” 
Corbin said. 

“The average Thermobank can 
take care of up to four evaporators 
on one system,” but he indicated that 
multiple low side installations may 
require some special handling. 

“With two evaporators operating 
off one condensing unit and one 
Thermobank we have a solenoid for 
each evaporator. If only one solenoid 
were_used, one evaporator could be 
starved on one cycle while the other 
evaporator starved on the next cycle.” 

Another consideration, too, in 
Thermobank installations is obtaining 
adequate head pressures to warm up 
the “heat-hold” solution for defrost- 
ing, Corbin said. 

“We have to have at least 105° 
head temperatures,” he _ declared. 
“Suppose you have an_ air-cooled 
condensing unit operating outside in 
winter. 

“When the outdoor temperature 
was low the head pressure on the 
system would fall. To overcome this 
condition we have an automatic 
throttling valve available which 
would keep up the head pressure.” 

This problem is generally not so 
important with hermetic compressors, 
he added. 

“Discharge temperatures from her- 
metics run considerably higher, be- 
cause the motor heat superheats the 
compressed gas. I’ve seen hermetic 
systems with 100-lb. head pressures 
but refrigerant temperatures (‘Freon- 
12’) of 240° F. This high tempera- 
ture will often cut the defrosting 
time on coils from the average of 
six minutes down to four minutes.” 

In selecting condensing units for 
Thermobank systems, Corbin urged 
that a 10° t.d. be employed. 

“If you pick a coil for 0°, you 
should choose a machine for -10° F.” 

In this connection he reminded the 
RSES group that the capacity of 
machines falls off considerably as the 
suction temperature goes down. 

“A 15-hp. compressor employed for 
air conditioning temperatures, for 
example, delivers 180,000 B.t.u./hr. 
on the average. At 0° this same 
machine will give only 100,000 B.t.u., 
and at -30° its capacity has fallen 
to 41,000 B.t.u.” 


C.P. Yoder Heads Sales for 
Kold-Hold Platecoil Div. 


LANSING, Mich. — Clayton P. 


(Bill) Yoder has been appointed sales 
manager of the platecoil division of 


the Kold-Hold 
Mfg. Co. accord- 
ing to J. R. Tran- 
ter, president. 


Yoder’s imme- 
diate activities will 
include _ establish- 
ing sales represen- 
tatives in the lead- 

ing industrial 
areas of the coun- 
try. He will have 
charge of training 
personnel and gen- 
Clayton P. Yoder eral promotion of 
the products of the platecoil division. 

Yoder is a widely known authority 
on industrial electric heating. His 
diversified background in this field 
includes operation of his own sales 
agency in Buffalo where he sold elec- 
tric heating equipment, utility line 
materials, and related items to in- 
dustries in New York and Pennsyl- 
vania. 

Yoder first became interested in 
electric heat in 1910. He was asso- 
ciated with the General Electric Co. 
for many years, the last 10 as head 
of the Standardizing Laboratory at 
Erie, Pa. 

In 1926, he joined the Erie County 
Electric Co. as a power sales engi- 
neer and later was promoted to sales 
manager. From 1931 until he started 
his own business, he was connected 
with the Buffalo Niagara and Eastern 
Power Corp. 

He was industrial heating engineer, 
then manager of the power and heat- 
ing bureau and later was manager of 
the commercial and industrial bureau. 


Frick Boston Branch Moves 


WAYNESBORO, Pa.—Frick Co., 
here, has announced that its branch 
office in Boston, Mass., was moved 
the middle of October from 716 
Columbus Ave. to 419 Commonwealth 
Ave. 

The office is in Boston’s zone 15. 
The new telephone is No. Co.-7-1313. 
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MINERALLAC 2-HOLE 


PIPE STRAPS 


For Heavier Loads! 


Specify MINERALLAC 


MINERALLAC ELECTRIC COMPANY 


Designed for use on loads too heavy 
for one-hole Jiffy clips. Made of all 
new zinc plated tempered steel to 
give strength and rigidity enough to 
support heavier pipes, cables, con- 
duits, etc. Available in sizes to fit 
pipes and conduits from %4-in. to 
1-In. Can also be had in Everdur, 
copper, brass or aluminum. 


Send for literature and prices 


HANGERS, CLIPS 
STRAPS, BUSHINGS 


23 N. Peoria St., Chicago 7, Illinois 


MINERALLAC 


Replace it right 
with Lan 


Replacement Controls, precision- 
built by Ranco, give the accurate, 
dependable, trouble-free service that 
means more satisfied customers and 
more profits for you. Select from 
the most complete line ever supplied 
to the trade—the quality line of 
both general and exact replacements 
for domestic and commercial installa- 
tions. See your Ranco wholesaler 
today. Replace it right with Ranco! 


—most complete line of replacement 


controls on the market! 


Kanco Dac. 


COLUMBUS 1, OHIO 


World's Largest Manufacturers of Refrigeration Controls 


. more than 20,000,000 controls now in use 
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Chattanooga Range Sales Climb In September 


CHATTANOOGA, Tenn.—Septem- 
ber major appliance sales here were 
generally better than in August but, 
in all cases except refrigerators and 
garbage disposers, were well below 
September of last year. 

Reports from the Electric Power 
Board of Chattanooga showed that 


cleaner, clothes washer, and dish- 
washer sales in September exceeded 
those in August. Refrigerator, home 
freezer, clothes drier, and garbage 
disposer sales were lower. 

Units sold, average unit price, and 
total sales value of September sales 
are as follows: 


SOMETHING BESIDES TALK 
NEEDED TO SELL FREEZERS 


range, water heater, ironer, vacuum 
* * * 


—@ Fairview, Mass. 
Unit Average Total Editor: 

Appliance Sales Unit Price Sales Value ; ; : 
Refrigerators ................... 662 $ 270.65 $179,170.30 I read with interest the articles 
Home Freezers ................. 24 321.98 7,727.40 entitled, “Toledo Plan” and “Our 
SE LR Ail fas vikanus Sacbate’ 613 241.45 148,008.85 Biggest Need,” in the Oct. 3 issue of 
Water Heaters .................. 184 124.60 22,926.40 REFRIGERATION NEWS. Maybe the 
NUE iat cacss se sncbeteriesss 20 152.60 3,051.90 appliance dealers need more and 
Vacuum Cleaners ............... 358 74.05 26,509.90 better salesmen—and maybe they 
Clothes Washers ................ 590 162.22 95,709.80 don't. 

eee ere 11 244.87 2,693.57 The way I feel, and I think this 
pe rere eee eee 8 403.68 3,229.45 goes for a great many other people, 
Garpage DISPOOOrS ......5.6..6.. 3 129.95 389.85 they don’t. The average income wage 
Air Conditioning Units .......... 5 7,105.88 35,529.40 earner needs more money left in his 
Refrigerators, Commercial ...... 4 703.00 2,812.00 pay envelope after paying for rent, 
Toe Cream Cabinets ........4.... 10 285.00 2,850.00 clothes, food, etc., with which to buy 
Preesing Cabinets .......cscseces 2 425.00 850.00 these appliances. With conditions as 
te I 85 so viniccece nescence es 2 2,206.50 4,413.00 they are, not knowing whether the 
DOVOPERS COBIBTE oii cisccccececcs 33 275.76 9,101.16 axe is going to fall on oneself next 
WE SINE feeds ciseessaasees 2 211.12 422.25 pay day, it’s not very inducive for 
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Electrical Merchandising 


And this is just a small sample 
of critical comment which has hailed 
THE MARSHAL'S BATON as a significant contribution 
to the science of sales management. It is written in 
the light of merchandising problems today and to- 
morrow. It's a brilliant new source of knowledge 
and wisdom which can be of tremendous $ 00 
importance to you. § 00 


ORDER TODAY USE THIS COUPON 
Please send ..... copies of THE MARSHAL'S BATON 


[] Check Enclosed [] Bill Me. ‘ 4 Wf Yf N v f f i] S C 
i ee eT eee ee eee ee ee ee 0 t/ 0 
TCC CTT TCT OTT CTT ET TER TT CET TT TT 
Cit a State BOOK DIV. OF BUSINESS NEWS PUBLISHING CO. 
OS iiiniae,4 oa 0 609 Ss ose BRR s cece aves 450 W. FORT ST., DETROIT 26, MICH. 


home freezers, 


anyone to go out and buy any large 
appliance and then stand the chance 
of losing it. 

I don’t need any supersalesman to 
come to my house and tell me of 
the advantages of owning a home 
freezer. I want one, I could use one, 
I need one, and a 15-cu. ft. size at 
that! 


I live in the suburbs, own my own 
home (that is, when I have the right 
to burn the mortgage), have an acre 
of land with it. Not all of it is 
tillable, true; besides, I wouldn’t have 
time to till an acre of land and work 
in an office also, unless I could buy 
power equipment. But I do have a 
nice patch of raspberries, blackber- 
ries, and strawberries, a plot of 125 
asparagus roots, and a vegetable gar- 
den of approximately 100 x 125 ft. 
I can and do grow a lot of vegetables 
in that plot. I have two doe rabbits 


_4 With space to breed them properly 


during the summer, bring them up 
to 4 lbs., butcher, and freeze. They 
don’t eat any more grain then. Now 
I breed cautiously as grain is ex- 
pensive and I can’t eat rabbit meat 
every day. 


I have a chicken coop—I bought 50 
day-old chicks, straight run. I only 
want 10 to 12 hens for eggs for the 
family. The rest will be butchered 
from 3 lbs. on. We can’t eat chicken 
every day either, so they keep on 
growing and eating grain at $4.30 per 
100 lbs. It costs more to increase a 
chicken in weight from 8 to 5 Ibs. 
than it does to raise it from birth 
to 3 Ibs. 

Now if I had a home freezer, I 
would buy 50 or 75 sexed cockerals 
at a great reduction in price, creat- 
ing a saving there. At 3 lbs. I would 
butcher these broilers and freeze 
them with the rabbits. Then I could 
buy another batch of cockerals or 
maybe a hog, raise it, butcher it, 
smoke ham and bacon, and freeze 
the balance. 


During the summer my garden 
would produce for freezing, aspara- 
gus, peas, beans, strawberries, sweet 
corn, etc. Blueberries are plentiful 
around here as a rule. I could go to 
the bakery, buy day-old bread, 
enough for a week or two, freeze it 
until needed, instead of buying fresh 
bread every day. 


Do I need someone to tell me this? 
No. And neither do a lot more 
people. Some will want to be shown, 
that’s natural. Why haven’t I got 
one? I can’t afford the initial cost. 
Maybe I had a bit more than my 
share of unusual expenses this year. 
My wife went to the hospital in 
February for a major operation, not 
the complete job—just a partial—at 
the time she was two months toward 
an addition to the family. After the 
operation, the normal growth of the 
baby irritated and annoyed her inci- 
sion, requiring many additional trips 
to the doctor and much medicine, 
more so than required for a normal 
condition. 


During that time, my other three 
children were attending the dentist’s 
office with equal regularity, one re- 
quired an eye examination and new 
glasses. My own lower jaw receded 
and I needed a new lower set of 
chinaware. In September the baby 
arrived. Thank God I carry Blue 
Cross and Blue Shield protection. If 
I didn’t I probably would be selling 
my right eye to the highest bidder. 
The extra expense on top of the pro- 
tection I had was enough to require 
me to go to the bank and borrow 
money to pay my taxes and finish up 
my fuel bill. (There is the monthly 
payment on a good freezer going to 
the bank.) 

There are, no doubt, countless other 
people going through what I went 
through this year, maybe their 
troubles were worse than mine. With 
expenses like these we can’t buy 
new washing ma- 
chines, etc. I didn’t mean to bore you 
with my troubles, but they are not 
mine alone. 


So you see why I don’t think the 
appliance dealers need “supersales- 
men” as much as we potential buyers 
need the wherewithal required to buy 
these appliances. 


(Name deleted by request) 


P.S. Didn’t write this with any 
thought of it being published but if 
you should want to, as an answer to 
these dealers, you have my permis- 
sion. However, do not sign my name, 
please. 


‘INSIDE DOPE’ GETS FREE 
ENTERPRISE IDEA ACROSS 


Baker Ice Machine Co., Inc. 
445 Bryant St. 
San Francisco, Calif. 
Editor: 
I am being continually impressed 
with your ability to get down to 
fundamentals and express them 


clearly in your weekly column “In- 
side Dope.” 

By any chance are you reprinting 
the one contained in the Sept. 26 
issue of AIR CONDITIONING & RE- 
FRIGERATION NEWS? If so, I would 
like to have at least 25 copies. I am 
sure I can place these where they 
will do us all some good. 


ROSS RATHBUN 


COMMERCIAL SUBSCRIBER 
FINDS EDITORIALS HELP 


Alpo Road, Box 332 
Paterson, R. D., N. J. 
Editor: 

Am glad Gregory enjoyed the post- 
cards. 

My husband reads the “Inside 
Dope” column first. We often dis- 
cuss it. 

He also enjoys your editorials very 
much. He finds them very interesting 
and enlightening. In fact, he likes 
the paper so much he has subscribed 
for it for three years. 

His work is commercial refrigera- 
tion. He has built up a very fine 
business. 


ETHEL D. HERFORT 


UP-TO-THE-MINUTE NEWS 
IS BOON TO BUSINESS 


Hamilton Electric Co. 
Bath, N. Y. 
Editor: 

We sure get a lot of good out of 
the editor’s writings and I must con- 
fess that the main reason I sub- 
scribed to the NEWS over a year ago 


‘was to get his opinions and facts 


concerning real up-to-the-minute 
news. 

W. K. HAMILTON 
‘ONE FOOT’ QUOTATIONS 


ARE USED CONTINUALLY 


Allentown, Pa. 
Editor: 


I am enclosing three dollars ($3.00) 
for a copy of “One Foot in the Door” 
for one of my customers. 

If I would have had to pay a 
hundred dollars for what I have gotten 
out of this book, it still would be 
worth it. I have always given you 
credit for the innumerable quotations 
I continually use in my travels. 


EDGAR W. WEAVER 


VALUE OF ‘DOPE’ RISES 
THROUGH THE YEARS 


U.S.S. Leo (AKA-60) 

c/o Fleet Post Office 

San Francisco, Calif. 
Editor: 


Mr. Taubeneck’s “Inside Dope” and 
his swell editorials have come to 
mean a lot to me in the past years. 
Most of his ideas are the best I’ve 
heard or read any place. More power 
to you. 

A. H. PApDDOCK, 
MMR 1/C 


NOISY PACKAGE UNITS 
ARE INDUSTRY PROBLEM 


John H. And Earl Hunter 
222 Elizabeth St. 
Brownsville, Tex. 
Editor: 

I was reared on Methodist’s Camp 
Meetings. The only comment I ca! 
make your “Too Much Noise” edi 
torial of Sept. 26 is, ‘Amen, brother. 
Amen.” 

JOHN H. HUNTER 


BETTER COILS... 
FOR BETTER COOLING 
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inadequate Wiring, Installation Cost, and Competition Stand 
n Way of Consumer Acceptance of All-Electric Home Laundry 


How All-Electric Laundry Reduces Labor 


By John O. Sweet 


CLEVELAND—Inadequate wiring, 
‘nstallation costs, and competition 
_re the three major obstacles that 
iust be hurdled to bring about gen- 
ral consumer acceptance of the all- 
‘lectric home laundry, in the opinion 
»f Howell G. Evans, vice president of 
jamilton Mfg. Co. 

The greatest of these is inadequate 
viring, he told members of the Inter- 
national Association of Electrical 
veagues during their recent 14th 
annual conference at Hotel Cleveland 
here. 

“Present figures indicate that in a 
country with a population of, 145 
million people, there are 41 million 
households,” he said. “Of that num- 
ber, a little over 35 million homes are 
wired for electrical service... . On 
the basis of the number of homes 
equipped with electric ranges (about 
5% million), only 18% of the present 
homes are wired for three-way serv- 
ae 

“A greater acceptance of adequate 
wiring can be encouraged on the part 
of league managers through the sale 
of any electrical appliance requiring 
a 220-volt circuit.” 


INSTALLATION COSTS VARY 


Regarding installation _—costs, 
Evans cited the following figures: 

Water heater installation costs 
ranging from $20 in San Diego to 
$110 in Connecticut were listed in 
the July survey of Electric Light & 
Power. The median appears in a $40 
to $50 figure. 

A Hotpoint survey indicated that 
the average installation cost on 
ranges in 1947 was $49. In 1948, it 
had dropped to $40. 

Installation costs on the electric 
clothes drier, which calls for three- 
wire service, is from $40 to $50 in 
Detroit and Chicago areas. The cost 
varies according to the circumstances, 
and is adversely affected wherever 
inadequate wiring exists. 

“Utilities in many cases are under- 
writing part of the installation costs,” 
he pointed out. “This is one method 
of meeting the situation. 

“Another is to promote the sale 
of the packaged mortgage plan. Still 
another is illustrated by the utility 
that made arrangements with a local 
contractor to handle the installation 
of all major appliances, thus guar- 
anteeing a lower installation cost due 
to the volume of business involved.” 

The packaged mortgage plan, now 
available on a 10-year basis, is the 
best way to overcome the obstacles 
of inadequate wiring and high instal- 
lation costs, he declared. 


COMPETITION ANALYZED 


In analyzing the third obstacle— 
competition, Evans said: 

“The all-electric home laundry is 
affected by competition from the gas 
range, water heater, and drier. Gas 
utilities all over the country have 
recognized the importance of the gas 
drier in the home laundry as the 
only major addition to gas appliances 
in the last 20 years... . 

“It would seem that electric 
utilities have not yet awakened to 
the possibilities of the all-electric 
Jaundry and of the electric drier as 
one of the key appliances in that 
setup. Their efforts are still scattered 
over a larger field. 

“Their attack has not yet been 
directed through the drier as it has 
in the kitchen through the range. 
Ten. years ago, range installations 
were sixteen to one in favor of the 
gas utility. Today they are nearing 
1 one to one ratio. 

“The main bone of contention to 
‘he securing of an all-electric laun- 


Amount of wet clothes ............ 
Total distance walked ............. 
Total time spent 


eee ewer ee ee eeeeeee 


124 hrs., 56 min. 


Before After 
900 lbs. 
8,000 ft. 


50 hrs., 37 min. 


78,781 ft. 


dry, then, remains with those appli- 
ances that can also be purchased 
with gas as fuel—the water heater 
and the clothes drier. We know from 
our own experience records that the 
electrical industry at present is not 
holding its own. 


LACK OF UTILITY PROMOTION 


“That this is due at least in part 
to the lack of sales promotional effort 
on the part of utilities in the field 


is brought out in the Edison Electric ' 


survey, where we found that homes 
with the automatic laundry were two 
to one in favor of the electric range 
as against three to one in favor of 
the gas water heater. 

“On a second front is the competi- 
tive battle of the commercial laundry 
versus the all-electric home laundry. 

.“Nine hundred million dollars is 
spent every year by 37% of the 
urban families in sending their own 
laundry, in part or entirely, to the 
commercial operator. However, due 
to the ease of operation of home 
laundry appliances and the saving in 
cost for the work and wear on the 
clothes, this commercial laundry in- 
dustry is giving recognition to an 
alarming trend away from their 
services on the part of Mrs. Home- 
maker... . 


COMMERCIAL LAUNDRY BILLS 
RANGE FROM $50 TO $200 


“According, to the domestic dis- 
tribution department report of the 
U. S. Chamber of Commerce, the 
best class of customer using the 
commercial laundry spends $200 
annually for that service. Even the 
poorest class of customers spends an 
average of $50 for commercial laun- 
dry service. 

“This information would indicate 
that the installation of an all-electric 
laundry should hold a strong appeal 
to any present commercial laundry 
user where the story is properly pre- 
sented. Considering the life of the 
all-electric laundry is from 10 to 15 
years, a saving in the cost to the 
present commercial users will pay 
for this equipment in a very few 
years. ... 


SELF-SERVICE LAUNDRIES 


“On the final competitive front, 
we find the self-service laundry. We 
discount this as a serious threat to 
the sale of the all-electric home laun- 
dry. It is actually serving as an 
educational force to support the sale 
of at least a part of the appliances 
needed. 

“Unfortunately, power  require- 
ments prevent the use of the electric 
water heater and electric drier. As 
a result, these are gas or oil operated. 
Nevertheless, the use of the automa- 
tic washing machine and ironer by 
the self-serve laundry guarantees a 
free demonstration all day long to 
the American homemaker of the ease 
with which clothes can be washed, 
dried, and ironed, with the simple in- 
stallation of the all-electric laundry 
in her own home.” 

After noting the number of elec- 
tric washing machines, automatic 
washers, ironers, and water heaters 
in use, Evans stressed that the drier 
remains the key piece. 


ELECTRIC DRIERS NEED 
PROMOTION 


“Until that reaches a point of en- 
dorsement on the part of the public,” 


Chart I—When Is the Washing Done Where an 
Automatic Washer and Drier Are Used? 


No. of 

Replies 
(23 washed every day) 
MED SetAceutdunwhnsescodes 186 
MEE dc but duvdakiessnencs 69 
ME << taps sheneeoséir 67 
erry 64 
. nae ee 80 
EE acne y akie taxied 31 
DEY ccc ark Guseeueeeauadens 9 
MT cabdndacusnkawitaainans 665 

* * 


% of Users % of Total 

Each Day Power Demand 
79% 31.4% 
35% 13.9% 
34% 13.5% 
33% 13.1% 
39% 15.5% 
20% 8.0% 
12% 4.6% 
252% 100.0% 


* 


Is the Washing Done In the Morning or Afternoon? 


Morning 
Afternoon or evening 


Both or no difference... 


Total 


Fe, gS eg e 


ee eee eee ee eee 


eeeeeseseeeeeeeeees 


coees 147 48.4% 
seeee 52 17.2% 
ctase 105 37.4% 
asec 304 100.0% 


he said, ‘the all-electric laundry is 
not possible. As near as can be esti- 
mated there are less than a quarter 
million electric driers now in use. 
This appliance is still unknown to 
the vast majority of American 
homes.” __ 

He told the league managers they 
can develop public acceptance of the 
all-electric laundry through: 

1. Encouraging the use of complete 
displays in model homes and com- 
plete window display of model laun- 
dries. 

2. Sponsoring promotional work 
among builders for the installation 
of adequate wiring, tied in with the 
sale of the all-electric laundry under 
the packaged mortgage plan. 

3. Stimulating installation of laun- 
dries in schools and in the homes of 
employes for educational purposes. 

4. Supporting any publicity cam- 
paign that encourages the acceptance 
of the complete home laundry as a 
final step in raising the American 
standard of living to an all-time high. 

With reference to the last point, 
he added: “I have in mind particu- 
larly National Home Laundry Week, 
reinstated for the first. time since 
the war this past June, and now be- 
ing planned for the week of June 5 
to. 11, 1950.” 

Listing advantages of the complete 
electric laundry, Evans first pointed 
out that it saves time for more lei- 
sure, eliminates labor, and _ saves 
money by the saving of clothes. . 


CONSUMER SURVEYS AGREE 


Regarding the saving of time, he 
cited a recent survey by the Minnea- 
polis Tribune which showed that the 
weekly wash before installation of 
the automatic laundry required 7% 
of the homemaker’s time, and after 
the installation only 3%. 

To prove that the all-electric laun- 
dry eliminates labor, he called atten- 
tion to a special chart. (See data 
table in columns one and two). 

The fact that the all-electric 
laundry saves money by the saving 
of clothes “is supported by every 
consumer survey made of users,’”’ he 
declared. 

Evans then displayed charts—based 
on a user survey—to show that the 
all-electric laundry also adds to the 
comforts of living by providing the 
means for the convenient planning of 
time (see Chart I) and of living 
space in the house and yard (the 
laundry can now be placed in a com- 
pact area, with all clothes lines elimi- 
nated). 

A third advantage of the complete 
home laundry, he said, is that it 
“offers greater opportunities for 
healthy living, for it helps to elimi- 
nate health’s greatest enemies— 
worry, drudgery, heat and weather 
extremes, and disease germs.” 


LEAGUE MANAGERS INTEREST 


Continuing, Evans gave four rea- 
sons why league managers should 
promote the sale of the complete 
electric laundry: 

“1. It is an every month profit 


* opportunity. 


“2. It is a steady demand builder. 

“3. It offers a new, romantic sales 
promotion story in the electric field. 

“4. It is a final peg to secure the 
all-electric power requirements in the 
modern home.” 

He commented on these points as 
follows: 

“Our first interest should be be- 
cause it offers an all-year profit op- 
portunity. The need is a continual 
one, and only to the degree of sales 
activity will sales volume rise more 
at one time of the year than at an- 
Oem. . « : 

“Home laundry appliances are ad- 
versely affected during the seasonal 
interest in refrigerators. Recovery 
occurs as refrigerator sales drop off. 
The same holds true of the seasonal 
demand for radio and television. 

“Second, the use of the all-electric 
laundry is a builder for steady de- 
mands, and aids in leveling off peaks. 
This has already been illustrated by 
two charts [showing] . . . just when 
the weekly washing is now done... . 

“Third, it offers to league members 
a new romantic story for sales pro- 
motion. 

“It was ‘Better Bathrooms’—and 
America established a high standard 


Chart 1l—Weekly Power Consumption of 


, Home Laundering Appliances 
Average Wattage Estimated Consumption 
Cepees DPM occ ccescasss 4,700 watts 21.0 kwh. 
arts iy Ae enh a 2 watts .3 kwh. 
Bo SecA Nas aeceeskatetau 75 watts .8 kwh. 
errr errr rere 950 watts 2.0 kwh. 
BE dae nd kik caceeecnes 1,500 watts 2.6 kwh. 
Lo ee ere arr 250 watts .9 kwh. 
Wheater SUOMSP .6 ccc acces 2,660 watts 20.0 kwh. 
Se ere re ee 1,050 watts 1.6 kwh. 
11,187 watts 49.2 kwh. per week 


* 


* 


Average Annual Consumption of Electric Household Appliances 


Appliances 


Coe EOP ic cideiis 
MME Sadr acecku eset ecus 


Lights 
Ironing Machine 
Washing Machine 
Water Heater 


ee 


Estimated Kilowatt 
Hours Consumed “a 


of cleanliness for the world. ‘Better 
Kitchens’ created new concepts in 
balanced cooking and healthier liv- 
ing. ‘Better Light’ meant better sight 
for safety and a higher standard in 
the field of educational attainments. 

“And now we suggest ‘Better Laun- 
dries’—another opportunity for rais- 
ing living standards for greater com- 
fort and health. ... 

“Fourth, it offers to the league 
members a real opportunity to secure 
an all-electric power requirement in 
the modern home.” 

Evans emphasized that to be fully 
automatic, the home laundry should 
include facilities for sorting, washing, 
drying, ironing, lighting, hot water, 
ventilation, and utilities outlets, plus 
an array of accessories such as a 
hot plate for those who use hot 
starch solution, an electric clock, and 
even a radio. 


THREE BASIC FLOOR PLANS 


As to placement of the all-electric 
laundry, he said his company has 
suggested three basic floor plans. 

“The commonest is the basement 
laundry,” he stated, “followed by 
the utility room on the first floor, 
with the combination kitchen-laundry 
a third. 

“Regardless of the location of the 
laundry space area,” he went on, 
“there must be proper planning. The 
simplest laundry setup calls for the 
washer and drier. The ironer can be 
placed elsewhere. We assume that the 
water heater is already installed. 

“The drying operation involves the 
disposal of moisture. Therefore, the 
drier should be vented to an outside 
duct, or there should be cross draft 
or window openings with a simple 
installation of a suction fan. 

“Wiring requirements . . . involve 
a three-wire service as an essential. 
Plumbing facilities call for hot and 
cold water, with 20 pounds flowing 
pressure for an automatic washer, 
and of course there must be waste 
facilities.” 

*He then displayed a chart showing 
the kilowatt hours involved in an 
average family operation of 4.8 per- 
sons on a weekly and annual basis 
(see Chart II). ' 

“This kilowatt hour consumption 
may vary as to climates, even as to 
families,” he noted. “In a study of 
power requirements we find no gen- 
eral argeement as to the _ exact 
amounts needed, but by the best 
available appraisal, and from a 
study of material put out by Detroit 
Edison, General Electric, and the 
Edison Electric Institute, we believe 
that this chart is fairly sound. Bear 
in mind that this is primarily a 
daytime load.” 


. Corp. here. 


Blackstone Prints ‘Truth 
About Automatic Washers’ 


JAMESTOWN, N. Y.—An Analysis 
of manufacturing principles used on 
nationally known, and the most im- 
portant sectionally known, automatic 
washers has been published recently 
as a consumer aid by the Blackstone 

The booklet is entitled “The Truth 
About Automatic Washers,” It con- 
siders the relative merits and Com- 
parative efficiency of the different 
manufacturing principles employed 
on these machines. 


As stated in the foreword to thie 
volume, “every effort has been made 
to make this report fair and factual. 
Its findings are based upon the re-. 
sults of many tests made by inde- 
pendent and unbiased laboratories, 
consumer testing organizations, the 
continuing research of Blackstone’s 
own engineers, and upon field reports 
by service organizations that repair 
and maintain various makes of wash- 
ers in actual home service.” 


A 
EXPOSITION 


You'd think the sessions 
were at Hotel President 
because... 


Everybody Meets At The Famed 


ROUND-THE-WORLD 


ROOM 
of the 


IDs 7 
ON THE BOARDWALK 


ATLANTIC CITY 


A friendly rendezvous so con- 
ducive to enjoyable relaxation! 


e 
Delicious Dinners from $2.50 


ro ema 


i 
Write for Convention Reser- 
vations: Single rooms from 
$5 . . . double—$8. 


Lois Steckel, 
Convention Mgr. 


A 


' SOME TERRITORY 


NOW AVAILABLE | 


The THESCO complete line includes 


expandit cases and walkins that 


grow with the merchant's business. 
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They're Bachelors of Culinary Arts Now—Buffalo’s First Post-War Class 


Attending left to 
right are: Miss Olive 
Schieber, home 
economist, Buffalo 
Niagara Electric 
Corp.; James Blinn, 
George T. Krivonak 
Co., Erie, Pa.; Mrs. 
Katherine Frank, 
utility home econo- 
mist; Joseph Ur- 
banik, Urbanik 
Brothers, Dunkirk; 
Ted Mish, J. J. La- 
Buda Co., Niagara 
Falls; Mrs. Joseph 
Urbanik, Urbanik 
Brothers; Mrs. Har- 


John Taylor’s Now Called 


Macy’s Kansas City, 
Adopts Latest Procedures 


KANSAS CITY, Mo.—John Tay- 
lor’s, Kansas City affiliate of R. .H. 
Macy and Co., Inc. has changed its 
name to Macy’s Kansas City and 
has been completely rebuilt and ex- 
panded at a cost of approximately 
$7 million, according to a recent an- 
nouncement by Richard C. Roth, 
president. 

The new Macy’s Kansas City is 
claimed to be the most advanced 
example of department store opera- 
tions in the country. Startling inno- 
vations in the merchandise pro- 
cedures of the store have been car- 
ried out, as the result of extensive 
surveys of regular John Taylor cus- 
tomers as well as the Kansas City 
publie. ' 

The new Macy’s Kansas City has 
tripled its size, increased the number 
of merchandise departments from 34 
to 88, and added an impressive home 
furnishing section and novel base- 
ment. Customer areas now occupy 
five stories and a basement, and each 
department or selling area has been 
designed to give the impression of 
of a community of separate shops. 


Norge Distributor Stages 
Dealer Cooking School 


BUFFALO — The first post-war 
electric range cooking school for 
appliance dealers was conducted at 
the Buffalo Niagara Electric Corp. 
building by Bergman Norge Co., Inc., 
Norge distributor. 

Dealers and their salesmen from 
all parts of western New York and 
northern Pennsylvania attended. 
Complete meals were prepared in the 
oven, broiler, and deepwell by dealers 
and salesmen. Classes were held to 
a minimum so that each person could 
actually cook on the electric ranges. 

After the food was prepared and 
eaten by the dealers, Philip Fleck of 
the Buffalo Niagara Electric Corp. 
spoke on electric range wiring. This 
was followed by a product training 
discussion by William Gordon, Norge 
district representative. 

The cooking class was conducted 
by Mrs. Katherine Frank and Miss 
Olive Schieber, home economists of 
Buffalo Niagara Electric. 

Irving Block, sales promotion man- 
ager of Bergman Norge Co., said 
the promotion was “very successful,” 
and the company plans on running a 
series of cooking schools later in the 
year. 


“22 + old Harrison, Harri- 
son Electric, Buf- 
falo; William Gor- 
don, district repre- 
sentative, Norge 
Corp.; Irving Block, 
sales promotion 
manager, Bergman 
Norge Co. Ine.; 
George Krivonak, 
George T. Krivonak 
Co.; Wilbur Ryder, 
Ryder Electric Co., 
Middleport; Mrs. 
Richard Mackowiak, 
and Mrs. John Mac- 
kowiak, J. A. Mac- 
kowiak & Sons. 


Kelvinator Names DeCamp 
To Chicago Sales Post 


CHICAGO—Appointment of Wil- 
lard E. DeCamp as household sales 
manager of Kelvinator’s Chicago 
zone is announced by H. A. Dahl, 
Chicago zone manager. 

DeCamp, formerly branch manager 
for Kelvinator at Des Moines, joined 
the company as a district manager in 
the Chicago zone in 1945. 

A graduate of Cornell university 
in 1931, DeCamp’s background in- 
cludes intensive experience in the 
retail sales field. 

He succeeds John L. Young, re- 
cently named.manager of Kelvin- 
ator’s major markets division located 
at Detroit. 
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or study. 


HANDY, PRACTICAL, 


THEORY 


114 illustrations. 


DIAGRAMS 


Detailed instructions 


for all the popular makes. 
Price $1.00. 


DETAILED DATA 


Hermetic, 
59 illustrations. Price $1.00. 


SERVICE INFORMATION 


Dayton (Niagara), 


pages. Price $1.00. 


HOUSEHOLD REFRIGERATION 


You can use these books 
for reference, review, 


AUTHENTIC, AND 
INEXPENSIVE 


MANUAL NO. 1—The theory and principles of refrigera- 
tion explained in simple terms. Characteristics of common 
refrigerants. Construction and operation of the major 
component parts of a household refrigerator. 
6 tables and charts. Price $1.00. 


MANUAL NO. 2—Diagrams show how to distinguish the 
difference between the fundamental types of systems. 
regarding the proper methods of 
installing and servicing each type. 
128 pages. 


MANUAL NO. 3—Detailed data on methods of servicing 
several special refrigerators including Allison, ElectrICE, 
Holmes, U. S. Hermetic, Majestic Conventional, Majestic 
Socold, Iroquois, and Welsbach. 


MANUAL NO. 4—Service information on 12 makes of 
household electric refrigerators including Absopure, Apex, 
Atwater Kent, Coldspot (Sunbeam and Sears), Copeland, 
Fairbanks-Morse, 
Iceberg, Liberty, Rice, and Servel. 


Order from your parts wholesaler 
Business News Publishing Co., Detroit, Mich. 
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179 illustrations. 
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$750,000,000 Appliance Market Found 
In Electrified Farms; Freezer Demand High 


NEW YORK CITY—tThree-quarters 
of a billion dollars is the value of 
the immediate market for electrical 
appliances—with food freezers rep- 
resenting nearly one third of the 
total—among American farm families 
with electric service. 

This estimate is based on the re- 
sults of a sampling survey recently 
completed by the Edison Electric 
Institute’s farm section. 

At the end of 1949, it is estimated 
that about 5,000,000 farms will be 
receiving electric service. 

Interviews with 2,377 farm elec- 
tric customers in 19 states represent- 
ing every section of the country in- 
dicate an average retail market for 
appliances of about $150 per cus- 
tomer. 

The survey, conducted among their 
farm customers by 26 electric operat- 
ing companies, covered in addition 
to the farm families, 293 rural cus- 
tomers not classified as farmers. 

The survey shows more than 40 
different types of electrical equip- 
ment are desired immediately, with 
home food freezers, electric water 
systems, and electric ranges leading 
in demand. 

The survey, projected on the basis 
of the total number of electrified 
farms, indicates that nearly a quarter 
of a billion dollars in retail sales 
is represented by the demand for 
food freezers; while over $90,000,000 
would be expended for the pumps 
alone in water system installations. 

With 41% of rural electric cus- 
tomers already cooking with electri- 
city, an additional 12% want electric 
ranges now. 

Fourth in demand are electric 
water heaters, representing about 
$70,000,000 in sales for electric appli- 
ance dealers. Over $55,000,000 worth 
of new electric refrigerators is also 
indicated, despite the fact that about 
85% of farm customers have them 
already. 

The survey also indicated that 36% 
of farm electric customers cook with 
wood, coal, oil, or kerosene, while 
23% cook with bottled gas. Some 


‘Round Table’ Presents 
First Associate Charter 
To Philadelphia Chapter 


NEW YORK CITY —Under the 


first associate charter granted by 
the Electrical Women’s Round Table 
of New York, the Philadelphia chap- 
ter of the Electrical Women’s Round 
Table was officially organized on 
Oct. 24. 

Twenty-four charter members were 
initiated in the Philadelphia area 
which includes Philadelphia, Trenton, 
Camden, Harrisburg, Washington, 
Baltimore, Wilmington, and Atlantic 
City. “ 

Officers elected at the organization 
meeting are: Connie Kelly of G. E. 
Appliances, Inc., Philadelphia, chair- 
man; Margaret E. Hassenplug, 
Temple university, Philadelphia, vice 
chairman; Rosalie Riglin, Farm 
Journal, Philadelphia, secretary; 
Grace Carey, Philadelphia Electric 
Co., treasurer. 

The organization brings together 
women employed in the electrical in- 
dustry and in business and educa- 
tional fields which are closely allied 
to it. 

The Philadelphia chapter’ will 
further the purpose of the Electrical 
Women’s Round Table, Inc., by co- 
ordinating the experience and infor- 
mation of women in all branches of 
the industry for the promotion of 
electrical living. 


farms use two sources of fuel. Wood, 
coal, oil, or kerosene is used by 
45% to heat water, while 15% use 
bottled gas. 

Since running water is basic for 
farming operations, detailed ques- 
tions were asked of those interviewed 
concerning water systems. Electric 
water systems are being used by 
65% of these customers, with an ad- 
ditional 15% using some other type 
of system, bringing the total with 
running water to 80%. 

In comparison, only 53% of these 
rural customers had a bath or a 
toilet, and only 62% were using run- 
ning water in the kitchen. 

The prime consideration in the 
customer’s purchase of a particular 
water system was the ability of the 
dealer to install it and provide serv- 
ice. Other important considerations 
were the water system’s mechanical 
features, price, brand reputation, and 
capacity. 

In number of water systems al- 
ready sold to those interviewed in 
the survey, the greater number of 
sales were made by hardware dealers 
with plumbers second, and electric 
appliance dealers third. 

Of the 1,754 customers having 
water systems, only 224 had been 
solicited by the dealer for their busi- 
ness. 


606-Apartment Project 
Gets All-Electric Kitchens 
With Garbage Disposers 


GREENVILLE, Del.—Here in the 
heart of beautiful Westover Hills the 
electric garbage disposer has come 
of age, with every one of the 606 
apartments in Owner Herman 
Cohen’s gigantic, six-million dollar, 
Monroe Park Project to have an all- 
electric kitchen complete with an 
American Kitchens disposer. 

Cohen himself sees nothing unusual 
in the use of American disposers at 
Monroe Park. He classes it as a 
money saving investment that will 
pay for itself in a short time. 

“Our apartments are an upper 
middle class rental project,” he ex- 
plains. “And the best estimate we 
received for removal of garbage from 
the project would have cost us from 
75 cents to $1 a month for each 
family. In round figures _ that 
amounted to slightly over $7,000 
yearly—just to haul garbage away.” 

Cohen estimates that operating 
costs of the 606 disposers will run 
him about $1,000 yearly—a difference 
of $6,000 which he plans to apply 
against the original investment in 
the disposers. 

When Cohen decided to use dis- 
posers at Monroe Park he ran into 
the now traditional objections from 
the county fathers until John C. 
Cahalon, county engineer for New- 
castle County, surveyed the situation 
and reported: 


“His department was anxious to 


‘see disposers installed because the 


existing garbage removal services 
were strained to the breaking point 
and the sewage disposal system 
could easily handle the additional 
load.” 

Upon Cahalon’s recommendation 
the county board passed Cohen’s ap- 
plication and set installation inspec- 
tion fees at $1.00 a unit. The first 
disposers supplied by Raymond 
Rosen Co., American Kitchens dis- 
tributor in Philadelphia, are already 
being installed and some apartments 
will be ready for the first occupants 
on Nov. 15. Completion date for the 
project is set for April, 1950. 


What Happened 


In the Industry | 


As Reported In Air Conditioning & 
Refrigeration News 


20 YEARS AGO... 


Sunbeam Electric Mfg. Corp. an 
nounced that it was going to marke’ 
the “Rotorite’ electric refrigera 
tor. . . . Aerial Express Corp., Ltd. 
Los Angeles equipped two plane: 
with electric refrigerators to trans. 
port perishables on the coast. 


.-» People 


George E. Hohner was placed ir 
charge of Temprite production by 
Liquid Cooler Corp. ... Frank W. 
Gray, Pacific Coast district man- 
ager for Absopure Refrigeratior 
Corp. analyzed the credit risk in- 
volved in installations in speculative 
apartment house projects. 


15 Years Ago... 


Nema figures indicated that 1,272,- 
600 domestic refrigerators had been 
shipped during the first nine months 
of 1934 . . . Carbondale Machine Co. 
and Worthington Pump & Machinery 
Corp. merged. 

Sacandaga Electric Supply Co., Fort 
Edward, N. Y. equipped a bus with a 
line of Universal Appliances, includ- 
ing a refrigerator, and sent it on 
tour of all its dealers. 


. «+ People 


Rex Cole was quoted in O. O. Mc- 
Intyre’s syndicated column as saying 
that in five years no American house- 
wife would be washing dishes. All 
by electricity he predicted... C. H. 
Benson was advertising manager at 
Imperial Brass Co. 


10 Years Ago... 


Nema announced its intentions to 
support the Modern Kitchen Bureau 
appliance promotion to the tune of 
$245,000 during the next year... 
Nash-Kelvinator Corp. filed a_ suit 
charging Philco Radio & Television 
Corp. with infringement of its 
patents on three refrigerating devices. 


. - » People 


L. H. Miller was appointed man- 
ager of General Electric Co.’s appli- 
ance and merchandising department 
... W. H. Roth organized Roth Ap- 
pliance Distributors in Milwaukee. 

Joe Oberc, president of J. M. Oberc, 
Inc., Detroit parts and_ supplies 
wholesaler, answered charges that 
“Jobbers” had ‘“‘muscled in”... B. 
K. Miller was named president and 
general manager of Sanitary Refrig- 
erator Co. 


Asme Publishes Revised 
1950 Edition of Unfired 
Pressure Vessel Code 


NEW YORK CITY—tThe 1950 edi- 
tion of Section Eight of the ASME 
Boiler Construction Code covering 
rules for the construction of unfirec 
pressure vessels has recently been 
published by The American Society 
of Mechanical Engineers. 

Compiled by the ASME Boile’ 
Code Committee, H. B. Oatley, chair 
man, it embodies all the revisions i: 
the code that have taken place sinc: 
the 1946 edition. 

The 1950 edition covers carbo! 
and low-alloy steels only. The rule 
for non-ferrous metals, cast-iron, an 
high alloy steels are now in prepara 
tion and will be added to the preser 
volume. 

The stress tables are based on 
safety factor of four instead of fiv 
as in the 1946 code. The 1950 cod 
therefore allows the manufacture 
more flexibility and cuts costs, per 
mitting the construction of lighte 
vessels, it was pointed out. 

With a table of contents (the 194 
code didn’t have one) as well as a 
index, the new volume is arrange: 
for easy reference and is more work 
able for designers and inspectors 
according to the ASME. 

The ASME Unfired Pressure Vesse 
Code has now been adopted by 3: 
states, Canada, Hawaii, Puerto Rico 
and the Panama Canal Zone as we! 
as many cities in non-code states i: 
this country. It is available fro: 
the society, 29 W. 39th St., Ne 
York, N. Y., at $3.50 a copy. 
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What's New 


Syncro Sharpener Uses 
New Magnetic Principle 


ROCHESTER, Mich.—A safe, elec- 
trified hone for all-around sharpening 
purposes in homes, restaurants, fac- 
tories, farms, and soda fountains has 
been introduced by Syncro Corp., 
Rochester, Mich. 

The “Syncro” electric hone 
sharpener is said to employ a new 
safe principle employing magnetic 
honing action. 

With this new honing action, the 
manufacturer claims, butcher-sharp 
edges may be secured easily, quickly, 
professionally, and safely on all 
kinds of knives, chisels, hatchets, gar- 
den tools, tool bits, scrapers, plane 
blades, punches, draw knives, drills, 
screw drivers, cleavers, and many 
others. 

To operate, the hone is plugged in 
to any 110-120-volt (a.c. only) outlet, 
press the positive on and off starter 
button, and hone with both hands 
free to hold object. It measures only 
6 by 7 by 5 in. high and sells for 
$10.50, complete with cord, plug, and 
3 interchangeable honing stones, one 
convex, two flat. 


LARKIN HUMI-TEMP UNIT 


For clean, smart lines, satin-smooth 
finish, color and overall good 
looks—Larkin leads. Behind this 
beauty is the quality and perform- 
ance that keeps Larkin ahead. 

* 


Manufacturers of the original Cross-Fin 
Coil — Humi-Temp Units — Evaporative 
and Air Cooled Condensers — Air 
Conditioning Units and Coils — Direct Ex- 
pansion Water Coolers — Steel Vacuum 
Plate Coils — Heat Exchangers. 


‘> 
henanstnteneiated OF THE NATION'S FOOD SUPPLY <0) 
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Paragon ~ 


_ CHRONO-SPRAY 

_ FAIL-SAFE TIME CONTROLS 
for water-spray defrosting 
SERIES MG-3 


for Locker 
*lants, Big 
Jnit Coolers, : 

Walk-in Boxes, Air Condi- 
tioning, Breweries, Dairies, etc. 


Provides three adjustable periods: delay, 
water spray, and drain. “Fail safe” fea- 
ure prevents evaporator fans from run- 
‘ing during water spray cycle when unit 
s being defrosted. 


See your jobber or write for free 
bulletins and installation data. 


Paragon ewecteic compan 


1687 TWELFTH STREET 
TWO RIVERS WISCONSIN 


America's Foremost exclusive 
manufacturer of Time Control 
Switches for all uses, includ- 
ing ‘‘de-frost-it’’ for domestic 
refrigerators... only 


Lyon Bin Units Feature 
Movable Shelves, Dividers 


AURORA, Ill.—A new line of 78-in. 
bin units for storage purposes has 
been announced recently by Lyon 
Metal Products, Inc. here. 

Eight different units are available, 
all 3 ft. wide, 1 ft. deep, and 6% ft. 
high. Dividers in all bins are ad- 
justable horizontally every inch using 
Lyon “Snap-ins.” Shelves are adjus- 
table up and down every 1% in. 
where dividers are not used. Shelves 
are reversible to provide flat or bin- 
type storage. 

Finished in green baked-on enamel, 
the bins are a packaged unit shipped 
ready for immediate use. A variety 


of accessories, including shelf boxes 


and sloping bins and dividers are 
available. 


‘Fast-Serv’ Creamer Unit 
Made for 1-Man Fountain 


CHICAGO—A new “Fast-Serv,” 
all-steel creamer unit designed for 
the one-man soda fountain has been 


introduced recently by Bastian- 
Blessing Co., 4203 Peterson Ave. 
here. 


The 6 ft. 2 in. creamer has a 
30-gal. ice cream capacity with the 
ice cream cans all in front and 
tilted toward the operator for easy 
dipping. A roomy storage section, 
raised for easy access, extends along 
the rear. Its sliding lids serve as 
extra work space for the operator, 
the company said. 

An all-dry system of refrigeration 
is employed with all coils concealed. 
An enclosed section is provided to 
house the patented Johnson flash 
water cooler and a Micro-Mist «ar- 
bonator. The latter is optiona! ~. ‘‘p- 
ment. 

The Fast-Serv is equipped wit 7o 
Super Soda draft arms that 2 > 
claimed to dispense drinks with ap- 
proximately 30% more carbonation 
than with conventional draft arms. A 
large chipped ice pan is right in the 
center of the unit. 

The unit’s all-steel hermetically 
sealed dripproof creamer lids can 
be immersed in boiling water for 
sterilization. The pumps are heavy 
duty stainless steel. 

Called the model 1286, the unit 
measures 314% in. wide and 33 in. 
high to the cabinet tip. Over-all 
height is 40% in. 
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KSP Motor Line Designed 
To Operate at Any Angle 


SCHENECTADY, N. Y.—A new 
line of “lifetime” oil-lubricated, 
shaded-pole motors designed for oper- 
ation in any position—shaft up, down, 
horizontal, or at any intermediate 
angle—has been announced by Gen- 
eral Electric’s Fractional Horsepower 
Motor Div. 

Designated as type KSP—frame 
sizes 11 and 21, the new motors can 
be used as drives for exhaust fans, 
cooling fans, evaporative coolers, unit 
heaters, condenser cooling, and space 
heaters, as well as for small pumps, 
agitators, and blowers. 

The motors are available in either 
open or totally enclosed construction. 
Ratings range from 25 millihorse- 
power (14¢ hp.) through \42 hp. at 115 
or 230 volts, 1,050 or 1,550 r.p.m., 
60 cycles. 

“A new lubrication system pro- 
vides a constant flow of oil from a 
large reservoir to the bearing sur- 
faces regardless of the position of 
the motor,” the company said. “Oil- 
saturated packing continuously feeds 
the bearing with filtered oil; no 
additional lubricant is ever required.” 

Other features include a new unit- 
bearing construction in the shaft end 
of the motor for greater strength on 
direct-connected loads; treated stator 
windings of Formex (R) insulated 
wire; and vibration-absorbing  re- 
silient end rings. 

Mounting arrangements for the 
new motors include resilient end 
ring mounting, resilient cradle base, 
and band mounting. 


National Beverage Cooler 
Fits Under Bar, Counter 


CLEVELAND—tThe National Cool- 
er Corp. here, manufacturer of stain- 
less steel and metal restaurant equip- 
ment and refrigerated food and 
beverage coolers, recently introduced 
a new dry beverage cooler to its line. 

Designed to fit conveniently under 
bars or counter, the ‘“Miracool’’ 
beverage cooler is 34 in. high and 
has a flat top. The entire top is 
stainless steel including the easy 
slide-back doors. 

The unit is refrigerated with a 
center blower coil with many extra 
cooling features that are installed in 
a compact space allowing additional 
storage capacity. 

The model is available in the four 
sizes: 52-in. ... 18 cases; 74-in. . 

28 cases; 98-in. . . . 36 cases; and 
118-in. . . . 44 cases. 


‘for draft and bottle 
beverage coolers... 


IDEAL cooter corPoration 
2953 EASTON AVE., ST. LOUIS 6, MO. 
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angles, tanks, etc. 
other metals. 


NEED COLD PLATES? Call DEAN!!! 


For ice cream cabinets, locker plants, soda fountains, farm milk coolers, 
farm freeze cabinets, low temperature test rooms, window displays, liquid 
coolers. Also plates for baudelot-type coolers. 
plates available on special order such as cylinders, U's, 
Plates available in stainless steel and 


CHOICE TERRITORIES OPEN FOR 
FACTORY REPRESENTATION 


UD) VE, YAY NA PRODUCTS, INC. 


1042 DEAN ST., BROOKLYN, N. Y 


Custom built 


G-E Dishwasher Needs No Plumbing In 


Loading with dishes. 
» * * 
NEWARK, N. J.—A new low-cost 


electric dishwasher was introduced 
in northern New Jersey last week 
by the General Electric Co. 

Designed to serve the needs of 
renters as well as home owners, it 
is a portable machine carrying a 
price, in this area, of $169.75—$80 
less than the company’s comparable 
plumbed-in model. 

According to C. J. Enderle, man- 
ager of the G-E electric sink and 
cabinet division, the new appliance 
does not require permanent plumbing 
or electrical connections. 

“That means a further saving of 
about $50 in installation costs,’ he 
said. 

“All the homemaker needs to do 
to use the dishwasher is connect the 
rubber inlet hose to the hot water 
faucet and plug in the electric cord,” 
he explained. 

“The drain hose is attached to the 
inlet hose and automatically centers 
over the sink when the inlet is at- 
tached. When not in use the dish- 
washer rolls out of the way,” he 
stated. 

Enderle said that the appliance 
is the outgrowth of the plumbed-in 
dishwasher that the company has 
been marketing since 1930. 

“The portable dishwasher is manu- 
ally controlled and does exactly the 
same dishwashing job as the deluxe 
fully automatic machine and has the 
same capacity,” he said. 

The new dishwasher holds up to 
100 pieces of china, glassware, silver, 
pots and pans. Washing is done by 
streams of hot detergent solution 
sprayed on all surfaces of the dishes 
by a high-speed impeller. 

To operate the dishwasher, the 
user simply loads the resilient wire 
racks with the soiled tableware, pours 
detergent into a built-in automatic 
dispenser, and turns on the electricity 
and hot water. 

The washing cycle recommended 
by General Electric includes a five- 
minute wash and two short rinses. 
When the process is completed, the 


Filling with water. 


ww 
lid is raised to allow the dishes to 
dry. 

Less than 5 gal. of hot water are 
used in the entire cycle. 

The dishwasher is round and 
measures 36 in. high and 23% in. 
in diameter. The tub is finished in 
acid-resistant white porcelain enamel; 
the skirt and top-opening lid, in 
baked-on enamel. Casters are rubber- 
tired and ball-bearing mounted to 
permit easy movement. 

All trays are made of stainless 
steel and can be removed. A universal 
faucet adapter permits connection 
to almost any faucet. 

Enderle said that the new dish- 
washer is being introduced on a mar- 
ket-by-market basis. It will be avail- 
able across the country soon. 

He said that the company will 
continue to produce the deluxe ma- 
chine, which comes in three models 
—one complete with sink; another in 
a free-standing cabinet; and _ the 
third, a built-in model for installa- 
tion in continuous counters. 


Bridgeport Brass Produces 
New Refrigeration Tube 


BRIDGEPORT, Conn.—The Bridge- 
port Brass Co. has announced the 
introduction of “Bridgeport Copper 
Refrigeration Tube,” a new packaged 
product made especially for refrig- 
eration and related use. 

The new tube is available in stand- 
ard sizes from % to % in. o.d. and 
comes in 50-ft. coils, dehydrated and 
sealed, with each coil packed in a 
separate carton. 

Bridgeport copper refrigeration 
tube is more uniform in size and 
has a uniformly soft temper, making 
it easier to bend and flare. Every 
coil is individually tested, then de- 
hydrated and the ends sealed before 
shipment so that the user gets tubes, 
free from dirt and moisture. 
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a a Case of Good Profits 


gery we yout 


gerve a voureett 


The Warren Model WOVS wide 
display-and-storage case is a 
real produce merchandiser. 
Available with solid or display 
sliding doors in bottom, 


this 


handsome case is only one of Warren’s distinguish- 
ed line of refrigerated displays. Some franchises are 


now available. Write for further 


information. 


steahigre 
THE WARREN COMPANY, Incorporated 


P. O. Box 1436 ° 


Atlanta |, Georgia 
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Refrigeration Problems 


their Solution 


by Paul Reed 


For Service and Installation Engineers 


AReview-30 Years of 
Refrigeration Service 


In the previous instalment we took 
a hasty glance at the early electric 
refrigerators—those that were in 
existence in 1919, 30 years ago, when 
the electric refrigeration business 
was in its infancy. 

Isko was in production, but had 
already begun to run into a good deal 
of field trouble, centering around the 
shaft seal. Guardian had _ been 
changed to its new name, Frigidaire, 
but was not yet producing in quan- 
tity. Kelvinator had solved the shaft 
seal problem with its design of sta- 
tionary bellows seal, which was sub- 
stantially the ‘same as the “inside 
séal” used by manufacturers today. 


SO2 ALMOST EXCLUSIVELY 


All these machines, and most of 
the other small domestic machines 
on the market in 1919, had at least 
one thing in common—they used 
sulphur dioxide as the refrigerant. 
Leaks were easy to find with an 
ammonia swab, but the system had 
to be baked and quite dry when 
charged, and leaks could not be 
tolerated. Some 

If the leak was on the low-pressure 
side of the system, air and usually 
moisture entered the system with 
disastrous results—formation of sul- 
phurous acid, heavy corrosion, leak- 
age of valves, and sticking of the 
compressor. 

If the leak was on the high-pres- 
sure side of the system, it was 
searcely less disastrous—the cus- 
tomer was run out of the house and 
havoc was raised generally. 

Sulphur dioxide is non-miscible 
with oil, so installations were limited 
in that it was not practical to make 
an installation with the compressor 
very much higher than the evapora- 
tor; as difficulty was experienced in 
getting adequate oil return. 

Now let us take a look at, the men 
who were installing and servicing 
these early machines. How did they 
get started in this work? What was 
their training, and where did they 
get it? What information and litera- 
ture on refrigeration service were 
available to them to enable them to 
learn more about their business and 
to advance in their field? 


JACK COLE BECOMES A 
REFRIGERATION SERVICEMAN 


Instead of directly discussing these 
questions, perhaps it would be easier 
and possibly more interesting to take 
an example—Jack Cole, a fictitious 


ae 


Pressure Gauges 
Dial Thermometers 


- &kThe gauge with the 
Recalibrator 


Ask for this New 
Refrigeration Booklet 


JAS. P. MARSH. CORP. 
DEPT. O., SKOKIE, ILLINOIS 


name of an actual, typical early 
refrigeration serviceman in 1919. 

Jack had some electrical experi- 
ence, and in early 1919 was working 
as an outside appliance repairman 
for Bowman-Winters Hardware Co. 
in Louisville, Ky. The Kelvinator dis- 
tributor for the entire South, Quire- 
Peters Co., was located in Louisville 
and it had just appointed Bow- 
man-Winters as_ their Louisville 
dealer. Jack had been assigned to 
help the Quire-Peters serviceman on 
several installations in Louisville, so 
he had learned the rudiments: how 
to run tubing, make flares, make the 
electrical connections; how to mix 
brine and siphon it into the brine 
tank, and which valves to open and 
close to pump a vacuum and to re- 
lease the charge. 

He hadn’t a very clear idea of 
just what he was doing, nor what 
was going on inside the system, but 
he was interested and was trying to 
learn. He had borrowed the Quire- 
Peters man’s Service Manual and 
had studied it some, but a lot of it 
was still quite a mystery: | 

He had made the usual beginners 
mistake of flaring the tubing before 
putting on the flare nut (in those 
days, they were called ‘Michigan 
nuts’) and he still got mixed up on 
the three-way service valve some- 
times, but he had more experience 
than anyone else in town, so when 
Bowman-Winters was appointed as 
dealer, Jack was selected to go to 
the Kelvinator factory in Detroit for 
a month to be further trained. 


When he left for Detroit, there 
were 17 Kelvinators installed in 
Louisville, some of which he had 
helped install. If there were any 
other makes, Jack hadn’t heard of 
them, but there may have been a 
couple or so. 


JACK GOES TO THE FACTORY 


When he got to Detroit, he re- 
ported to the Kelvinator factory on 
West Fort St., and first was shown 
around over the plant. The machine 
shop was on the ground floor and 
the assembly and testrooms above. 

The entire Kelvinator line con- 
sisted of one model machine and 
three standard and three special 
brine tank evaporators. The machine 
had a two-cylinder compressor and 
Century motor mounted on a heavy 
wood base with a coil of % in. o.d. 
copper tubing surrounding them as 
a condenser. A flat belt drive was 
used, with an idler pulley on an arm 
from the compressor sub-base. 

The evaporator was the brine tank 
type with an automatic expansion 
valve mounted on the top of the tank. 
Also on top of the tank was the 
thermostat, a bellows type set in a 
coil of tubing which “tailed out” 
from the submersion coil inside the 
tank. The thermostat, therefore, re- 
flected refrigerant temperature, but 
was also affected by the air in the 
refrigerator. 

Kelvinator made practically every- 
thing except the motor; the com- 
pressor, condenser, tank, expansion 
valve, and thermostat. Everything 
they made was their own design. 
Making everything themselves was 
perhaps through choice; but certainly 
it was almost impossible to buy suit- 
able expansion valves or thermostats, 
not to mention compressors. Such 
things were just not on the market. 
In those days a manufacturer made 


"REFRIGERATOR SHELVES - STAMPINGS 
FORMED AND WELDED PRODUCTS 


Year after year grows the volume of 


Stainless Steel 
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Refrigerator Shelves. 


. in use in Detroit. 
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all those things for himself or he 
wasn’t in business. 


EARLY REFRIGERATORS 
$850 TO $1,000 


Compared to today, both material 
and labor were cheap, but the cost 
of the machine was very high com- 
pared to today’s prices. The machine 
and tank, complete with expansion 
valve and thermostat, but not in- 
stalled, was about $675 and this did 
not include the cabinet. Installation 
was usually about $50 or $60, and 
in addition, a refrigerator cabinet, if 
the customer’s old icebox was not 
suitable, ran from $150 to $300. So 
his “electric refrigerator” cost the 
user from about $850 to $1,000. 

And at this same time, Kelvinator, 
like other manufacturers,-was strug- 
gling to make enough profit to stay 
in business and improve the product. 


Why was this? Prices were out- 


rageously high by today’s standards, ~ 


but profit was small. The answer is 
simple: low production. In 1919, 
Kelvinator’s production schedule was 
25 units per day and production was 
rarely that high, usually about 20. 
Such low volume simply did not 
support expensive machinery that 
would have reduced costs. 

Moreover, such machinery, gener- 
ally speaking, did not exist; had not 
been developed. Many present-day 
processes were unknown. Profits 
from increased volume and the conse- 
quent available revenue plowed back 
into the business, made these im- 
proved: production facilities and pro- 
cesses possible and available; but in 
1919 they were still dreams in the 
minds of engineers and production 
men. 


NO REGULAR SCHOOL 


But to get back to Jack. For be- 
tween two and three weeks, he 
worked a few days each in this and 
that department. He learned some- 
thing of the internal construction of 
the compressor, expansion valve, and 
thermostat. He helped to build tanks, 
assemble units, bake them in ovens, 
to run tests, and pack and crate ma- 
chines for shipment. No formal 
school; just worked all over the place. 

Finally, he was taken out on an 
installation with a factory man. After 
two more, he was sent out with a 
helper to put in a machine. 

After two installations “on his 
own,” he put in about a week with 
one of the two servicemen shooting 
trouble on the 400 Kelvinators then 
After about a 
week of this, his month was up and 
he went back to Louisville. Now he 
was a “factory trained expert.” 


A TYPICAL INSTALLATION 


There his job consisted of putting 
in one or two units a week and 
servicing the ones already installed. 
An installation was a good day’s 
work for two men, and if they ran 
into any trouble or the cabinet had 
a porcelain or opal glass liner, as 
some of them did, the machine was 
not running until the end of the day 
and it was 10 o’clock that night 
before the brine was siphoned into 
the tank and the tank was down cold 
enough and the suction pressure low 
enough for Jack to leave it without 
danger of burning out the motor. 
(No motor protectors then, just 
fuses.) 

While the helper was uncrating 
the machine and tank and running 
the wiring in the basement, Jack 
prepared the refrigerator. First he 
took out the ice racks and baffles, 
and built a support for the tank out 
of perforated strap iron, so that the 
top of the tank was about flush with 
the top of the warm air baffle. 


But Jack’s hardest job was to cut 
a hole down through the ice com- 
partment deck and the bottom of the 
liner, and then in the floor directly 
underneath. Through these three 
holes went the %4 in. od. copper 
tubing for the liquid line, the % in. 
o.d. copper tubing for the suction 
line, and the two-wire lead-covered 
duplex to the thermostat connection. 

This was the standard factory 
method to run the tubing inside the 
refrigerator rather than down the 
back, outside the refrigerator. Doubt- 
less it was done that way to minimize 
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“sweating” of the suction line and 
the consequent water on the floor. 
But it made a lot more work for the 
installer. 

With luck, Jack could get the 
refrigerator prepared by noon or a 
little after, and he could run the 
tubing, make the flares, set in the 
tank, and connect it up during the 
early afternoon. Then if his helper 
had the machine set up and the 
electrical work done in the basement, 
the connections were soon completed, 
and Jack was ready to “pull a 
vacuum.” ’ 


A NO-BUBBLE VACUUM 


He did this with the compressor 
itself, and he ran it until he had a 
‘“no-bubble” vacuum, that is, until 
no bubbles came through the oil he 
poured into the gauge port of the 
discharge service valve on top of the 
compressor. 

Then Jack stopped the compressor 
and if the “no-bubble” vacuum held 
for one-half hour, Jack put on the 
discharge pressure gauge, opened the 
valve to the “cracked” position, and 
released enough charge from the 
condenser (there was no receiver; 
the bottom two or three coils of the 
receiver held the surplus SO) to 
test for leaks. He allowed pressure 
to build up to 25 or 30 lbs. gauge 
and then went all over the system 
carefully with a 26% ammonia swab, 
testing all joints whether factory 
joints or the ones he made on the 
job. 

Satisfied that there were no leaks, 
he released the charge by opening 
the condenser service valve three full 
turns. With no brine in the tank, 
the suction pressure stayed low, so 
for that reason Jack did not put the 
brine in the tank until he had the 
machine running. Moreover, it gave 
him a chance to test the coil in the 
tank for leaks, by passing the am- 
monia swab over the brine tank filler 
hole. 

Mixing the brine (in those days 
ordinary barrel salt was used instead 
of calcium chloride) resulted in a 
warm brine, so he usually mixed it 
early, in order that it would have 
time to cool off before he put it in 
the tank. After the brine finally 
cooled down the suction pressure was 
1 Ib. gauge for a number one tank, 
2 Ibs. for a number two tank, and 
3 Ibs. for a number three tank—easy 
to remember. 

It usually took about three hours 
for the tank to frost and the suction 
pressure to get down low enough 
that it was safe to leave the machine 
on. So he piled his tools and scraps 
in a corner of the basement and went 
home. By this time, it was apt to 
be 8 or 9 o’clock; he had had no 
supper, he had done a real day’s 
work, and he was ready to eat and 
go to bed. 

The next day Jack came back, 
checked the expansion valve and 
thermostat settings, picked up his 
tools, cleaned up his mess, showed 
the customer how and when to oil 
the machine, and how and when to 
defrost the tank. 

If Jack put in three machines a 
week, he had about all he could do, 
along with getting things ready for 
the installations, measuring up and 
inspecting the ice boxes for the sales- 
men, and make a couple of service 
calls. 


EARLY SERVICE TROUBLES 


The thermostat was the chief cause 
of service calls. Frost and ice formed 
in the convolutions of the bellows 
and kept the switch on. Later, a 
glycerine cup was provided, in which 
the bellows was placed. The switch 
itself was rather lightly constructed 
and sticking contacts were common. 

The expansion valve gave some 
trouble, also. Replacement of it was 
fairly common. Part of the trouble 
was from corrosion of the needle. 

The discharge valves in the com- 
pressor also gave a good deal of 
trouble. They were the poppet type 
(flapper valves came later) and it 
was difficult to keep them holding 
tightly. If they leaked, Jack re- 
ground them on their seats just like 
automobile valves, using a fine emery 
and finishing with jeweler’s rouge 
for polishing. 

The seal was very little trouble. 
Jack did not have to replace any 
the first year on the job. 

The flat belt gave a lot of trouble, 
as small flat belts are apt to do. It 
was later replaced by a V-belt, much 
to Jack’s relief and to a marked 
drop in the number of service calls. 

Jack had one bad occurrence. The 
charge got away from him on one 
of his first installations after he came 
back from. Detroit. The crater at 
the factory had driven a nail in the 
wrong place and into the copper tube 
condenser. It stayed sealed until 
Jack uncrated the machine in the 


customer’s basement and then about 
4 or 5 lbs. of SOg rolled out. 

Service soon became quite a time- 
consumer. By the time he had 35 or 
40 machines installed, service was 
something he had to take in con- 
sideration when allotting his time. 
Two installations a week took about 
three days; he averaged another two 
days helping the salesman; and he 
spent on an average, as much as a 
day in servicing. 

These jobs accounted for six days 
a week, eight to 10 hours a day, 
with maybe a call or two on Sundays. 
The 40-hour week was not only un- 
heard of, it was not even thought of. 
If Jack worked as little as 50 hours 
a week, he was lucky; 60 hours was 
more nearly the average. And it 
didn’t hurt him; he got along fine. 

Jack made $35 a week, which was 
pretty good money in those days. 
A modern five-room house rented for 
$25 to $35 a month. The monthly 
grocery bill for a family of man, 
wife, and two children was $40 to 
$45 a month. Jack did very well, 
comparatively. 


JACK WAS AMBITIOUS 


But, Jack was ambitious. How 
could he advance? What was the 
next step up? Where could he get 
further information on his job? 
Those were very real problems, and 
they will be diseussed in a later issue. 


(To Be Continued) 


Murphy’s Service Opens In East 


BINGHAMTON, N. Y.—Murphy’s 
Refrigeration Service has_ been 


opened at 122 Clinton St., featuring 
a complete line of General Electric 
appliances and an extensive service 
operation. Free gifts for ladies were 
presented during a recent open house. 


'BEN-HUR 12.5 Cubic Foot Model. 
Others—9.2 and 18.45 cubic foot 
sizes. For all family needs. 


Family Gift for 


Years of Pleasure and Savings 


Owning a BEN-HUR Freezer is like “livin 
in clover” the year ‘round... like moving 
the finest market place into your home, 
all the choicest cuts of meats, best of garden 
harvest, vegetables, fruits, berries — at pet- 


pétual “bargain day”’ prices. 


That’s why a BEN-HUR makes the finest 
possible Christmas Gift — a mode: way 


of living that hundreds of families ar: 
ing themselves” this year. 


With its colorful “BEN-HUR | | 


trim, modern styling, and wealth c 
features, the BEN-HUR can lead you 
day Sales to new HIGHS this year. 

the valuable dealer franchise detail 


now. 


DEPT. AC, 634 EAST KEEFE AVENUE 
MILWAUKEE 12, WISCONSIN 


HEALTHFUL LIVING THROUGH FROZEN 


Let us show you why BE} HU 
Dealers are making freezer sales rec “ds. 
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‘On the Job’ Sales Training Program Helps 
Dealer Give Salesmen Full Year's Course 


CHICAGO—More than 4,000 dealer 
salesmen have subscribed to Hot- 
point’s new six-ply sales training pro- 
gram including 52 weekly ‘“on-the- 
job” specialty selling clinics, Edward 
R. Taylor, sales manager, announced. 

The objective is to train 20,000 
salesmen in dealer stores by next 
summer, he said. The activity con- 
sists of: 

1. Fifty-two weekly on-the-job 
meetings covering a weekly selling 
review clinic; a features photo quiz; 
52 “sales builder bulletins.” 

2. A sound slide series on basic 
selling training. ; 

3. A plan for selecting, hiring, and 
training new salesmen. 

4. Product features evaluators—a 
simple slide-rule gadget on every 
product that gives a quick compari- 
son of Hotpoint features versus com- 
petitive brands. 

5. Special selling campaign prize 
contests. 

6. New product announcement 
films. 

For $5, a salesman gets a full 
year’s course consisting of 52 regu- 
larly scheduled weekly meetings. 
Hotpoint supplies all the materials. 
Dealers in large or small stores can 
hold the meetings right on the floor, 
without fancy stages, backdrops, and 
displays. 

Instructor for the year’s course 
is the dealer himself, the man who 
knows the day-to-day problems of his 
salesmen. Yet, the dealer need not be 
a trained instructor; Hotpoint sup- 
plies him with a concise manual on 
how to hold the meeting. . 

Weekly bulletins give him the for- 
mat for each week’s discussion. This 
takes the form of typical sales prob- 
lems that are encountered in every- 
day selling, Taylor said. 

Entitled the “Payoff Plan,” the 
complete program will be carried 
out in two phases. The first of these 
is the sales building activity through 
weekly meetings in the dealer’s 
store. The second phase is a train- 
ing campaign conducted jointly by 
the distributor and dealer, and cen- 
tering primarily around the distribu- 
tor’s training school facilities. Taylor 
pointed out that the dealer is given 
managerial responsibility, without 
the necessity of providing costly fa- 
cilities or materials. 

The basic materials used in the 
first phase are a booklet describing 
the program; a guide called, “How 
to Handle Your On-the-Job Training 
Meetings;” a weekly retail selling 
review; and a weekly “sales builder.” 

The weekly selling review sets up 
half a dozen sales cases to be an- 
alyzed by the salesmen with the 
dealer. The dealer has answer sheets 
which he gives to the salesmen at the 
end of the meeting. A 20 minutes 
“Foto-Quiz” on features shown in 


Remodeled Winns 
Opens In Utica 


UTICA, N. Y.—Winns, Inc., has 
opened its completely remodeled fur- 
niture and appliance store at 119 
Genesee St. 

A new front of modernistic design 
includes a geometric marquee and 
windows, flanked by two Gothic col- 
umns covered with aluminum. Julius 
Weinstein is president of the firm 
“nd his four sons are associated with 
‘im in the business. 


Allied Appoints Sullivan 


BOSTON—Appointment of W. F. 
ullivan as division sales manager 
vr all Norge home appliances was 
nnounced recently by Allied Appli- 
nee Co., Norge distributor here. 
In making the announcement, R. 
. Cron, vice president and general 
‘anager of Allied stated, “Sullivan’s 
2pointment now completes the per- 
mnel of our Norge division. Sullivan 
‘ined us in our Youngstown division 
most two years ago.” 


ontgomery Made Vice Pres. 


RICHMOND, Va.—R. S. Mont- 
omery, Jr., has been appointed vice 
resident of R. S. Montgomery, Inc., 
istributor of General Electric major 
ppliances through this section of 
irginia, it has been announced by 
«. S. Montgomery, head of the firm. 

Montgomery was formerly in the 
Roanoke, Va., branch of the firm. 


the sales builder gives the salesmen 
quick identification and use-value 
knowledge. 

The meetings have four aims: 
training retail salesmen to evaluate 
selling problems with the dealer’s 
help; encouraging them to discuss 
and analyze the reasons for sales 
lost, as well as understanding the 
reasons for successful sales; develop- 
ing salesmen’s ability to handle the 
sales confidently; and encouraging 
the use of the correct selling ap- 
proach at the strategic moment. 

Taylor emphasized two essentials 
for the on-the-job program; proper 


length (approximately one hour); 
and regularity (meetings should be 
held every week throughout the 
year). An hour-long meeting held 
weekly is short enough to hold the 
salesman’s interest, yet long enough 
to cover the week’s program, he 
points out. 

Recalling pre-war selling in the 
automotive and appliance fields, Tay- 
lor said that the best performance 
resulted from the regular weekly 
sales meeting. This was conducted 
by the dealer, or in the case of 
larger organizations by the senior 
salesman or sales manager. 


Blake Represents Hamilton 
For Automatic Dryers 
In 8 Mountain States 


TWO RIVERS, Wis. — Carl L. 
Blake has been appointed regional 
sales representative for Hamilton 
automatic clothes dryers in eight 
mountain states, according to Charles 
H. Rippe, Jr., sales director of the 
home appliance division, Hamilton 
Mfg. Co. 

Blake’s territory will include Mon- 
tana, Wyoming, Idaho, Arizona, Utah, 
Colorado, New Mexico, and western 
Texas. 


Blake, who was in the laboratory 
equipment division of the Hamilton 
Co. for the past nine years, took over 
the duties of his new position on 
Sept. 15. 


A Few Like Doing Dishes But-- 


Women Want Dishwashers To Save Work 


CHICAGO—Almost one third of 
the housewives queried in a recent 
survey are considering buying an 
automatic dishwasher, according to 
Fred J. Walters, vice president of 
marketing at Hotpoint, Inc. 

Principal reason this market exists 
is that the appliance saves work. Its 
value in time saving is the next im- 
portant reason. 

Of those answering the question- 
naire 22.3% and 19.1%, respectively, 
gave these reasons for planning to 
buy. “Sanitary way of dishwashing” 
was cited by 15.5%; “keeps hands 
out of water,” 7.5%; and “dries 
dishes,” 6.9%. 

These facts were revealed by Good 
Housekeeping Magazine in a survey 
of 16,000 owners and non-owners, the 
first one of major national importance 
made, according to Walters. Results 
were tabulated on 2,013 replies from 
the publication’s Consumer Panel and 
5,770 from dishwasher owners. 

Analyzing the answers, Walters 
said that the potential for dishwasher 
use indicated by this survey and by 
sales in the postwar period justifies 
the expansion of Hotpoint facilities 
and those of other companies. 

Annual production has jumped 30 
times since 1946 and is now running 
close to 300,000 units a year, he said. 

This survey by Good Housekeeping 
throws new light on why people plan 
or do not plan to buy, and what 
hand dishwashing habits are, Walters 
declared. 

He noted that over a third of the 
“resisters” said their families were 
too small to need the appliance. Other 
answers: no room in kitchen, don’t 
think dishwashers save time, too 
costly, won’t wash pots and pans, 
don’t think dishes get clean, hard on 
fine china and glasses. 

The gem of them all but worth 
considering since 24% claimed it 
was a major reason was “I don’t 


mind washing dishes.” 


The respondents agreed that dish- 
washing was one of the top three on 
their list of disagreeable household 
tasks. The other two are ironing and 
cleaning. For over two thirds of the 
families this job comes up three or 
more times a day. Actual dishwash- 
ing takes at least one hour each day 
plus additional time of 15 minutes 
or more to get the dishes, pots and 
pans ready for the soap and water 
treatment. 

The job is made even more dis- 
agreeable by the inadequate sinks in 
use. Over three quarters of them are 
single compartment types, 60% do 
not have counter space on both sides 
of the sink and a third have only 


Kirchner Buys Appliances 
For Edwards’ Rochester Unit 


ROCHESTER, N. Y.— Norman 
Kirchner, appliance divisions buyer 
for both the Buffalo and Syracuse 
stores of E. W. Edwards & Son, has 
taken over the same duties for the 
firm’s Rochester store, according to 
T. F. Lemm, vice president and man- 
ager of the Rochester outlet. 

Kirchner succeeds the late Eugene 
Murphy as buyer for the Rochester 
store, but will maintain his headquar- 
ters in Buffalo. 

George J. Paulus has been named 
head of the major, small appliances, 
radio, and television departments at 
the Rochester store to handle the 
other duties formerly performed by 
Murphy. 

Paulus was with Edwards’ Buffalo 
store before transferring here and 
prior to that had worked in Tacoma. 


one drainboard. 

Two out of five sinks are 10 to 25 
years old. Yet dishes are washed in 
the sink by 36.7%, in a dishpan in 
the sink or on a drainboard by 61.3%. 

The survey indicated that almost 
everyone gives the dishes a clear 
rinse after washing, some running 
hot water over them from the faucet, 
some pouring from a tea kettle, 
others dipping dishes in a pan of hot 
water. 

In practically every case, though, 
the water is not as hot as that 
sprayed over the dishes in an auto- 


matic dishwasher. 

Owners of the appliance were 
highly enthusiastic, said it was less 
troublesome (88.1%) and less time 
consuming (85.1%) than the hand 
method. 

Half of the families said it saved 
from half an hour a day to an hour 
and 39% claimed savings of more 
than an hour a day. 

Other savings in time and labor 
turned up in answers. For instance, 
42% said they had cut down dish- 
washing to twice a day and 31.8% 
to once a day. 


Thor 3rd Quarter Earnings 
Better Preceding Periods, 
Inventories Sharply Cut 


CHICAGO — Thor Corp. earned 
$443,850, or $1.26 a share, on net 
sales of $6,717,131 in the third quar- 
ter ended Sept. 30, Raymond J. Hur- 
ley, chairman, recently reported to 
shareholders. 

Earnings for the corresponding 
period last year were $796,532, or 
$1.81 a share, on total sales of 
$10,011,126. 

The third quarter was the second 
consecutive quarter in which Thor 
recorded major gains in earnings 
over a preceding three-month long 
period. 

Second quarter profit was $233,053, 
or 66 cents a share, on sales of 
$6,318,344. In the first quarter the 
company showed a loss of $131,522 
on sales of $4,923,034, according to 
Hurley. 

The net effect was earnings of 
$545,381, or $1.55 a share, on sales 
of $17,958,509 for the first nine 
months of 1949. This compares with 
a net profit of $2,224,584, or $5.05 a 
share, and sales of $28,932,035 for 
the same period last year. 

Hurley reported third quarter in- 
ventory reductions of $842,809. Total 
inventories on Sept. 30 were $3,368,- 


. 750, as compared with $4,211,559 on 


June 30, and $6,116,918 at the end 
of 1948. 

Orders on hand for Thor appliances 
are at a new high for the year, 
Hurley said. He declared, however, 
that “it is impossible to forecast our 
fourth quarter shipments, which are 
being affected seriously by the steel 
strike.” 


To Locate Friends 
and Customers 


AT THE ALL-INDUSTRY EXPOSITION, TRY THE 
AIR CONDITIONING & REFRIGERATION NEWS 


MESSAGE CENTER 


IN BOOTHS 208-210-212 


Plan to spare yourself many miles of needless trudging by letting the NEWS 
Message Center make your contacts for you. 
A courteous attendant will take your message and will make every effort to 
see that it reaches the person you wish to contact. 
Hours of precious time may be saved by taking advantage of this convenient 


service. 


And drop by the NEWS booth often. A message may be waiting for you. 
Besides, you won't want to miss— 


REFRIGERATION Ano - 


DIRECTORY *" 


product manufactured. 


1946 


—— 


BUSINESS MEWS PUBLISHING Co. 


| 08 we onr SHUEY. werEODT De. eeneeen) EEE 
‘ 


sharpen 


YOU 


DIRECTORY. 
brought directly from the presses to the show. 
reference volume containing up-to-date, authentic listings 
of manufacturers—alphabetically—geographically—and by 
Also includes latest geographical 


listing of parts 


by leading 
the work of their 


THE REFRIGERATION AND AIR CONDITIONING 
1949-50 edition will be 
A handy 


The brand new 


wholesalers. 


THE REFRIGERATION LIBRARY. 26 volumes. Packed 


with ‘‘know-how” on all phases of domestic and commercial 
refrigeration and air conditioning. These manuals contain 
many answers to your problems. They are written in a 
language you can understand by well known authorities 
in their field. 


‘‘LAUGH-LEARN’’ BOOKS on salesmanship by areas 
George F. Taubeneck. ‘‘One Foot in the Door." “‘It's A : T etinaes &.1000/"es 
Great Life.’ ‘The Marshal's Baton.'' Heartily recommended 


industry executives for 


sales staffs. 


THE NEWS STAFF. Editorial and advertising repre- 


sentatives will be at the show in force to greet old friends 
and make new ones. 


ARE ALWAYS WELCOME AT BOOTHS 208-210-212 


those who want to 


MASTER 
| SERVICE | 
__ MANUALS 


COMMERCIAL 


REFRIGERATION 


LAS NEWS PUBLISHING CO i 
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2,476,123. REFRIGERATION APPARA- spaced collector plates mounted in said 2,476,501. PREFABRICATED REFRIG- machinery compartment below the bottom 
TUS. Raymond E. Tobey, Springfield, frame, one of said plates being insu- ERATOR HOUSING. Pietro Maniscalco, wall for the motor-compressor unit, a N 
Pp ATE NTS Mass., assignor to Westinghouse Electric latedly mounted, a fine wire electrode in- Chicago, Tll. Application Jan. 24, 1945, metal liner within said casing above said | 
Corp., East Pittsburgh, Pa., a corpora- sulatedly mounted in said frame, said Serial No. 574,421. 2 Claims. (Cl. 20—2.) bottom wall forming a food storage com- 
tion of Pennsylvania. Application May 31, wire being insulated. from said plates, partment cooled by the refrigerant eva- 
1946, Serial No. 673,582. 8 Claims. (Cl. said insulated plate having a projecting porator, a door opening in the front of 3 
62—89.) ‘ portion extending beyond said collector said cabinet giving access to the food { C 
Week of July 12 } plates in the direction of incoming air, storage compartment, a door closing said 
said portion having a curved surface pro- opening, and a conduit condenser en- 
viding an electrode coacting with said gaging the inner surface of said casing S. 
C ti d fine wire electrode. 1. A refrigerator structure comprising in heat transfer relation therewith, said Lab 
oniinue ——— side, ig top -_, =". — conduit condenser having a single up- secc 
DESIGNS top and bottom walls each formed of at right portion extending from the motor- 
a. ee a tea Bg el > 154,457. DESIGN FOR A COMBINATION least two oe gre —— for —— = —? on 
pee nt Sept. 14, 1945, Serial No. 616,. BEVERAGE COOLING AND DISPENS. [‘W0 Seements each oF ee ee ame oes at a sent 
eas Claims. (Cl. 62—117.) : \' Dm ING CABINET. Theodore J. Blanchard Wa >. SiG siterial of trapezoidal cros ak har 
’ = SS and Joseph E. Oettinger, Philadelphia, Pa, ee netthe joiaing ende « f th ian ST S 
j Application Jan. 21, 1948, Serial No. 143,. Second! form ie he Gon and bottom ; 
~ ot | / 948. Term of patent 7 years. (Cl. D2—3.) segments each of the top and bottom Bay 
/ i i walls being biased and conforming to van 
/ ‘ the shape and size of said insulating core, . 
at ” and means carried by said core and co- Asse 
2. In a refrigerator including an in- operating with other means carried by prol 
z gy cabinet pee . = = each of said top and bottom wall seg- ‘are 
. ‘ in e upper portion ereof and a stor- ments for holding and sealing said core 
1. In a cooling system for ae age receptacle below said cooling unit, in position. § . app 
—, a a poe: apd oat said cabinet, said cooling unit, and said a seco 
anne yy "auaa wae a. the im- or ae ro oe on_scoame open- 2,476,603. TERMINAL SEALING CAP whe 
: as gerator, said FOR REFRIGERATORS. William F. 
provement TT aks tail yo Pp cooling unit and receptacle each having Hines, Dumont, N. J., and Joseph J. of t 
peg ne Age —_ yo Roomy _# a pete Fong a side wall spaced from the same side Hollwig, Brooklyn, N. Y¥. Application disp 
in spaced relation —- r wall of the cabinet and a rear wall April 12, 1946, Serial No. 661,704. 6 Claims. compressor unit along said bottom wall isn’t 
ing an open air vent, and means f0r spaced from the rear wall of the cabinet ‘Zo (Cl. 174—77.) then upwardly along one of said casin in f 
passing outside air through said coil and to gefine air spaces along said sid a eae id ll - € in f 
id tank to cool and condition said S male ace Gh een side walls, then across said casing top ae 
over sa rear walls of the cabinet, said receptacle 77 wall and down the other side wall in « y 
air. oreee a Beton =e spaced from the ‘ ; common substantially vertical plane sub- of | 
pone ota ottom wall of said cabinet to define an : P75 stantially midway between the door anc 
aoe. —" snaasaad air space along said bottom wall of the the rear wall of said casing, said con 
SYS cabinet which air. space communicates The ornamental design for a combina- duit condenser on said other wall having 
and John Kenneth Myers, Brentwood, Pa. ith i * = : P & C : : : 
Application June 7, 1944, Serial No. 539,- with said first-named air spaces, a clo tion beverage cooling and dispensing cabi- a loop portion adjacent the bottom wal! s1ze 
sae 9 Ghotmee, (OL. 257-2) ’ sure wall at the front of said cabinet, net, substantially as shown and described. and extending upwardly between said fuse 
said closure wall having a first portion diaaciaaiaite plane and said rear wall and then ex em 
“t enclosing the spaces between the side AVAILABLE FOR LICENSING tending down the rear wall substantially : 
' pe ing ~ — pose = side bog OR SALE to the machinery compartment. ia 
° e cooling unit and the receptacle, 1. In i i i eae tee 
said closure wall having a second saetion The General Electric Company offers the threaded Saud aut Gea e es 
enclosing the space between the bottom following 40 patents for non-exclusive which the terminal post extends, of a 7 
wall of the food storage receptacle and licensing on reasonable terms. Applica- cap enclosing the stud and termina! post Week of J | 96 
the bottom wall of the cabinet, a baffle tions for license may be addressed to the an adapter for the terminal post threaded uly 
extending upwardly from the upper edge Manager, Patent Department, General thereon and extending through the cap, 
of the spaced side wall of the receptacle Electric Company, 1 River Road, Sche- 4 rubber bushing on said adapter and 2,477,055. REFRIGERATING APPARA- 
into the space between the side wall of nectady, N. Y. extended into cap, said adapter having 7TUS. Whitney Giffard, Detroit, Mich., as- 
the cabinet and the side wall of the cool- Pat. 1,904,559. REFRIGERATING MA- a screw threaded stem extending out- signor to Nash-Kelvinator Corp., Detroit, 
ing unit, said baffle being spaced from CHINE. wardly of said rubber bushing, a knob Mlich., a corporation of Maryland. Applica- 
1. In a hot air heating system a U- said side wall of the cabinet and from Pat. 1,953,688. SLIDING SHELF FOR on said cap enclosing said bushing, an ‘tion May 14, 1947, Serial No. 748,061. 6 
shaped conditioning chamber constituting said side wall of the cooling unit, said REFRIGERATORS. expander engaging said bushing, and a Claims. (Cl. 62—89.) 
an air duct having an air inlet at the baffle being also spaced from the upper Pat. 1,955,186. REFRIGERATION AP- nut threaded on said stem against said -— 
top of one leg and an outlet at the top wall of said cabinet and extending from PARATUS. expander. 
of the other leg of the U, a blower for said closure wall at the front of the Pat. 1,973,416. SLIDING SHELF STRUC- mpecneens 
drawing air through said inlet and de- cabinet to the rear wall of the cabinet. = aaa 3 Re tens ye a — 2,476,764. REFRIGERATING APPARA- 
livering the same to the outlet side o me o SUSE - TUS, INCLUDING A LUBRICANT 
the duct, a motor for said blower having 2,476,184. DEFROSTING CONTROL AR- FRIGERATING SYSTEMS. COOLER. Lawrence A. Philipp, Detroit, 
a thermostat control operative to ener- RANGEMENT. Merrill B. Goddard, Chi- Pat. 2,022,048. REFRIGERATING  mich., assignor to Nash-Kelvinator Corp., 
gize said motor in response to tempera- 480, Ill., assignor to Carrier Corp., Syra- MEANS. Detroit, Mich., a corporation of Mary- 
ture changes in the room to be heated, cuse, N. ¥., a corporation of Delaware. Ap- Pat. 2,002,444. REFRIGERATOR EVA- and. Application Feb. 7, 1947, Serial No. 
a plurality of heat exchange conduits plication May 25, 1944, Serial No. 537,239. PORATOR. 726,999. 7 Claims. (Cl. 61—115.) 
disposed with their axes parallel to the 8 Claims. (Cl. 62—2.) Pat. 2,029,610. WINDOW VENTILATOR. 
path of flow of the air in the outlet leg ecu 2,033,859. SLIDING SHELF STRUC- 
of the U-shaped duct connected to a , 1. In refrigerating apparatus, an outer 
source of heating medium said conduits Pat. 2,033,860. EXTENSION SHELF FOR cabinet casing, an inser liner forming 
substantially filling the space of said leg, REFRIGERATORS. a food storage compartment, a door open- 
means for circulating the heating medium oan” 2,033,861. REFRIGERATOR SHELV- ing in a wall of the cabinet giving ac- 
through said conduits, and means re- . 7 cess to the food storage compartment, a 
sponsive to the change in temperature of Pat. 2,043,917. EVAPORATOR FOR RE- trim strip of low heat, conductivity hav- In 
the heating medium flowing through said FRIGERATING MACHINES. ing one side edge portion engaging said / | 
conduits for energizing ~ ye cg, 5 2,074,295. VENTILATING APPA- liner at the door opening and having an 1 - 
said circulting means independently o ° opposite side edge portion engaging sai 
the operation of said blower. mers — AIR CIRCULATING AP- casing, said vias atvip having es gh yor 
’ ing therethrough and having a pair of dia- co 
2,476,041. AIR BLOWER LUBRICATION. Pat. 2,081,104. AIR CIRCULATING AP- 1. Refrigerating apparatus comprising metrically poe ones ak ding pl his | 
Reynold Happe, Pittstown, and Edgar P. 1, A method of defrosting a cold diffuser PARATUS. a casing, lubricant in said casing, a motor said opening, a thermostat attached to They 
Turner, Fanwood, N. J., assignors to The or the like consisting in measuring the Pat. 2,081,105. AIR CIRCULATING AP- compressor unit in said casing, a con- said ears inwardly of said trim strip and veni 
Singer Mfg. Co., Elizabeth, N. J., a cor- ‘static pressure between a coil to be de- PARATUS. denser connected to said compressor, a being removable through said opening. in 
poration of New Jersey. Application frosted and a fan circulating air over Pat. 2,081,106. VENTILATING APPARA- refrigerant evaporator connected to said nibs rm 
March 15, 1946, Serial No. 654,660. 7 the coil, causing” a timing device to be TUS. condenser, a lubricant cooling conduit 2,477,093. REFRIGERANT CIRCULAT- | Thi 
Claims. (Cl. 230—207.) se = to Fone > x -y aa 2,081,107. VENTILATING APPARA- — ae — casing and having ING SYSTEM WITH MULTISTAGE COM- ” 
e a predetermine imit, q (9) ends connected in open communica- PRESSOR. Mal 3 q 
“ and effecting the following chain of opera- Pat. 2,081,109. VENTILATING APPARA- tion with the interior of said casing below ington, Pa. al “eg Ev 
of . «usa tions automatically responsive to the ac- TUS. the level of lubricant in said casing to ments, to Philco Corp., Philadelphia Pa., book 
a a ae OT TN tuation of said timing device: first open- Pat. 2,114,878, FOOD STORAGE RE- receive lubricant in said lubricant cooling a corporation of Pennsylvania. "i plica- man- 
1 ing an electrical inert to make inopera- a aes a eae ah, conduit and a conduit connecting the out- tion April 29, 1944, Serial No. 533,354, calle 
eo , ve said fan and to halt the supply of at. 2,157,561. - let of said evaporator with one end of the aims. . 62—115. 
eh 4 refrigerant to said coil, then causing PORATOR AND METHOD OF MAKING . lubricant conduit so that the gas to be wis ” seiies “ial 
ph an electrical circuit to close to make op- SAME. compressed must flow through some of the om 
li erative a device for causing defrosting of Pat. 2,158,074. AIR CIRCULATING DE- lubricant in the lubricant conduit before H 
7. [ said coil, next opening said last men- VICE. reaching the inlet of the compressor to “9 
a tioned circuit, and finally closing the first Pat. 2,177,522. FOOD STORAGE RE- _ cause lubricant to flow through said storic 
= = ie mentioned rebar ‘to cause the fan to ne ae | gu Bg eo lubricant cooling conduit. a 
: resume to circulation of air and to cause at. 2,177,040. - —— eath: 
1 : refrigerant again to be admitted to the CEPTACLE FOR REFRIGERATORS. 2,476,903. ELECTROSTATIC DUST PRE- neatl 
+ pret) coil. Pat. 2,219,833. REFRIGERATOR. CIPITATOR. Gaylord W. Penney and 
eile Pat. 2,237,822. FOOD STORAGE RE- George W. Hewitt, Pittsburgh, Pa., as- Wi 
8. An air blower unit comprising, a 2,476,247. Kenneth W. MacKenzie, New- CEPTACLE FOR REFRIGERATORS. signors to Westinghouse Electric Corp., to s 
substantially enclosed hollow casing. a ton Highlands, Mass., assignor to Ray- Pat. 2,240,193. REFRIGERATOR. East Pittsburgh, Pa., a corporation of - ; 
common wall member disposed within said theon Mfg. Co., Newton, Mass. Pat. 2,241,064. FOOD STORAGE RE- Pennsylvania. Application Nov. 6, 1947 A iB nce Magee: rage Foon Py 
casing thereby to form a pair of opposed CEPTACLE FOR REFRIGERATORS. Serial No. 784,330. 8 Claims (Cl. 183—7.) » including an evaporator and a condenser, it an 
rotor and lubricant-containing chambers Pat. 2,255,503. VENTILATED FOOD 5 iaiincg 9 a two-stage compressor unit including a nent 
respectively, a rotor disposed within said STORAGE RECEPTACLE. “ty aan —s communication with to pu 
rotor chamber, said wall member being Pat. 2,259,993. CABI- | rator for receiving gaseous re- 
formed with a pair of apertures therein “ae ee . frigerant therefrom, a low-pressure pump Th 
disposed adjacent the exhaust and suc- Pat. 2,266,617. REFRIGERATOR CABI- and a high-pressure pump mounted with- —or 
tion sides of said rotor respectively, con- NET. in said housing, means for actuating said asked 
duit means connecting that suction-side Pat. 2,298,052. REFRIGERATOR. pumps, said low-pressure pump being ranec 
aperture to the outside of said casing, a Pat. 2,317,212. FOOD STORAGE RE- adapted to receive gaseous refrigerant Sonal 
lubricant-delivering means connecting said CEPTACLE FOR REFRIGERATORS. from within said housing to compress tous 
lubricant containing chamber with said Des. Pat. 97,605. DESIGN FOR A VEN- said refrigerant and to pass it into said ing | 
conduit means, and an air discharge nozzle TILATOR CASING. high-pressure pump to be further com- packe 
leading from said lubricant-containing Des. Pat. 97,614. DESIGN FOR A VEN- pressed and discharged into said con- bulky 
chamber to the outside of said casing. TILATOR CASING. a ype ste A Ps Pyro — — Look 
q quently returned to said evaporator, an 
2,476,044. APPARATUS FOR SEPARAT- Agee on nea ——_—_ rom a means responsive to high pressures within than 
ING OIL FROM REFRIGERANT 1, An electrical precipitator for sepa- Des. Pat. 97,6446. DESIGN FOR A VEN- said housing for rendering said low-pres Yor 
VAPORS. Walter Kals, Hastings on Hud- ‘ting impurities from air and other pyjpaToR CASING sure pump ineffective whereby said uni! if y 
son, N. ¥., assignor to Niagara Blower %88e8 including in combination a plurality ‘ may operate as a single-stage unit. wel 
Co., New York, N. ¥., a corporation of f spaced, parallel collector plates com- a anecd 
New York. Application Dec. 26, 1946, prising charge and ground plates, a fine 2,477,210. REFRIGERATOR DRINKIN'- loves 
Serial No. 718,399. 9 Claims. (Cl. 62—115.) Wire electrode positioned in the gas Week of Jul 19 WATER COOLER. William F. Skinne’, all tl 
stream ahead of said plates, at least one y Miami, Fla. Application March 13, 194 been 
of said charge plates having a projecing Serial No. 734,468. 2 Claims. (Cl. 62—141.: voth 
portion extending beyond other of said 2,476,491. REFRIGERATING APPARA- 1. An ionizing means of a type described ath 
plates in the direction of the incoming TUS. Elden ©. Henderson, Springfield, comprising, in combination, an open une 
air, said projecting portion having a Mo., assignor to Alma Serena Henderson, frame, plurality of spaced elongated cylin- Wi 
curved surface providing an electrode co- Oklahoma City, Okla. Application Aug. 29, drical electrodes rotatably supported by at 
acting with said fine wire electrode, means 1945, Serial No. 613,289. 4 Claims. (Cl. 62— said frame, means comprising an electric se 
for applying a potential of a predeter- 89.5.) motor and gearing for rotating each of esel 
mined polarity relative to ground to said said cylindrical electrodes about a longi- 7 ‘ly, 
charge plates, and means for applying tudinal axis, a plurality of scraper bars bonds 
a potential of the opposite polarity rela- secured to said frame, there being a ike 
tive to ground to said fine wire electrode. prin nl bar for each of = — bse 
—_—— electrodes, an 1lonizing wire tor eac space 
1. In refrigerating apparatus having an 2,476,248. ELECTRICAL PRECIPITA- provided by said cylindrical electrodes, 
oil separator, means for conducting a TOR. Kenneth W. MacKenzie, Newton means for insulatedly supporting said 
stream of superheated oil bearing re- Highlands, Mass., assignor to Raytheon ionizing wires in discharging relation to 
frigerant vapor from a compressor and Mfg. Co., Newton, Mass., a coropration said cylindrical electrodes, liquid-dis- 
in vapor form through said oil separator, of Delaware. Application Nov. 30, 1946, charger means carried by said frame for W 
and means for. conducting a stream of a Serial No. 713,221. 7 Claims. (Cl. 183—7.) . directing liquid to each of said cylindrical 1. A drinking water cooler comprisin r 
cooling medium in heat exchange rela- ‘9: ae. electrodes, means comprising a pump 4 pair of sheets one overlying the othe 
. tion to said stream of oil bearing vapor and an electric motor therefor for supply- an inlet member for supplying water | rd 
ee before entering said oil separator, the ing said liquid-discharger means with said cooler, an outlet member for wit! os 
F combination therewtth of ame contrat 2 L liquid, = an ny sey poem ary mad drawing water therefrom, and means fi Pe 
mt: ng e amount of superheat in e re- “Tt . ing switching means for periodically tem- : : ‘ 
frigerant vapor leaving said oil separator, op | PIT : 1. Refrigerating apparatus including a  porarily having both said electric motors rye Be, gy ie Boag Rl ne le 
oe a bulb in thermal contact with ye ‘ ae a ee ee compart- aegearnnetgy J deenergized, said switch- to provide not only a series of straig) B 
e refrigerant vapor leaving said oil ‘ ment, trays mounted within the case so as ng means being operable for energizing parallel channel elements connected on ‘ U 
separator and containing a volatile liquid, to be normally closed off from but ex- said electric motors. to another at their ends by curved char $50 
a valve actuated by the pressure of the we - tending over the refrigerating compart- nel elements to form a continuous cor Ges 
vapor generated by said volatile liquid ca ment, ~_ tt ny ~— open top portions 2,476,906. REFRIGERATING APPARA- duit, but also flat portions separating th P 
and having its inlet connected with said re yer outside o : — ——— TUS. Lawrence A. Philipp, Detroit, Mich. channel elements one from another an Le 
e stream of refrigerant vapor after leaving ng containers overlying and discharging assignor to Nash-Kelvinator Corp., Detroit, other flat portions at the extremities < . 
: said compressor, and valve means actuated downwardly into the trays, each of said Mich., a corporation of Maryland. Appli- : ene! 
, : . the sheet, the flat portions of one shet 
FEELS ceatalneee, tela oe rece alae Setanta Tne being “welded to the correspinding & 
at the outlet of said valve and con ng ___—itt» 8 b ‘ ; - N 
the amount of heat exchange between said ni but subject to the action of refrigerating 2. In refrigerating apparatus having a he gl A ar oy said i? ” 
stream of refrigerant vapor and stream of — means in the refrigerating compartment, refrigerant evaporator and having a re- said conduit od said pote came b: Ade 
cooling medium to control said amount of 7. An electrical precipitator for separat- each container being adapted at opposite frigerant motor-compressor unit, a cabi- jing connected to the other end Ci 
ing impurities from air and other gases ends thereof for passage of material vari- net outer metal casing having side, top, 7 we 


superheat in the refrigerant vapor leaving 
said oil separator. 


comprising a frame, first and second 


able as to shape and bulk. 


bottom and rear walls, and having a 
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NLRB Counsel Offers Management Pointers on Secondary 
Boycotts and Other Provisions of Taft-Hartley Act 


SAN FRANCISCO—The National 
Labor Relations Board’s concept of 
secondary boycotts and other pointers 
on the Taft-Hartley Act were pre- 
sented recently by Robert N. Den- 
ham, general counsel for the NLRB. 

Speaking before the San Francisco 
Bay chapter of the Society for Ad- 
vancement of Management, Denham 
asserted that secondary boycotts, 
prohibited by the Taft-Hartley Act, 
“are tricky things because what may 
appear to the layman to be a 
secondary boycott, finally turns out, 
when we measure it by the language 
of the law, to be either a primary 
dispute or possibly one that simply 
isn’t covered by the law, even though 
in fact it is a secondary boycott.... 

“Section 8 (b) (4) predicates all 
of its provision on the encourage- 
ment or inducement of employes of 
an employer—and I want to empha- 
size that word ‘employes’—to re- 
fuse to handle the goods of another 
employer in order to force their em- 
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“Stories of 
the Week” 


~ ~In Handy 
Form 


In response to hundreds of re- 
uests from, Arr ConpiTiONING & 
Rerecunarsiia News subseribers. 
the condor of its ‘ine pre, 
column collected an upe 
his best) *St@ries of the Week.” 
They are ‘naw available in con- 
venient hook-form for your read- 
ing and | working /pleasure. The 


book is aay a “You'll Love 
This One.” \ 


~ 
Everyone will enjoy reading this 
beok, we hope, but for the sales- 
man—and for anyone who may be 
called upon to “say a few words” 
at a meeting—it should have espe- 
cial appeal. 


” 


Here’s why: this book of good 
stories you can tell is printed on 
thin paper, bound in_ flexible 
leatherette, and designed to fit 
neatly into your inside coat pocket. 


While waiting in an ante-room 
to see Mr. Bigdome, the sales 
representative can thumb through 
it and pick out four or five perti- 
nent jokes which are guaranteed 
to put his prospect in a good mood. 


The man about to make a speech 
—or one who figures he may be 
asked to rise and shine extempo- 
raneously—can consult it surrepti- 
tiously while the toastmaster is do- 
ing his stuff. Although it’s jam- 
packed with grand tales, it isn’t 
bulky. Rather, it’s unobtrusive. 
Looks more like a leather wallet 
than a book. 


__ You can be the life of the party 
if you’ve memorized some of the 
anecdotes in this book. Everybody 


loves a good story well told—and 
all the jokes in this book have 
heen tested on tough audiences. | 
—- large and intimate, by the 
‘uthor. 


Within its 236 thin-paper pages 
‘ore than 200 sure-fire laughs are 
| esented. You can use it profit- 
i ‘ly, and so can your friends. It’s 
adsomely turned out, and will 
ise an appreciated Christmas 
| sent. 


$ 450 


Write for quantity discounts on 
© more copies.) 


PRICE: 


‘rder directly from: Business 
vs Publishing Co., 450 West 
t St., Detroit 26, Mich. 
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BUSINESS NEWS PUBLISHING CO. 
450 W. Fort St., Detroit 26, Mich. 
GENTLEMEN : 

Please send me ......+..- copies of “You'll 
Love This One” at $1.50 per copy. [) Check 
enclosed. () Please bill me. 
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ployer to stop doing business with the 
one who is primarily involved. 

“One of the typical cases that falls 
into this catgory is where the busi- 
ness agent of a union which has a 
dispute with employer A, wants to 
bring pressure to bear on business- 
man B who either supplies material 
to A or purchases his product. 


SECONDARY BOYCOTTS 


“So the business agent of the union 
that is striking at employer A, calls 
on employer B and talks to him, 
and tells him that this strike is in 
effect at the plant of employer A, 
and that if employer B persists in 
buying merchandise from employer 
A, or in selling merchandise and de- 
livering it to employer A, he will 
have to throw a picket line around 
employer B’s plant. 

“Now this obviously is a secondary 
boycott, and it is an eflort to assert 
pressure on employer B to get him 
to quit doing business with em- 
ployer A, and thereby lend support 
to the dispute which the union has 
with employer A. 

“But you will not that the business 
agent hasn’t talked to the employes 
of employer B, at all. He has talked 
only to the boss, or to the executives 
in the front office. 

“Usually, such conversation, we 
find from our experience, is pretty 
effective, and employer B will just 
say, ‘Okay, I don’t want to have any 
trouble,’ and consequently he doesn’t 
do any more business with employer 
A until the dispute is concluded. 

“Now, a boycott like that simply 
doesn’t come within the purview of 
the law, and there’s nothing that 
can be done about it. 

“But if the business agent goes 
down into the plant or into the ship- 
ping department of employer B and 
tells the shipping clerk not to bill 
any more merchandise out to em- 
ployer A, or not to receive any mer- 
chandise that is brought in from 
employer A, or if he goes to the 
teamsters who are employed by em- 
ployer B, and tells them not to handle 
the merchandise, it becomes a differ- 
ent matter. Then it does become a 
secondary boycott, within the mean- 
ing of this law.” 


GIVE 60-DAY NOTICE 


One of the most troublesome ques- 
tions under the Taft-Hartley law, 
according to Denham, concerns the 
notice that must be given when either 
an employer or a union desires to 
modify or terminate a contract. 

In view of a recent strict inter- 
pretation of the provisions of the 
law by the courts, Denham advised, 
“It doesn’t make any difference even 
if your contract has a 30-day notice 
clause in it—play it safe and give 
the 60-day notice if you want to ter- 
minate the contract when it runs out 
or if you want to modify it.” 

On the injunction restrictions of 
the Act, Denham expressed the belief 
that the “law is well balanced, and 
now it is a question of just how well 
it is administered.” He added that 
the board had no intention of using 
the Act as “an instrument to 
strangle unions with injunctions.” 

“Another problem which we have 
and which is definitely still an un- 
solved problem,” he continued, “has 
to do with the application of the 
court decisions that were rendered 


under the Wagner Act and that seem 
to be clear and unequivocal as ap- 
plied to the employer. 

“The employer restrictions in the 
Taft-Hartley Act are in practically 
the same language as the employer 
restrictions in the Wagner Act. 

“If applied solely and without re- 
ference to the other features of the 
Taft-Hartley Act, I presume _ the 
Wagner Act decisions should be 
governing and controlling. 

“However, we must remember that 
those decisions were actually 
rendered in the climate of the 
Wagner Act, when there were no 
corresponding or offsetting rights 
held by employers, or employes as 
individuals, who could proceed against 
labor organizations for their mis- 
deeds. 


UNION NOT DOMINANT 


“Under the Wagner Act, a labor 
organization could do no wrong, but 
under the Taft-Hartley Act, a labor 
organization is required to recognize 
that there is a society in the United 
States, and that it is not the domi- 
nant factor in that society but that it 
is only a concomitant part of it, and 
that it, in turn, is to be governed and 
must be governed and must govern 
itself by the rules of common recog- 
nition of the rights of all the other 
parts of that society... . 

“Because this is so, it is entirely 
possible, and I think highly probable, 
that many of the courts will begin 
to look at the old decisions under 
the Wagner Act and re-evaluate them 
in the light of the basic conditions 
that now surround the Taft-Hartley 
Act, and its operations.” 


‘WE ARE NOT CONCILIATORS .. ”’ 


In concluding, Denham pointed out 
that the function of the NLRB is 
“permanent correction of unfair labor 
practices—not just shots in the arm 
for temporary relief. 

“Our offices exist for the benefit 
of the public,” he added. “Our job 
. .. is to prevent unfair labor prac- 
tices as well as to make determina- 
tions regarding questions of repre- 
sentation. We are not conciliators 
or mediators. In fact that function 
is denied us by statute.” 

He scored “the inclination on the 
part of many employers and em- 
ployer organizations to come rushing 
to the Board every time they get an 
industrial bellyache. 

“They want us to give them sort 
of a pill to relieve the pain for a 
few minutes, and then when they 
get that, they walk out and, the odds 
are, we'll never see them again. 
That’s not what our agency is for.” 


Conlon-Moore Corp. Gets 
Permanent Injunction 


CHICAGO—Federal Judge William 
J. Campbell recently granted a per- 
manent injunction against Conlon 
Bros. Mfg. Co. from infringing on 
the “Conlon” trade-mark of the Con- 
lon-Moore Corp. in Cicero, Il. 

Both firms manufacture washing 
machines. Conlon-Moore had filed the 
suit asking such an injunction in 
1947. Although the injunction was 
granted, no accounting of profits or 
cost award was made in this judg- 
ment. 


Subscribe Now 


C] $5 enclosed [] Bill me 


Company 


OD 4.56 65.03 302636 OR uD p 


Receive the greatest trade paper in the Industry—AirR 
ConpITIONING & REFRIGERATION News. Published every week. 
Brings you latest news and vital information on household 
refrigeration, commercial refrigeration, air conditioning, 
home freezers; manufacturing, distributing, retailing, servic- 
ing, and contracting. Only $5 per year, 52 issues. 


Fill in coupon and mail today 
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AIR CONDITIONING & REFRIGERATION NEWS 
450 West Fort Street, Detroit 26, Michigan 


Gentlemen: Send the NEWS for one year. 
[] Bill the company 
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CLASSIFIED ADVERTISING | 


“Positions Wanted’’ 
Limit 50 words. 10¢ per 


RATES for 
per insertion. 
word over 50. 

RATES for all other classifications $7.50 
per insertion. Limit 50 words. 15¢ per 
word over 650. 

ADVERTISEMENTS set in usual classi- 
fied style. Box addresses count as five 
words, other addresses by actual word 
count. Please send payment with order. 


POSITIONS WANTED 


UNIVERSAL GRADUATES will be valu- 
able additions to your refrigeration and 
air conditioning service and installation 
departments. Men from all parts of 
the country have graduated from our 
84 week course in refrigeration and air 
conditioning. Twelve full-time instructors 
with years of experience. UNIVERSAL 
TRADES SCHOOL, 3600 North 24th Street, 
Omaha 10, Nebraska. 


MECHANICAL ENGINEER desires posi- 
tion with air conditioning firm. B.S. de- 
gree from Tri-State College, also com- 
pleted air conditioning and heating course 
at Milwaukee School of Engineering. Have 
experience in piping, retail selling, and 
assembly of motor controls. Am _ 24, 
married, have one child. BOX 3337, Air 
Conditioning & Refrigeration News. 


REFRIGERATION AND air conditioning 
mechanic. 20 years experience. Prefer 
large air conditioning installation. Can 
also handle domestic but don’t like it. 
Last job held as general foreman at large 
air base. I will not say that I am an 
expert but can do till the expert arrives. 
Will require top salary. Education 3 years 
Ga. Tech. BOX 3338, Air Conditioning & 
Refrigeration News. 


SALES MANAGER of a well known 
refrigeration parts manufacturer would 
desire a personal interview during the 
week of the All-Industry Exhibit at 
Atlantic City with a manufacturer con- 
templating the addition of a field or dis- 
trict sales representative. Can furnish A-1 
references. Will acknowledge all letters 
addressed to BOX 3339, Air Conditioning 
& Refrigeration News. 


POSITIONS AVAILABLE 


EXPERIENCED SALES representative 
having established refrigeration and air 
conditioning contractor clientele to act as 
manufacturer’s agent for national manu- 
facturer of high side equipment. Attrac- 
tive territories available. Write BOX 3324, 
Air Conditioning & Refrigeration News. 


SUCCESSFUL STORE fixture and com- 
mercial refrigeration salesman wanted for 
Frigidaire dealer in Chicago area. Must 
know store planning and layout. Give full 
details in first letter. Man selected will 
be given exclusive territory, salary and 
commission. Knowledge of kitchen and 
restaurant equipment helpful. BOX 3340, 
Air Conditioning & Refrigeration News. 


EQUIPMENT WANTED 


SELL YOUR surplus dies. We want any 
dies for notching, blanking, drawing that 
are in good condition. Write BOX 3336, 
Air Conditioning & Refrigeration News. 


EQUIPMENT FOR SALE 


WHOLESALE SEALED unit exchange 
and rebuilding. We will rebuild and 
convert your unit to ‘‘Freon-12.’’ One year 
guarantee. Write for price list and 
shipping instructions. ADVANCE RE- 
FRIGERATION COMPANY, 829 East 
MeNichols Road, Detroit 3, Michigan. 


FOR SALE—Brand new Penn controls. 
Type 260AT01, range -5° to 40° at $3.19; 
type 260AT01D with visible scale range 
-5° to 40° at $3.19; type 875A01 wall 
thermostat 25° to 55° at $5.49. Large 
stocks. THE HARRY ALTER CO., 1728 
S. Michigan, Chicago, Ill. 


MERCOID THERMOSTATS. -5° to plus 
35°. “Brand new at $15.00 each. BIMEL 
Co., Cincinnati, Ohio. 


FOUR—TRANE #100 turbo vac air condi- 
tioning compressors—complete with all 
accessories including 7500 gallon Binks 
cooling tower. Four—15000 c.f.m. Trane 
Climate Changers with coils and all acces- 
sories. Four—Trane #70 turbo vac air 
conditioning compressors complete with 
all equipment including 5000 gallon Binks 
cooling tower. HOLLEY CARBURETOR 
COMPANY, 5930 Vancouver, Detroit 4, 
Michigan. Phone Tyler 4-1500, Mr. Lynn. 


22.5 CU. FT. nationally advertised brand 
reach-in refrigerators, complete with unit; 
closeout; limited quantity available; fully 
covered by factory warranty; 2 door 
blower type; special price of $295 f.o.b. 
NYC. Write, wire or telephone MANN 
REFRIGERATION SUPPLY CO., 15 Astor 
Pl., New York, N. Y. GRamercy 3-8000. 


WSED ICEBERG locker plant, 60 drawers, 
each 6 cubic ft. Entirely self-contained 
unit. Locker renter does not have to go 
in cold room. Excellent for small town 
plant or large market or apartment house. 
In excellent condition, reasonably priced. 
Write: ALFRED L. SCHWALB, 355 
Jefferson Street, Winchester, Virginia. 


FOR SALE in original crates Dole plates 
21” x 21”. Ten plates to crate (56 crates). 
Priced less than cost. SUPERIOR RE- 
FRIGERATOR MFG. CO., 1606-08 Pine 
St., St. Louis, Mo. Garfield 3780. 


BRAND NEW Kramer Trenton Thermo- 
banks. TV-75 complete with blower, Ther- 
mobank, solenoid, Tork clock, heat ex- 
changer and strainer $95.63. Combination 
#07 system, including two blowers, 1 
B10 Thermobank, solenoid, Tork clock, 
heat exchanger and_= strainer $175.00. 
F.O.B. New York. TRACO INDUSTRIAL 
CORPORATION, Dept. 13, 455 West 19th 
Street, New York, N. Y. 


$5.00 | 


WEEKLY SPECIALS. 1 H.P. liquid re- 
ceivers complete with 2 shut off valves 
and fusible plug $4.00. Primer products 


receiver 4” sweat inlet and outlet 49¢. 
Esko plastic ice cube tray 45¢. McIntire 
strainers 12” flare $1.00. Wagner 3 H.P. 
3 phase motor 1750 RPM 60 cycle A.C. 225 
frame $39.50 each. All merchandise new 
and shipped F.O.B. New York. TRACO 
INDUSTRIAL CORPORATION, Dept. 13, 
455 West 19th St., New York 11, N. Y. 


SERVEL HERMETIC units. Model L2- 
BAIC % H.P. ‘“F-12.’’ Complete with re- 
ceiver. $53.10. Model H2EA1C % H.P. 
“‘F-12."" Complete with receiver. $53.10. 
Faraday alarm system complete with 
trickle charger—Rancostat—neon bulb and 
holder. $3.25. All items brand new. 
Shipped F.O.B. New York. Send for free 
folder today. TRACO INDUSTRIAL 
CORPORATION, 455 West 19th Street, 
New York 11, N. Y. 


EXPANSION VALVES. Detroit #786 
3-6 tons, ‘‘Freon’’ $5.00. Detroit #894 % 
ton ‘‘Freon’’ non-adjustable’‘ low tempera- 
ture $1.95. Sporlan 1 ton high tempera- 
ture $4.00. Electric Power products % 
ton $2.95, % ton $3.25, 1 ton $4.00, and 
2 ton $4.00. All ‘‘Freon’” or CH,Cl with 
%” inlet—%” outlet. Alco T-102 CH,CI or 
“Freon” % ton non-adjustable low tem- 
perature $0.49. Alco TCLOF ‘Freon’’ 2 
ton $4.00. TO6-6M CH,Cl 4 tons $4.50. 
TCL2F “Freon” 5 tons $5.00. TCLOM 
CH.Cl 4 ton $4.50. TLIF ‘‘Freon’’ 3 ton 
$4.25. All material new and _ shipped 
F.0O.B. New York. TRACO INDUSTRIAL 
CORPORATION, Dept. 13, 455 West 19th 
Street, New York 11, N. Y. 


LOW PRESSURE. Cutler-Hammer 9508- 
N200 20”V-40# range 10-26# settings 
5-30# diff. $2.95. Cutler-Hammer 9508N7 
above ratings $2.95 each. Penn 260AP01 
20”-50# range 5#-30# diff. $4.50. Minne- 
apolis-Honeywell #10353467 range -20 to 
50# $4.00. White-Rodgers range 25” vac 
to 50# pressure. 5#-35# diff. $4.00. All 
items brand new. Shipped F.O.B. New 
York. TRACO INDUSTRIAL CORPORA- 
TION, 455 West 19th Street, New York 
11, N. Y. Dept. 18. 


MINNEAPOLIS-HONEYWELL—Polartron 
type L480BX7XA3A8 range 65 to 95 with 
5 ft. copper extension. Brand new. $4.00 
ea. F.O.B. New York. TRACO INDUS- 
TRIAL CORPORATION, Dept. 13, 455 
West 19th Street, New York 11, N. Y. 


McINTIRE CONNECTOR driers and car- 
tridges #200 drier shell 5%” OD and %” 
OD $8.00 ea. Activated alumina cartridge 
refills #200 and #300—$2.00 ea. Brand 
new. F.O.B. New York. TRACO INDUS- 
TRIAL CORPORATION, Dept. 13, 455 
West 19th Street, New York 11, N. Y. 


BRAND NEW heat exchangers, Kramer 
Trenton model TH75 and TH100 $3.00 
each. Electric Products, heat exchanger 
model 50C48 $2.50 each. F.O.B. New York. 
TRACO INDUSTRIAL CORPORATION, 
oe a, 455 West 19th Street, New York 
;- A 


BRAND NEW White-Rodgers controls. 
Type 1533-10 high and low pressure range 
25” to 50 lbs. and 125 to 250 Ibs. at $5.98; 
type 1531-15 pressure control 25” to 50 Ibs. 
at $2.98; type 1609-23 temperature control 
range -20° to 50° at $4.98. THE HARRY 
ALTER CO., 1728 S. Michigan, Chicago. 


PRANCHISES WANTED 


MANUFACTURER'S REPRESENTA- 
TIVES seek lines of small air condition- 
ing units and refrigerators for export; 
also open for sales representation for 
Metropolitan New York and _ vicinity. 
BOX 3342, Air Conditioning & Refrigera- 
tion News. 


BUSINESS OPPORTUNITIES 


FOR SALE: Patent recently issued on 
sealed motor compressor unit with new 
and desirable features. A simplified con- 
struction of low manufacturing cost. This 
improved design not only increases pro- 
duction but also produces dependable 
refrigeration at low operating cost for all 
refrigeration and air conditioning pur- 
poses. BOX 3341, Air Conditioning & 
Refrigeration News. 


DETROIT AIR Conditioning Institute is 
accepting applications for enrollment in 
fall term classes starting October 25. 
Fully GI approved courses in air condi- 
tioning, refrigeration, heating, ventilating, 
sheet metal layout, heat pump engineer- 
ing. Write for free information. DETROIT 
AIR CONDITIONING INSTITUTE, Dept. 
D, 4125 Grand River, Detroit 8, Michigan. 


MISCELLANEOUS 

NORGE SEALED units remanufactured 
and exchanged. Immediate delivery from 
stock. 1 year guarantee. Write for prices 
and shipping instructions. Complete Norge 
engineering service. 22 years experience. 


MODERN REFRIGERATION CoO., INC., 
12541 E. MecNichols Road, Detroit 5, 
Michigan. 


Revco CHILL CHESTS 


The complete line of Reveo CHILL CHESTS 
includ the three popular sizes in farm and 


UNIVERSAL HERMETIC unit, model 
S13L-1 % H.P., $49.50. Guaranteed brand 
new! Send for free folder. Shipped 
F.O.B. New York. Order now! TRACO 
INDUSTRIAL CORPORATION, Dept. A 
455 West 19th St., New York 11, N. Y. 


home food freezers. Revco Deluxe, 8 Cu. Ft.; 
Reveo Heavy Duty, 12.3 Cu. Ft.; Reveo Super 
Heavy Duty, 19.5 Cu. Ft. 


Write for Revco Franchise Details 


Revco, Inc. - Deerfield, Michigan 
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Bright Forecast-- 


(Concluded from Page 1, Column 3) 


Plain Co. Wholesaler Catalog 
Has Freezers, Refrigerators 


CHICAGO —The latest’ catalog 
issued by the John Plain Co. here, 


Water Shortage Seen In 
New York Unless Added 


Sources Are Found Soon 


additional sources of fresh water at 
that time are not known now, they 
added. 

To add to the woes of the Board 
of Water Supply, each New Yorker 
is now using an average of 148.1 
gals. of water per day as compared 


Gaines Buys St. Louis 
Wholesaling Division 
Of Jenkins Music Co. 


Christmas and it should be good this 

year,” Blees said. “Distribution of wholesaling organization that sells with 124 gals. per day per person 2 
about $2,000,000,000 in insurance by catalog through dealers in towns NEW YORK CITY—What may be_ in 1940. ST. LOUIS—Formation of Foster 
dividends to veterans will give busi- of less than 5,000 population, carries 4 jong range shortage of water, Gaines, Inc., which has purchase: 

~ness a shot in the arm during the home freezers and refrigerators for where definite steps to conserve it the local branch of the appliance an 1 

snared a ge of Bead = — peal de tl ae | stretch over a period of years, Ray Distributing Co. Acquires radio wholesaling division, Jenkir ; 

ebruary. en we will go oO ose 1S are the Uriey brand. seems to be developing in New York . s Music Co. of Kansas City, was ar - 
spring when general business nor- The 7-cu. a ge wt is priced at City. siti Assets of Barr on Distributing nounced here recently io hk. Gaine. F 
mally turns up.” $249.50 and the 16-cu. ft. unit at Water supply officials in the city president and general manager <f 

aS To dealers in Cleveland he pointed a pA i ee ‘recently revealed that the city’s tan, Geek oe Ps man I cc the new firm. ie 
Phi out that prices will remain firm be- rece : $1 =" ra t 270 . reservoirs were at extremely low ing Ps has announced that his firm Gaines, who was formerly the S. | 
cause of higher labor and production eluxe box is priced at $279.95. levels due to droughts this summer j,,, acquired the assets of the Barron Louis branch manager for Jenkin , ‘ 
costs. He indicated that there would and fall. They added that the city’s Distributing & Mfg. Co said his firm will continue to occup ° 
be no dropping in demand during the Goodrode Heads Advertising, normal increase in population, esti- C. E. Barron, former head of the the same location, represent the sam iy 
early part of next year because of . . mated at 30,000 persons per year, is purchased company will act as man-_ lines, maintain the same staff, an. I 
price uncertainty such as occurred $qles Promotion at Bendix surpassing its ability to supply suffi- 4,er of the local branch of the Ray ‘Serve the same territory as th I 
this year. cient water even with normal rain- Co. The Ray firm will use the Barron branch had. | 
Pw pice pong oes Fan p eng ng oo SOUTH BEND, Ind.—Appointment fall. offices and buildings. That territory covers the easter, 
poy pac Ag bo ge a ooh ina - of Melvin H. Goodrode as director of The city has a program underway half of Missouri and the southern hal" St 
ftp ee ‘ advertising and sales promotion for for increasing its sources of water of Illinois. | 
ga anes cada’ aealine Bendix Home Appliances, Inc. has supply. However, the officials noted Texas Dealer Changes Name Besides Gaines, other officers in th: i 
“that higher watien Witneuk imereneet been announced by Parker H. Erick- that these sources will not be tapped PASADENA, Tex.—Worthington & corporation are Kenneth G. Gillespie, f 

roductivity means only higher costs %°™ Bendix general sales manager. until 1956 and that, at capacity, they Masterwood, Inc.,. has amended its vice president; and Harry Foster, z 

d high ci ease tis He said that Goodrode would direct Will be able to match the city’s popu- charter of incorporation, changing its secretary-treasurer. Foster is th " : 
‘ _ the company’s multi-million-dollar ation growth only until 1960. name to Easterwood Appliance & only one who was not part of the 90 

He asserted that increased produc ; é re! ‘. . : ‘gate int 
tivity can provide higher wages and , national and cooperative advertising. Where the city will be able to get Refrigeration Co., Inc. Jenkins organization. “a 
lower costs with improved standards * 
of living for everybody. . . s eas s eas Bo 

Blees said that Crosley, despite the At th R f g t d A C d t g E p t De 
steel strike, will be able to continue C C rl ela lon all Ir on | lonin X 0S! lon, a 
its present rate of production through Ke 
November and would increase that * ® the 

‘ rate if more steel were available. Atlantic City November 14-18 out 
- He indicated that Crosley intends to ’ ’ wo 
up its production and turn out 500,000 
refrigerators in 1950. 

Nance warned, however, that even J 
if the steel strike should end imme- ” 
diately, “there is sure to be wide- pol 
spread industrial unemployment dur- wh 
ing November. 7 

“Backlogs of steel have been just 9 . - 
or comes | ee the Industrys \Viost Complete Line | * 
steel production is being built up is like 
inevitable. After that, assuming that his 
the strike ends soon, business should T 
proceed at an excellent rate. : . thir 

“Prices are sure to hold, due to este 
increased wage and other gosts,’’ the sate tall 
Hotpoint executive declared. No gen- sho 
eral downtrend in prices can be @ wis 
expected under our continued high “ 
level of income.” blez 

Nance expressed particular confi- “ 
dence in the southeastern section of 
the country. He pointed out that this me Edi 
year Hotpoint experienced an _ in- thes - 
crease of 60% in business in the mi VISIT the big Frigidaire exhibit—it'll be an out- R 
Atlanta region. This compares with i . il-Ind E here 
a nationwide increase of 10%. . standing feature of the 6th All-Industry Ex- tor 

position—the show you won’t want to miss. a 
Eldon Dean Is Sales Mgr. io , was 
Agee SEE Frigidaire’s whole line of commercial re- 

ms ‘ ° ° in6 k ‘ 
For Northwest Distributor frigeration and air conditioning equipment The 
; Refrigerated Display Self-Service Display Reach-In Refrigera- Zero Self-Server for —the most complete, most diversified line in the 

SEATTLE, Wash.—Eldon N. Dean, Cases in a wide range Cases for meats, pro- tors—17 to 62 cu. ft. frozen foods, juices . the 
formerly of Flint Distributing Co., of models. duce, dairy products. and ice creams. the industry. him 
Salt Lake City, has joined F. B. poy 
Connelly Co. here in the capacity of , . : 1 
sales manager. LOOK at the quality, the styling, the design A 

Connelly is Pacific Northwest dis- of all these great Frigidaire products ! They’re the 
tributor of Norge products, Ironrite i . : thro 
ironing machines, Hamilton clothes backed by thirty years of engineering ex- “y 
driers, Lewyt vacuum cleaners, and perience—by vast manufacturing resources “y 
several other leading electrical and i 7 you 
housewares products. ; —by General Motors dependability! You'll let 3 
Pring bon ag te ele my be 4 Store Air Condition- Room Air Condition- Pressure, Bottle and Tank- Central System Air understand why F rigidaire has built and rang 
From 1936 to 1941, he was with pre) ant DOten past oa pee a 1 al cag a ” pany i ” sold more than 11 million refrigerating units! = 
Kelvinator as district sales manager P : y vais ied aisle ia ieaditate iia 
at Cincinnati, and later as West = ere ;, 

Coast district. manager. i= se LEARN for yourself how Frigidaire helps its Ca 

Since 1941, he has been branch dealers build better business—why the 8 
manager of the Flint Boise, Ida., igen aioe ; D 
branch and a department manager at Frigidaire franchise is the most valuable in on : 
Salt Lake City. In 1947, he was one : ! “yp, 

7 of 14 distributor sales managers the industry! ae 
f throughout the nation to win an auto- Pret. 
mobile from Bendix Home Appliances = 
by leading his distributor group in 
: washer sales at the retail level. Ice Cream Cabinets Self-Service Frozen Food Dry and Wet Bever- Ice Makers—150 to wi 
i —5 to 17 cu. ft. sizes. Display Cabinets—5 to age Coolers—4 to 37 2000 pounds capa- Frigidaire Makes Over 400 tise 
7 18 cu. ft. capacities. cases of 12 oz. bottles. cities. -houj 
: +f _Js . Commercial Refrigeration And ear.’ 

New Building Provides 7 . 

P a Air Conditioning Products — “Tl 

Garage, Repair Shop, gS 9 ‘hy 

, 7" Most Complete Line In The Industry! - mi 
Railroad Siding , ‘id er 
2) i 

MIAMI, Fla.— More than 14,000 py 
a aly Beer ar eo y Reem mg od Pom Meter-Miser Com- Reciprocating Type Cooling Units—forced air Milk Coolers real to 1e; 

: es pressors— 4, )4 and Compressors—!/5 to and gravity types in a 12-can capacities. e | ffer 
& Appliance Corp., 2102 N. Miami 4 HP 25 H. P id f si | nvel 
Ave. here, which opened in early 7. iil ee ae eee " 
September. 

The building, which was constructed 2 
to incorporate all appliance dealer a 
services under one roof, with a Soc 
covered garage, huge repair shop, kes 
etc., has its own railroad siding. tich 
George B. Gray is general manager | 
oe te dem epend on : 

Other building advantages include nt 
tripled showroom space, complete air te 
conditioning with a 50-ton system ° » " 
for the entire building, and high- | 
speed dealer service repair depart- O O t 1n s T t ale 
ment. we ee ‘Cone 
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